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Valve Index Suggests a Gradual Recovery 
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Records Prove Valuable to Dealer 
National Pipe and Supplies Association to Meet 
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Arouse Enthusiasm for Specialties 

E. J. Heimer 
Jewell Belting Company to Retire from Business 
Dealer Aids Hand-to-Mouth Buying 
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“GENUINE G DETROIT” 


GENUINE DETROIT LUBRICATORS ") 
FOR EVERY PURPOSE 


“GENUINE DETROIT” Lubricators are made in 
a sufficient variety of styles and kinds to properly lubri- 
cate the valves and cylinders of all types of steam 
engines, steam pumps, gas engines, air compressors, etc. 

They are scientifically designed, each for its pur- 
pose, and great care is given to all the details of manu- 
facture in order to insure a uniformly high quality. 

Everything possible is done to maintain and increase 
their reputation for excellency. 





Engineering Service Department 


The Detroit Lubricator Company maintains an 
Engineering Department that is at the service of users 
of lubricating devices. If users are not sure as to the 
exact style and size of lubricator their machines need 
—if they are in doubt about the proper method of 
installation and operation—if they need help of any 
kind, they can write us and our Service Department 
will be glad to help them. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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COMMBIAN VISES 


Trade Mark Reg. 





A BRUTE FOR PUNISHMENT! 
l That’s what a Columbian Machin- 
ists’ Vise is. It’s the only vise there is, 
made of malleable iron—iron with twice 
the tensile strength of cast iron, section 
for section. 


No wonder Columbian Machinists’ Vises 
will stand terrific punishment without 
breaking -— will withstand severe usage 
and strains which would snap apart less 
sturdily made vises. 


Columbian Vises belong on the work 
bench where professional Mechanics earn 
their daily bread. They appreciate a vise 
that will stand any strain they give it. 


The Columbian Vise and Mfg. Co. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 





U. S. Pat. Of. 
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Ninety percent of the representative mill supply distributors sell 
the CAPITAL line of industrial brooms and brushes. Most of them 
sell the CAPITAL line exclusively. More CAPITAL brooms and 
brushes are in use than any other make. 


What does this mean? 


Just this—that most of the distributors have learned by experience 
that the CAPITAL line sells easier, faster and in greater volume 
than any other. They know that ours is one firm that has a real 
policy of dealer-protection. The fact that more are in use than any 
other make proves that the world of industry recognizes the supe- 
rior quality and service of the CAPITAL line. 

If you are not getting what you think is your share of the industrial 
business in your territory, write for our proposition. 


Indianapolis Brush & Broom Mfg. Co. 


126 N. Brush Street Indianapolis, Indiana 








‘Alba For All Industrial and Trade Uses 
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Guarantee 


BLUE GRASS Wipers 
and polishing cloths 
must satisfy you that 
they are exactly as 
represented. If found 
otherwise, any and all 
shipments are return- 
able to the factory 
without cost to you. In 
this connection you 
have the last word and 
are the sole judge. 


ou Need a Perma- 
nent and Dependable 


Source of Supply 
for Wiping Cloths 


There are two kinds of wiping cloths on the market 
—the safe and sanitary kind that is sterilized, 
branded and guaranteed free from all danger of in- 
fection, and the plain, unwashed cloths that are 
neither branded nor sterilized. BLUE GRASS is 
the brand you need not hesitate to show in your 
catalogue and sell without fear of dissatisfaction. 
Ask for distributors’ prices. 


Louisville Sanitary Wipers Co., Inc. 


Factory and Office, 759-765 South Preston St. 


Louisville, Kentucky 
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KEWANEE UNION 














Easily disconnected 


) ADVANTAGE _ : 
é‘ The least corrosion on the threads of an ordinary 
1. Bronze-to-iron thread con- , : . . . lie 
pantilininnaints tienes union means forcing the disconnection the next time 
7 it is taken apart, often by chiseling it off. And 
2. Bronze -to- steel ball - joint Z | 
; sooner, rather than later, that means the scrap heap. 
seat—no gasket 
3. Solid three-piece construc- Kewanees can't corrode. The threads are forged 
tion—no inserted parts manganese bronze, to iron. As far as the unions are 
ey ee es concerned you can throw away your sledge hammer 
alias: “ociatiinsciinan: iene and cold chisel as soon as you install Kewanees on 
unions any line of pipe. The nut is made of tough malleable 
5. Easily disconnected with a iron that will stand the battering of thousands 
wrench—no force required disconnections and still work easily. 
This is one of the five reasons why it is more eco- 
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nomical to pay a little more for your unions if you 
specify Kewanees. 


WALWORTH 


alworth Company, General Sales Offiees: 51 East 42nd St.. New York 
“eae at Boston, Mass.; Kewanee, Ill; Greensburg, Pa.: and Attalla, Ala. 


Distributors in Principal Cities of the World 


All vou need is a wrench 
to disconnect a Kewanee 
Union, anywhere or any 
time, 





Walworth Ltd., 10 Catheart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 
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“TOLEDO” UNIVERSAL POWER DRIVE AND HELPER 


Your customers will find this the ideal equipment for cutting and thread- 
ing pipe by power. 

The “TOLEDO” UNIVERSAL Power Drive can be connected to an or- 
dinary lamp socket and will operate on any 110 volt current. The vari- 
able speed motor assures maximum efficiency at all times without the use 
of gears, and reversible it permits the operator to back the dies off the 
completed thread. 





The Power Drive HELPER permits the use of the smaller tools for cut- 
ting and threading pipe with the Power Drive and is compact, easy to 
handle and operate. 


Post your salesmen on this equipment. 


WHEN RESULTS ARE DEMANDED SPECIFY GENUINE 


"TOLEDO 


ey 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, CHIO New York Office, 72 Lafayette St. 




















Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 


sepaaees sine ee 


BOND FOUNDRY & MACHINE COMPANY 

Manheim, Lancaster County, Pa. 

Philadelphia Office, G17 Arch Street New York Office, 
Chicago Office, 39 South Clinton Street 








256 Broadway 
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Glowing Charcoal from SKF 


Forests Puts Quality in SKF Bearings 


i the vastness and silence of Swedish forests, 
> owned, this charcoal pile of selected, soft 
-orewood and fine branches has been burning for a 
couple of weeks and will soon be ready to play its 


part in the making of 


steel. The pile is torn 
down when the 


charring is finished. Special care is 
taken in producing the charcoal so as to secure a 
product with the least possible phosphorouscontent, 
the usual content being .003 percent. 
@ | . 
After three months spent in the forests, the char- 
1 . ° } 

coal burners return home with their sleighs loaded 


with charcoal. Unlike other processes by which 
steel is made, the use of charcoal provides a means 
of maintaining and further developing the high 


quality of SSCP steel. 


Charcoal is just one product which enters into the 
making of Bearings. With its own mines and com- 
plete control of its charcoal supply, plus unvarying 
attention at every stage of manufacture, &.03{ has 
a supervision of its product from start to finish 
which has made the mark £ on Balland Roller 
Bearings synonymous with quality the world over. 


SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York City 
FOR NEAREST SKF DISTRIBUTOR SEE THOMAS’ REGISTER 
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GUARANTEED THROUGHOUT 


























Machinists’ Machinists’ a 
Vise 4°) Vise Vise 





a j 
8 Sizes 
12 Sizes ver 
2” to 8%” jaw 4 Sizes 
3%” to 6” jaw 
Machinists’ 











Vise 





Hinge Pipe } 
Vise 


Machinists’ 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
4%” to 12” 





12 Sizes 
2” to 8%” jaw 








Pattern | 
Makers’ 


Holds Pipe 
Vise ' 8x16” 


%” to 8 






Single and 
Double Burner 


Anvils 





2 Sizes 
7” and 10” jaw 





60 Ibs. to 450 Ibs. 


Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
Established 1908 
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Stop Power Waste 
From Belt Slippage 


OW much power is wasted through 

belt slippage over the surface of in- 
efficient pulleys? How much is lost be- 
tween line shaft and machine? 


Belt slippage is costly! And yet, it can 
be prevented so easily. REEVES 
Wood Split Pulleys GRIP the belt— 
they cannot slip like cast iron and steel. 
REEVES Pulleys are stronger, lighter, 
run truer, and they keep everlastingly 
on the job. They cost less to buy and 
to run—and they make a belt transmit 
more power. 


What kind of pulleys do you sell? Do 
you know whether or not there is a 
REEVES representative in your terri- 
tory? Write today for full information 
on territories and discounts. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 
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“That Mason Regulator’s 
never been out of the line” 


“Ym glad you sell 
Mason Regulators. 
They’re built right 
and they stay that 
way.” 


A great many experi- 
enced engineers have 
standardized on 
Mason Regulators 
throughout their 
plants. 


The Mason reputa- 
tion for quality and 
dependability is a 
very distinct asset to 
you. It helps you sell 
more regulators and 
reducing valves. 


Have you a copy of 
the handy Mason 
Pocket Catalog No. 
62? 


Pi MASON REGULATOR CO. 


Boston, Mass. 





Standard Mason 
Reducing Valve 


Reducing Valves 
Standard 
Differential 
Lever Style 
Hydraulic 

Pump Speed Governors 

Pump Pressure Regula 
tors 

Blowing Engine Regula 
tors 

Boiler Feed Line Regula- 
tors 

Hydraulic Damper Regu 
lators 

Steam Fan Re <ulators 

Boiler Pressure Control 
lers 


Balanced Valves 


Pipe Line Strainer 
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HAT Wood Transmission Equipment we installed for the 

Mammoth Manufacturing Company a few months ago cer- 
tainly made a home run hit with the production superintendent. 
He just phoned that they are going to standardize their new plant 
completely with Wood's Transmission Equipment. 


“It’s a big order, and what’s better we've got a complete line of 
Wood's Power Transmission Equipment to fill every requirement.”’ 


Repeaters—that’s what every mill supply dealer wants from his 
customers and that’s what he gets when he carries the T. B. 
Wood's Sons Line of Power Transmission Machinery— equipment 
that has made good since 1857. 


OD'S 
S ~=Wood’s Power 


POWER TRANSM ISSION Transmission 
MACHINERY. Machinery 


















Shafting 

Pulleys 

Hangers 

Pillow Blocks = 
Couplings 

Friction Clutches y 








Belt Contactors 


T. B. WOOD’S SONS Conveyors 
COMPANY Rope Drives | 


Speed Reducers 


<P ws <° IpDe ) Ball Bearings 
Owe or CHAMBERSBURG, PA. 


See seve 
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Distributors, there's a triple profit in every HISEY Electric 
Drill. Grinder or Buffer you sell 

They net you a handsome profit on the original 
sale. But more than that, each sale builds good 
will. While good will can’t always be measured 
in dollars and cents, it is an intangible worth that 
money can't buy. Finally, these ““HISEY”’ sales 
build an ever increasing volume of repeat orders. 









WRITE FOR DETAILS 


You can share in these triple profits. Get in touch with 
us now for complete information. There's no obligation. 


y ” a. 
bh {s¢ a aia 
Electric Drills - Grinders - Buffers is 
The Hisey-Wolf Machine Co. 
incinnati, io 














Ball Bearing Hanger Boxes 
‘The CHICAGO Line’ CONSIDER THEIR ADVANTAGES 


lit present hanger frames. 
Pa Simplest possible construction. 
Power Transmitting Appliances Lubricate but two or three times a vear. 
Hot bearing impossible. 
No noise—no dirt. 
No dripping of oil 


kkach Bearing fitted with two high class Ball 
Bearings 
This is only one of many power saving special- 


ties of CHICAGO LINE EQUIPMENT 


Send for General Catalogue “G" —Just off 
the Press, 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


1/1 Forms of Power Transmitting Appliances 


“DAGGETT” BALL BEARING 
HANGER BOX 


MAIN OFFICE: 
19 No. Desplaines St. 


FACTORY: 
Menomonee Falls, 


Chicago, Ill. Wisconsin 
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For a Full Flow—of Valve 























O-B No. 20 Line 
Flexitite Disc Gate Valve 


SHOW Them the Famous 
Flexitite Never-Leak Gate 


HOLESALERS’ salesmen find that it 

pays to show the Flexitite Gate to 
every one of their customers and prospects. 
It helps to open up new accounts and to sell 
more of other items, as well as valves. 


There’s a definite need for a gate that never 
leaks—that shuts off absolutely tight. Ex- 
perienced valve users—plumbers, steamfit- 
ters and factory engineers—are quick to 
recognize the effectiveness of the Flexitite 
principle, when they see and examine the 
valve itself. 


A steady flow of business follows because 
the demand for Flexitite Gates never stops 
after the first order. Flexitite is remem- 
bered and specified. 

Are you taking advantage of the need for 
the FlexititeGate by showing it to your trade? 


Ohio Brass Company 
senate Ohio 


Orders 


FPREXITITE DISC 
ELIMINATES 
LEAKAGE RISK 





The Flexitite one-piece flexible 
disc | tented) c mbines the 


good ‘points oO th the solid 
4 
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Ohig, Brass Co! =) 





Ca NEW YORK PHILAL caene 





SBU CLEVELAND 
OFFICES CHICAGO $ AN FRANCISCO vos ANGELE s 


oan pally ALS 
VALVES 











DIX ON 
FLAKE GRAPHITE 


There is but one flake graphite and its name is DIXON. For 
100 years this name has been associated with graphite and today, 
to thousands of exacting men in every line of industry it is synony- 
mous with the best graphite obtainable. 

It is an ideal natural lubricant that spreads a smooth unctuous 
veneer over rubbing surfaces and reduces wear to a minimum. 

Recommended for cylinder and bearing lubrication, for coating 


gaskets, packings, etc. Properly mixed with grease or oil their 


consumption is greatly reduced. 


Coarse Powdered _<aigte 
No.1 Fit. No. 2 Fie _- 


Write for Circular 71-C. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City New Jersey 


1827 - 1927 


ONE HUNDREDTH 





ANNIVERSARY 
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U. S. Selective Speed 
( Motor-in-Base ) 
Buffing and Polishing 


Machine 











Name your spee 






SINGLI 
SPINDLI 
Mope! 

(REAR, OPEN 


FIVE SIZES 


U.S. Selective Speed Buffing and Pol- 


ishing Machines are made in § sizes—3, 


§$, 74%, 10 and 15 H. P.—single an 
double spindles. Fully up to U. S. 
standards—14 heavy duty SKF Ball 
Bearings, chrome nickel steel spindle 
automatic push button control (on A 
C. machines), etc, 


ishing speeds to suit their needs exactly—with the 

U. S. Selective Speed Buffing and Polishing Ma- 
chine. It is made to run steadily at any rate within the 
accepted range, 2,250 to 2,750 r.p.m. 


N®: YOUR Customers can gauge their buffing and pol- 


Besides, each spindle on the 2-spindle model operates in- 
dependently of the other. This permits two different speeds 
on one machine, or changing one wheel without stop- 
ping production on the other. Constant belt tension is 
automatically regulated by steel idler rollers (shown in rear 
view). These do away with the necessity of intermittent 
adjustments to increase belt tension. 


Help your customers to get their production costs 
down to a minimum. Complete details, sent gladly on 
request, will tell how the U. S. Selective Speed Buffing and 
Polishing Machines will help. Write today to Depart- 
ment “C,” 


THE UNITED STATES ELECTRICAL TOOL COMPANY 


Oldest Builders of Electric Drills and Grinders in the World 
Cincinnati, Ohio, U. S. A. 





Portable Electric Drills 


Grinders-—Polishers 
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Every Part of Every Yale Chain Block 
is Yale Made 


The above graphic illustration shows the essential parts in a Yale 
Ball Bearing Spur-geared Chain Block—drop forgings—steel, 
malleable, bronze and grey iron castings—heavy steel and chrome 






Cog 






aed wint 


7 vanadium stampings and die formed steel load chain. 
bi < All of these parts are Yale made in the Yale plant and the 
W x purchaser is assured that because of this he secures a chain block 
W by superior to one produced in any other way. 
if et Every chain block bearing the name Yale is the result of 
vs i Yale research and experience in the selection of 
0 Ry materials 
W + Yale development of correct formulae for metal 
Zz y ¥ composition 
J . Yale ingenuity in designing 
< hy b Yale accuracy of machining and processing 
«) y ¥ Yale inspection and super testing 
aVy gs Yale ability to secure utmost uniformity in product 
Th y Yale reputation for dependability. 
tr van Every salesman handling Yale Ball Bearing Spur-geared Chain 
oa 


Blocks, Yale Screw-geared Chain Blocks and Yale Differential Chain 
/ Blocks, is equipped to demonstrate the superiority of this product 
as the only one with every part made by the manufacturer. 
The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ontario 


YALE MARKED IS YALE MADE 


Hoisting «Conveying Systems 
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Anaconda 
—Nuttall 


—Timken 














Names known to all industrial civili- which can also be most economically 


zation and beyond—Anaconda Copper— installed, operated and maintained. 
Nuttall Gears—Timken Bearings. 


The reputation for gear drives which 
The huge Anaconda copper development brought Anaconda to Nuttall is being 
in Chile bristles with modern engineer- insured by Timken Bearings. Their ta- 
ing; with spectacular victoriesover Na- pered design, POSITIVELY ALIGNED 
ture; with short cuts to elusive profits. ROLLS, Timken-made steel and freedom 
Up in the Andes Mountains power is_ from friction provide higher working ca- 
traveling with surety, through any num- __s pacity, with minimum demand for power, 
ber of Nuttall gears mounted on Timken lubricant and attention. Bearing wear, 
Tapered Roller Bearings. The Anaconda wobble, and self-destruction are omitted 
conquest, with its great variety of from Timken-equipped Nuttall gear 
Timken applications, depends first of drives. Skilled, world-respected opera- 
all upon machinery of utmost endurance, tors like Anaconda appreciate it. 








THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Technical information regarding bearing sizes and their mountings can be secured from the Timken Roller Bearing 
Service & Sales Company's Branches located in the following cities: Atlanta, Boston, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas City, Los Angeles, Memphis, Mil- 
waukee, Minneapolis, Newark, New York, Omaha, Philadelphia, Pittsburgh, 

Richmond, St. Louis, San Francisco, Seattle, Toronto, Winnipeg 


| TIMKEN 2 BEARINGS 
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BELTS DO LAST LONGER” 


ER RELTING 





Are you selling proofs 
of service? 


A Duxbak Belt is not a mere prom- 
ise of good service. It is more than 


sone ae Mp paneer! Ip : . . 
ten Ie, me Pe | aie that. It is a proof of good service, 


\ DPT ee tee tee based on the records of its prede- 

/ // a fees a cessors-and the fact that it is made 

tH} oY Bey in the same way from the same 
materials. 





It is much easier to sell proofs than 
promises. Perhaps you would be 
interested in the sale of belting from 
on , or ee oe 
= a new angle. An inquiry from you 
susan L does not obligate you and you may 
: Saat! a find our sales plan to be particularly 


PETE ; , 
GREE interesting. 
SOEBK 


Gea 8 
. 
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Three dominant features (SPEED 
POWER—EASE OF OPERATION) place 
the New Clipper No. 8 SPEED Lacer in a 
class by itself. 

SPEED: This new machine laces both ends of any belt 
up to 8 inches in width in 114. minutes. 

POWER: 45,900 pounds pressure, the weight of 300 


men, is developed by a new principle. 


EASE OF OPERATION: One man operates it easily. 


CREST ie 


COMES SE ILIA 











Weight 100 pounds. Price on application. 
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Every lacing requirement is antic- 
ipated by the Clipper Belt Lacer 
Company. 


The use of Clipper products is an 
assurance of increased production, 
efficiency, and economy in plant 


operation. 
Clipper ‘Belt Lacer Company 
GRAND RAPIDS MICHIGAN 


CLL LT INET LL GEN na IF LE 
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3687 STROKES- GREY Cast /RON 





| 
DELTA - 19¢ |F BRAND-19¢! 


/ SIDE - CurTING FasT\ J SIDE - worn our 
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BOTH FILES 
14~INCH FLAT BASTARD 


A large machinery builder 
made this test 


OR YEARS this concern had used a certain high-grade brand 
of files. The men were suited: the price was right. Why 
change? 





Then they had an opportunity to test their favorite brand against 
all others, using a machine that would eliminate the human factor 
and give the scientific truth. 


The tests were made in their own shop, under their own super- 
vision. Seven brands were tested, some on tool steel, others on cast 
iron test bars. 


The result showed almost unbelievable differences between differ- 
ent files, all supposed to be high grade. 


Different non-Delta brands varied widely in cutting speed and in 


life of file. 
rhe testing machine. Iwo files 
were tested at once, a lo x 1 inch 
test bar being cut in two, and one 
piece used on each file. Speed, 
95> strokes per minute. Stroke, 


6 inches, Pressure, 25 Ibs., re- 


lieved on back stroke. We are permitted to tell the story (omitting names) in a folder, 


Other tests were made on cast- “The Scale-Pans Tell!’ just published. 
iron and tool steel bars. In each 

test, 1 side of one Delta was run 

against 1, 2, 3, or 4 sides of non- 

Delta files. No Delta was worn 

out, 


Deltas outran all other brands by margins that amazed those mak- 
ing the tests. 


Delta Files are advertised in Machinery 


and The American Machinist 


DELTA FILE WORKS 


BRIDESBURG PHILADELPHIA 














CF OREO ADEN Tie aR SIBLE ONT a edt 


“nh writing 























<t> 


WILITMAN BARNES -DETROIT GORPORATION 
a merger of 


DETROIT TWIST DRILL CO. 
THE WHITMAN & BARNES MFG. CO. 





The new Whitman Barnes-Detroit Corporation catalog 
lists and illustrates our complete line of twist drills, 


reamers, milling cutters and other miscellaneous 
small tools. . 


It incorporates the latest practice in the small tool 
industry and includes much useful information for 
the user of these tools. 


You will find this catalog valuable for convenient ref- 
erence, for accurate listing of sizes and dimensions and 
as a complete guide to the purchase of small tools. 
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A Corporation 
announces 


its policies 


The Detroit Twist Drill Company, founded 40 
years ago, and the Whitman & Barnes Manu- 
facturing Company, founded 72 years ago, now 
merged in the Whitman Barnes-Detroit Corpo- 
ration, pledge themselves to utilize to the utmost 
their combined wealth of experience and 
knowledge in the manufacture of fine tools to 


the end that: 


FIRST: Its product will embody the 
maximum of engineering, metallurgical 
and manufacturing skill. 


SECOND: Its scrutiny and inspection 
of raw materials and of finished pro- 
duct will be unrelenting and carry to 
the user of that product a positive 
guarantee of accuracy and quality. 


THIRD: The user of its product will 
be assured that service in its broadest 
sense, is paramount. 


FOURTH: Its manufacturing opera- 


tions will be conducted under condi- 
tions which will bring to its employees 
that pride of true craftmanship which 
comes from the production of fine tools. 


FIFTH: Its affairs will be so conducted 
as to merit the respect and confidence 
of its stockholders, its customers, its 
competitorsandthe communityat large. 


SIXTH: The prospect of immediate 
gain will ever be subordinated to the 
ideal of building on the permanent 
foundation of high quality, superior 
service and fair prices. 


‘ 
/ 
f <*> Whitman Barnes - <> 


Detroit Corporation 


DETROIT, MICHIGAN 
A Merger of 
DETROIT TWIST DRILL CO. 


New York 


THE WHITMAN & BARNES MEFG. CO. 


Chicago 


Canadian Detroit Twist Drill Co., Limited 
Walkerville, Ont. 
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38-inch Heavy Duty 


Sells for $62.50 





FRAME—Finely finished, cast aluminum. 
Straight line from handle to chuck top makes 
close drilling possible. 3 ,-in. Heavy Duty and 
!,-in. Light Duty have well-protecied levels 
to give exact horizontal drilling. No pockets 
to collect dust and dirt. Standard screws used 
in assembling. 

HANDLES—F ive largest sizes have removable 
side handles, as well as switch and grip handles. 

ACCESSIBILIT Y—Every vital part can be 
reached in a few seconds, with no other tool 
than a screw driver. 

CURRENT and VOLTAG E—Motors are Uni- 
versal—for A. C. or D. C. 110 and 220 Volt 
Circuits up to 60 cycles. 

COMMUTATORS—Carefully undercut, per- 


mitting use of soft carbon brushes. 


BRUSHES—Soft carbon, held in long radial 
holders, which prevent brush chatter and per- 
mit use of brushes down to short lengths. 


BEARINGS—Armature bearings have capacious 
wick oiling system, tightly sealed against leak- 
age. Bronze gear bearings and ample ball 
thrust bearing to take care of drilling pressure. 

CLEANLINESS—Tight sealing of oil and grease 
chambers, together with heavy felt retaining 
washer on chuck spindle, prevents lubricant 
being thrown around. Commutator, armature 
and field do not become oil-soaked and foul, 
nor is ventilation impeded. 


VENTILATION—Fan supplies ample air to 
cool motor and handles. Inlet holes are so 
placed that bench filings and dust are not 
likely to be drawn into motor. 


CHUCK—New ball bearing type Goodell-Pratt 
self-tightening. No need to use key except 
under very unusual conditions. 

SWITCH—Conveniently placed for one-hand 
control. 

CABLE—Best grade. Cannot be pulled or jerked 


loose. 12 ft. length on '4 in. drill. 15 ft. on 
other sizes. 














Goodell-Pratt 


make a 


— line of 


LECTRIC DRILL 


~~ 8 aceon Y%-inch 
Heavy Duty to %-inch Standard 


aut 


Outperforming competitive drills is their 
specialty. Priced from $30.00 to $10 }.00 


HE !;-inch Heavy Duty Goodell-Pratt 

Electric Drill goes through 14-inch cold 
rolled steel in less than 13 seconds. The other 
ratings deliver in proportion. 

This performance is not a matter of short, 
spectacular spurts. It keeps up hour after hour 
without distress or overheating. 

The motors in these drills are built to de- 
liver sufficient power to more than meet their 
rated requirements. Every Goodell-Pratt Drill 
is thoroughly tested, after being “run in”’ 
under load. 

When you deliver one of these drills to your 
customer, you can be sure that it is all ready to 
buckle down to business—and that it will sat- 
isfy him even beyond his expectations. 

Read the specifications at the left. Write us 
for an early demonstration. Then you’ll agree 
that these mean more electric drill profits, 
with fewer electric drill problems. 

Special electric drill catalog and net prices 
to the trade will be mailed you on request. 


Goodell-Pratt Electric Drills are advertised in Machinery, American Machinist, Carpenter, 


Automobile Trade Journal, Motor Service, 


Popular Mechanics and Popular Science Monthly. 


GOODELL-PRATT COMPANY Soolemiths, 


GREENFIELD, MASS. 


GOODELL -PRATT 


1500 GOOD TOOLS 








When writing to Advertiser 


please mention Minti Sureiirs 
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Three Profitable Steps 


AN ORDER. A PROFIT 
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That is the procedure when you sell the Barrett 
; | Method—Lift-Trucks, Platforms, Portable Eleva- 
tors and Structural Steel Racks. 


1 } 

You make no investment—your customers know 
: our products, need them, and order them through 
4 . . . 
pF 6oyou for immediate shipment from warehouse stock. 
E «=©One user employs 51 Barrett Lift-Trucks—repeat business, 
a 
> 


originating from a trial order that gave the usual Barrett satis- 
factory service. 

There are just as good prospects in your territory awaiting the 
introduction of the Barrett Method through your salesmen. 


weere 


We are always helping to close sales for you through adver- 























tising that attacks the prospect’s daily problems—reduction of 
EF §=6 overhead; use of available storage space; easier, more economical 
; , 
5 and quicker handling. 
Write us for full information on Barrett profits in your ter- 
ritory. 
Barrett “Steeleg” Platforms and 
Barrett) Portable Elevators are 
companion units to Barrett Lift- 
Trucks. 
BARRETT-CRAVENS COMPANY 
1333 W. Monroe Street, Chicago 
saciniaiteiedimntiaaiiiianeinaieiue i aa a a 
‘*Your business will be increased”’ 
1 a Oo 
° « « Says leading jobber 
in recommending Republic 
“We are sure you will make no mistake if you will 
A line of rubber items sufficiently say H ,? i } 
.. pelea Roe : net mace give the Republic Rubber Company s line serious 
ng the requirements of the trade solicited. consideration as we have found it to give better general 
A quality of prod , : 
ype: jn, erg Sorgen oe ; service than any line we have handled. 
<< 6ults that should reasonably be expected. - 
pt teceedemmaitchacie These people are cooperating to the fullest extent with 
reasonable profit return, the jobber and you will derive full benefit from every 
s. pam pane ge a sale made in your territory and the jobber is bound to 


direct, among the trade covered by his day 
to day solicitation. 


appreciate this kind cf treatment from a manufacturer. 


5 Selling helps of reasonable amounts 
° 




















so that his sales force may be given Weare sure if you investigate you will be convinced 
the advantage of specialized training and f : ; ; 
a knowledge of the product sold. and we believe your rubber business will be increased 
considerably.” 
é ™ 


THE REPUBLIC RUBBER CO. 


Youngstown, Ohio 


BELTING PACKING 
HOSE FLOORING 


MOLDED GOODS 
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us the magnified shadou 

zn Empire New Process Bolt 
Thread a: shown on the chart 
Scrou Thread Comparator 


A™ years of experi- 
ment and trial, one 
of the most remarkable 
developments in the his- 
tory of machinery is now 
offered to industrial 
America by Russell, 
Burdsall & Ward — the 
Empire New Process 
Bolt. 

This is a bolt whose 
thread is formed by in- 
calculably accurate dies, 
which actually mold the thread in the 
metal instead of cutting the metal 
away from the thread. The results 


achieved by this method are: 


1. The molecular structure of the stee! 

is not disturbed as by cutting, but is 
strengthened by the molecules being 
brought more closely together. The thread is 
thus protected against stripping. 


2. The thread is inconceivably accurate. Any 
Empire New Process Bolt, tested on the Screw 
Thread Comparator, shows a thread profile as 
accurate as that of a hardened and ground gauge. 


JAMOP IR 


Wt appear’ im THE SATURDAY EVENING Post 





An advance in bolt making that opens up new limits 
to the manulacturers and workers of America.”’ 








£ a Re ta 
Screu Thread C Mpata 


3. The bolts can be made 
so uniformly perfect that 
wastes in assembly, due 
to poorly fitting or inac- 
curate threads, are elim- 
inated. The amount of 
this saving is apparent to 
any firm making a time 
study of assembly with 
the ordinary bolt. 


This Empire New Proc- 
ess Bolt, with the threads 
of gauge-like accuracy, 
with the head that is 
guaranteed not to come 
off, and subjected to the Smith process 
of heat treatment, giving ita minimum 
tensile strength of 80,000 pounds, 
represents an advance in bolt making 
that opens up new limits to the man- 
ufacturers and workers of America. 


f ’ { fy bed t poncibll 1 
for testing will be furnished to responsible concerns 


RUSSELL, BURDSALL & WARD 
BOLT & NUT COMPANY ¢ 


PORT CHESTER.NY. 


7. A Bleverth Sire 
cyIcCAcO DETROIT ROCK FALLS, Tis. =) oe SAN FRANCISCO 


BOUL 
GNUTS 
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ROBER1 McNEILL 


49 years 
started 1878 


am. 
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CLIFFORD REYNOLDS 


45 years 
started 1882 





GEORGE M RUDD 
44 years 
Started Aug. 20. 1882 





EMMA BOERNER 
38 years 
started March 25, 188° 
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' 
Und Improved in Color 
and DRYLY 
' 
SAME SAND USED OVER AND OVER 

: A press of the foot controls the flow of sand through the nozzle 
| The work is held in the hand and moved about to effect all 
/ angles. The hands are not affected and the work cannot be 

spoiled. tven the most inexperienced worker gets the best 
results at the first try 
. 


Our complete iltustrated catalog 


| writenine "TL RIMAN BROS. 


| Vakers of good machinery for nearly half a century. 


May, 1927 








Metal Goods of Every Kind and Description Should be 
Sand Blasted to increase Plating Durability 


[he sand blasting process is fully created in our catalogue. It improves 
your plating, making a surface to which the plate will adhere more 
securely and much more rapidly and so sand blasting saves time in 
plating, and improves your finish—very desirable ends you will agree 
This also applies to articles to be painted, sprayed, enameled or other 


wise treated. Mat finishes of various degrees are quickly secured 


LEIMAN BROS. 


AUTOMATIC, CONTINUOUS FEED 


SAND BLAST 


isa strongly built machine that lasts for many years, yet is not expen- 
does the than all 


That's why the most discriminating concerns use this one. 


sive. It work with less effort and other 


makes 


expense 


No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. All parts are 
very sturdily made of common material and are very low priced to 
replace. You can get them everywhere because they are in common 


use for other purposes 


No chance for this simply constructed machine to clog up or get out 


ot order—a common occurrence with higher priced machines 


23 WALKER STREET 
NEW YORK 
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| Val uc 
Equipment 


WHEN you SELL a piece of Lupton equipment, 
you do the buyer a favor. You give him an 
article of lasting utility and economy which 
| will render a lifetime of service. 





Here are two Lupton items which have large 
sales possibilities. If you place them with only 
a part of the shops and factories that want 
them, you ll observe a healthy growth in your 
sales volume. 

Get going on Lupton Steel Equipment now. 
Write for prices, discounts, and full details. 
DAVID LUPTON’S SONS COMPANY 
2239-y E. Allegheny Avenue . Philadelphia 


rs of Quality Steel Products since 1871 


Cup 


STEEL EQUIPMENT 


Sceieipiedens = 












Lupton Pipe and Bar Racks 


Strong 





ingle-tvon cor 

Struction, rivete 1 and 
welded. Base 22” x 22"; 
height 7’ Shipped issem 
bled. Price, $27.00 each 


F. O.B. Philadelphia 


Lupton 
Tool Cabinets 
A handy cabinet thae 
keeps tools close to home 
Shelves adjustable on 3" 


enters. Door has a good 


lock. Price, $25.20 each 
F.O.B. Philadelphia 
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THE BRONZE 
BAR THAT 7” 
EVERYBODY KNOWS 


There is a tremendous consumption of bronze bear- 
ing metal in every industrial center. This business 
belongs to, and goes to, the mill supply wholesaler 
who stocks a bar of absolute quality and who 
aggressively approaches the market. Bunting Phos- 
phor Bronze Bars are physically, chemically, and 
mechanically right. They are nationally adver- 
tised. They are made in 88 stock sizes. Patterns for 
hundreds of other sizes. We have a good prop- 
osition for any mill supply wholesaler who is 
interested. 


THE BUNTING BRASS & BRONZE CO. 


TOLEDO, OHIO 


YORK CHICAGO PHILADELPHIA 
a, ree AF ( : R Q X1 


SAN FRASCTSCO BOSTON 
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Use MADESCO Tackle Blocks 


Setting stone on the 3,000 room —they stand the gaff 


Stevens Hotel with 


WILLIAMSPORT 
WIRE ROPE 


The Archer Stone Company uses Williamsport 
Wire Rope because their work is extremely dan- 
gerous, and they just cannot afford to take chances 
on wire ropes, the grade of which they know noth- 
ing about. 





The day is fast approaching when careful con- ¢ 
tractors and engineers will insist upon proof of 
Wire Rope grade, as given by Williamsport 
through their Telfax System of marking. 

If you want to know more about the protection this 
gives you and your workmen, write us and it will | 
get quick response. 


You should investigate this—-NOW! 


Williamsport Wire Rope Company 


Main Office and Work General Sales Offices 
WILLIAMSPORT, PA, PEOPLES GAS BLDG., CHICAGO 
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OUR customers get real chain service from 
Hercules Electric Weld Steel Loading 
Chains and that brings °em back for more— 
profitable repeat business for you! Users can 
: “ bb] 
— reorder easily because the “Inswell”—the swell 


TO TALK ABOUT °2 the inside of each link—identifies Hercules 
Steel Loading Chain. 





The extra material developed 


by a perfect fusion of metal 















at the weld, not only makes Hercules Chain is short, sturdy link chain. It 

Hercules “Inswell” easy to re ; ‘ | 

snail, Wesrieintlligiaaneti is electrically welded with the surplus reinforce- 

he strength of the weld ap F s . ; 

Resdaesnntapitt eee teal ment at the weld forced inside the link where | 

. | it will not interfere with the free running action 

Dy a new process this material = : F 2 bs ” 

is forced inside the weld of the chain. Each link is individually inspected 

where it will not intertere : ; 

with the smooth running and each chain is carefully heat treated to pro- 

action of the chain. F ak : i 

| vide elasticity in case of overloading. 
\ Sell Hercules Electric Weld Steel Loading Chain 
for profit for yourself and service to your cus- 
tomers. Call their attention to the “Inswell”— | 
mark of quality. | 
THE COLUMBUS MCKINNON CHAIN COMPANY 
General Sales Office: Columbus, Ohio : : Plants: Columbus, Ohio—Tonawanda, N.Y : 
In Canada: McKinnon Columbus Chain, Ltd., St. Catharines, Ont 


Makers of the famous Dreadnaught Tire Chains. 





E ELECTRIC WELD 
—_ 
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Stock the Belting 
with Least 
| Sales Resistance 





The sale’s the thing. How- 
iF ever good a product may be, 
unless it sells you are not in- 
terested in acting as its dis- 
tributor. 
} Rahmann Leather Belting 


has been building good will 
since 1895, when the first 
roll was made and sold. The 
| name stands for preem- 


inence in leather belting, 





which accounts for its easy 


: salability in mill supply 
houses. Ask us for the 
: facts. 





Geo. Rahmann & Co. 
32 Spruce St., New York 
Newark, N. J. 


Syracuse 
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ARMSTRONG 
QUALITY TOOLS 











Experienced Workmen KNOW They | 
Can DEPEND on ARMSTRONG Tools 


It is this consumer confidence, built up 
during 35 years of making dependable 
tools, which makes ARMSTRONG 
Tools easiest to sell. 


Continued adherence to high manu- 
facturing standards is increasing the 
already wide-spread reputation for 
these superior tools. 


Are you adding to your profits by 
cashing in on this popular demand? 
Push the Complete Line and make a 
worth while increase in your sales. 


Here Is the Full Line: 


“ARMSTRONG” ‘““ARMSTRONG BROS.” 


Tool Holders Solid Stocks and Dies 
Lathe Dogs Adjustable Stocks and Dies 
Clamps Pipe Cutters 

Ratchet Drills Pipe Vises 

Drop Forged Wrenches Pipe Wrenches 


Write for free copy of illustrated 
Catalog which shows the full line 
with descriptions, sizes and prices 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


305 No. Francisco Ave. 
CHICAGO, U. S. A. 
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PILLOW BLOCKS 43 HANGERS | 
\ 

. . . | 
Self-lubricating Bearings ; Extra strong to carry rea- i 
and Pillow Blocks fur- A valuable book that is more than sonable loads with an extra | 
nished split to facilitate a catalog. Contains tables for margin of safety. And, at } 
erection. Of sufficient computing strength, horse- the same time maintain 
length to provide ample power, capacities and sizes of proper rigidity under oper- 
bearing areas. Bearing sur- shafting for various needs. Tells ating vibrations. Quickly 
faces lined with anti-fric- how to use couplings, hangers, erected, easily and accu- i 
tion metal. Oil-fed grooves bearings, clutches, pulleys, rope cately adjusted and aligned 
cut in the bearings assure drives, etc., most advantageously. by means of 4-way adjust- 
proper lubrication through- Gives rules for figuring gear able screws with jam nuts. : 
out the bearing lengths. speeds and dimensions. Many Bases accurately leveled. : 
Laminated fiber shims be- other features. Well illustrated. Frames widely interchange- ' 
tween halves to compensate Discount sheet permits ready able. Six types—Universal | 
for natural wear. All bear- price computation, hence facili- Drop and Standard Double- | 
ing ends faced. tates buying by mail all that you brace Drop, Single-brace i 
need from one source of supply. | 


Four types — Ring-oiling, 
Wick-oiling, Plain and 
Collar-oiling. 


Medart “plus” service, 
of course. 


Get Medart Catalog No. 43 and 
discount sheet—for Everything in 
Line Shafting Equipment and Bul- 
letin on Timken-Equipped Line of 
Industrial Applications, 


Drop, Adjustable Exten- 

sion, Closed Post, Open 

Post—all with self-lubricat- 

ing bearings. 

Special service—any time— 
anywhere. 


eA REE STEELE STO 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 


Office and Warehouse: 


. General Offices and Works, St. Louis, U. S. A. 
Cincinnati, Ohio 


Offices in Chicago, Philadelphia, 
Pittsburgh, New York and Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


=M-EDART» . 





Lverything in Line Shatting Equipment 
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WICKWIRE SPENCER 
ELEVATOR 














OUR after hour, day 

after dav, elevator rope 
is subjected to the strain of 
constant bending. Yet if. it 
fails, lives are endangered, 
business 1s delayed and expen- 
sive repairs are necessary. 


When you buy Wickwire 
Spencer Standard Hoisting 
Rope you are assured of high 
quality and dependable qual- 
| ity. It is made of 6 strand, 19 
wires to the strand, with a 





hemp core. The wires being 
| soft and pliable permit the 
| rope to withstand constant 
bending over small sheaves. 


If you wish greater safety, 


fewer replacements and 
longer service this is the rope 


vou should use. 





WICKWIRE SPENCER STEEL 
| COMPANY 





41 East Forty-second Street, New York 


20% South Lasalle Street. Chic 


Buffalo Cleveland Detroit 
sco Los Angeles Seattle 


Wickwire Spencer Steel Co., 
Dept. 5MS, 41 E. 42nd St., New York City 
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CAP SCREWS 


A complete Line of Steel Cap Screws— 
U. S. S. or S. A. E. threads—Hexagon, Fill- 
ister. Flat, Button or Square Head—and 
made to satisfy your most exacting cus- 
tomers. HEAT-TREATED, and packed to 


resist rust and handling. 


SET SCREWS 


An equally Complete Line of Steel Set 
Screws. Accurate, well-finished and CASE- 
HARDENED, and packed in the same 
strong type of rust-resisting cartons as the 
Cap Screws above. Full stock of cup and 
oval points in both square head and headless. 


Also a Complete Line of Milled 

Studs anda Big Stock of S. A. E. 

and U. S. S. Semi Finished and 
Castellated Nuts. 


Send us Your Inquiries 


“The Cleveland 
Wrought 
Products Co. 


Cleveland, Ohio 
U.S.A. 
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Socket Head 


with dovetailed flutes 


try Bristos 
where the strain is great 


In punch and die work and other jobs that are hard on cap 
screws, Bristos demonstrate their great holding capacity, 
strength and wearing qualities. Made for the toughest 
job, Bristo Cap Screws can be relied upon for every job. 


Tight setting and frequent adjustment are easy, for the 
Bristo wrench has a perfect grip in the patented socket. 
Being handled with a wrench, Bristos are mighty conven- 
ient in difficult locations. 


\s " , ; ; 
BR Cap Screw Bulletin 821-H explains how the unique dove- 
¢ tailed flute socket works. Write The Bristol Co., Water- 
i <c bury, Conn. Sample screws, if you wish. 
sene Oo! = 


new bulletin 
contatning 

( omplete in- 
formation and 
prices 


Bristo hollow safety set screws. including a series of nine diameters 
less than ‘4 inch, all have the Bristo dovetailed flute socket design. 
{sk for bulletin 820-H, 


BRISTO CAP SCREWS 


+65 a 
‘Patented Socket Design LAA “Nhe Wrench Grips the Screw) 
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Lubricated and | — Will Not Become 


Hard in Service 


Graphited Throughout 





style No, 118 





Style No, 125 : : Style No. 126 


Style No. 109—Sgq. Br. Asb. Like Flax 
Style No. 118—Square Braided Asbestos 





Style No. 125—Braided Valve Stem 
Style No. |126—Twisted Valve Stem 


For use on Valve Stems under all Steam, Renders excellent service on High Pressure 





Oil, Air, Hot or Cold Water conditions Steam, and Hot or Cold Oil installations 
LINEAR PACKING & MFG. CO., Inc. 
1901-5 No. Marshall St. Philadelphia, Penna. 




















Elevator Buckets For Every Use 


We manufacture a complete line of elevator buckets 
for every purpose. Salem buckets were awarded 
First Premium in 1880. since then no other make 
has approached them in quality, long wear and 
satisfactory service. 


They are made of the best grade of steel in gauges 


Buckets For Handling ranging from 6 to 24. We carry a large stock of 
Grain, Flour, Cement, all styles and sizes and, in addition, can furnish 
Lime, Gypsum, Crushed vou with special buckets made up in accordance 


Stone, Sand, Coal, Marl, 
Asbestos, Talc, Soap- 
stone, Ores, Broken 
Stone, Salt, Magnesite, your approval. 
Graphite, Mica, and Clay. 


with your specification. You can also depend upon 
it that both our deliveries and prices will meet 


Ask for Catalog No. 3625 


MULLINS BODY CORPORATION 


102 Mill St. Salem, Ohio 
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AVINGS —SAVINGS — 
SAVINGS — savings 
in first cost—savings 

in muscle-power — savings 
in operating time—the his- 
tory of pipe-threading in 
the past three years is a 
story of NEW ECONO- 
MIES all down the line. 
Are you pocketing the 
benefits? Send for the 
latest Oster catalog. 








For threading 2%” to 4’ pipe on 
the one-man job, get an Oster 
No. 44 Receder—one of these 
new developments of Oster en- 
gineers. Let us show you why. 


The new OSTER catalog gives 
the full details and lists the 
world’s most complete line of 
pipe-threading equipment. Write 
for a copy to The Oster Manufac- 
turing Co., 2087 East 61st Place, 
Cleveland, Ohio. 

















MANUFACTURERS OF THE MOST COMPLETE LINE OF PIPE-THREADING EQUIPMENT IN THE WORLD. 
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For Every 
Oxy-Acetylene 
Welding and 
Cutting Job 


There is an Imperial Outfit for every opera- 
tion for which the Oxy-Acetylene process is 
adapted. Whatever the requirements of 
your shop rnay be, there is an Imperial Out- 
fit to meet them. Light equipment for light 
work— heavy duty equipment for heavy 
work— outfits for welding only or for both 
welding and cutting—all these, and others, 
are fully described in our new catalog. Im- gy 
perial equipment has won wide favor infac- 
tories, shops and mills because of its depend- | 
ability and because it produces better work. i 


The No. 11 Imperial Welding Outfit shown 
here, includes the new Type X Imperial 
Welding Torch and comes packed in a steel 
carrying case. The price of this outfit is $90. 





Save 2to5 Cents 
per Cubic Foot 
of Acetylene 





The Imperial Acetylene 
Generator provides acon- 
stant supply of pure acet- 
ylene gas at asaving of 2 
to 5 cents per cubic foot 
over gas compressed in 
cylinders. Approved by 
the Underwriters Labo- 
ratories. No weights, pul- 
leys or motors. Send for 
complete description. 
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Send for New Complete Catalog SS 


THE IMPERIAL BRASS MEG. Co. 
511 So. Racine Ave., Chicago 
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You Know Pyrene 


But You Don’t Know 
The IMPROVED 






E 
EXTINGUISHER 


If you are not selling this extinguisher 
you are overlooking a profitable item 
with an all-year sale—it pays to handle 
See Fire Extinguishers. 


You have a potential market for them 
among your present customers, in every 
line of industry — mill, shop or factory. 


A Type for Every Hazard 
atin. 





Land1%Qt. any of these extinguishers. 


Fire 
Extinguisher 


Cash In on the Big Sexe Fire 
Extinguisher Advertising 
Campaign — 


It Will Build Business for You 


Line up with the Hee Fire Extinguisher ad- 
vertising campaign now in full swing in mag- 
azines with national circulation. It will increase 
the demand and make M#eg Fire Extinguishers 
easier to sell. It will pay you to investigate 
our selling proposition. 


Stock Gpows Fire Extinguishers Now 
Be ready to give quick service 


PYRENE MANUFACTURING CoO. 
NEWARK, N. J. 
**Fortify for Fire Fighting”’ 


We make an extinguisher to meet 
every condition. In addition to the 
improved 1 and 1)2 quart Greg Fire 
Extinguisher, these include 2!2 gal. 
Guardene (Soda and Acid Type), 2'» 
gal. Phomene (Foam Type), 5 gal. 
Accurate Pump Tank (Anti-Freezing 
Type), and 10 and 40 gal. Phomene 
(Foam Type) Indoor and Outdoor 
Engines. Also recharges for all types. 
Write for descriptive literature of 
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You can sell 
“Pacemaker 
“Performance 


Your customers are interested in belting 
performance more than in the raw mate- 
rial of which it is made—in Pacemaker 
there is double satisfaction. 


Both the material, and the service it gives, 
will provide your salesmen with selling 
arguments that break down sales resist- 
ance. Pacemaker is recognized as standard 
equipment among purchasing agents who 
must buy quality. 


For customer satisfaction let us prove our 
claims for Pacemaker—‘the belt with the 
red stripe”. 

Write for interesting sales proposition. 


We can fill your 
orders promptly. 


The Cincinnati Rubber Mfg. 
Company 


Cincinnati, Ohio 
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Experienced tool 
users say, ‘We'll 
stick to our Cheney 
Hammers’? Because they know 


they’d have to 
search a long time before they found any 
other hammers that have everything a 
man could possibly want in that kind of 
tool—and that’s what they find in their 
Cheney Hammers. .. . 


Slick handles of second-growth hickory 
fashioned to fit the hand, tool steel 
heads that withstand their worst wallops 
and a “hang” or balance that’s RIGHT— 
all these Cheney Hammer features ap- 
peal to mechanics as well as the ability 
of Cheneys to stand the gaff for years. 
Cheney Hammers will certainly take a 
heap of punishment, too. That’s another 
reason why they've been the favorites of 
three generations. 


PRENTISS 


10 LAFA NEW VORK CiT 



























































a Jenkins Packing there is no cracking, 








crumbling or squeezing out at joints. 


Jenkins Packings—supplied in sheet or 
gasket form include JENARCO, a red 
vulcanized packing for hot and cold 
water and saturated steam: JENKINS 
96, a black unvuicanized packing for 

. ki hot and co!d water and saturated steam 
Sell Jenkins Pac INS at all pressures: COMPRESSED AS 
BESTOS JOINTING fer high pressure 
superheated steam; and OILTITE, as its 


name indicates, for oil service. 

















—as well as Jenkins Valves 


It will pay you to get behind Jenkins 


Packings as you get behind Jenkins JENKINS BROS. 
; > ™O . > sure ese 30 White Street New York, N. ¥ 
Valves. You can be sure that these 20 White Street ew York, N.Y, 
3 o. Seve Stree iladelphia, Pa. 
are packings made to the same standards pin alsa se Sa ae on 
is Jenkins Valves and backed by the JENKINS BROS., Limited 
‘ Montreal, Canada London, England 


cooperative efforts of the same selling 
organization. 


You can assure your customers that with 





























Hoyt Babbitt Stands 
the Heavy Starting Load 


In the armature bearings of electric railways and inter- 
urban lines, the starting load on the bearings is terrific. 
Yet, Hoyt’s Electric Railway Babbitt stands this 
enormous strain day after day without giving trouble. 
That’s why shop foremen prefer it. 


The Hoyt line of babbitts is complete. There are eight 
distinctly different kinds, each of which has its own 
particular use. Send for ‘‘ Babbitt Metal Data’’, a 
booklet which you can obtain by simply requesting it. 
It contains a wealth of valuable babbitt information. 


HOYT’S GREAT EIGHT 


Genuine ‘‘A”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 
Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 


NEW YORK CHICAGO DETROIT 


Send for Genuine ‘‘ A”’ is the finest babbitt you can buy for the be rings 
Booklet I of machinery where heavy load is distributed over small bearing 


surface or where excessive high speed is developed. 
~ 
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BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 


Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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Constant Duty 
Reelite with 

Ball Ring Cable ; 
Outlet as used to 
supply current to 


magnet on Crane 

Tructor made by 

the Elwell-Parker 

Electric Company, 

Cleveland, Ohio @ iy 








‘i 
¢ ‘at 








cs 


Savings on cable- r 

; : Reelite 

renewals will quickly pay | = 
Reelite’s cost mic 


Lm 


X 


For use i 
machine shop where it is 


lesired & I t ik 





the , 
Eq , 

Wear and tear on costly cable is and by releasing, for other duty, be furnished © 

almost completely eliminated men who may now be employed meee 

when Reelite is put on the job. in tending cable. aad sees 


Because Reclite cares for cable 
far better than it can be done by 
hand —reels it in, pays it out, 
keeps it clean, unkinked, uncut 


1 : | Le ¢ 
never allowing a Slack TOOT, yet 


Reelite is particularly adapted 
for use in connection with port- 
able hoists, traveling cranes, lift- 
ing magnets, boring mills and 


mobile transter cars. 








exerting no undue tension A profusely illustrated bulle- 
On portable or traveling ma- tin describing all uses and all 

chinery it will usually save its models is just off the press. Send 

cost in a very short me by do the coupon and we will mail you 
ww away with we on cable acopyat once. 


APPLETON ELECTRIC COMPANY ————— 


1 { 


Woe WM AVENE, ¢ d { wy a | APPT] 
New York I Varick S sA le 10 Azusa St 


CONSTANT DUTY 


Reelit 


REG. U.S. PAT. OFF. 
Carries Current Where Needed 
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- sp COMPANY: Ae it noW- 
r cAGO SOLDER 4 nono Chicago, U-> I'm eager tO test itm ] 
. é 5 a: > - 
LBs —" dalong your sample. i 
i n: Pleas¢ sen®* i 
Gentleme®> 
! \ 
1 Name l 
y address ta \ 
' J 
| City 
\ My Jobber 


Jhis coupon brings 
a free sample 


of Kester Solder to prove these 
“sales points” 


HERE is but little sales effort neces- 
sary in making a Kester customer. Any 
one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 
1. Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 


sockets within itself. 


2. It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 

3. It saves one-third of soldering time. 


4 Eliminates the uncertain operation of 
. ° 
separate fluxing. 


iq Genuine solder made of pure virgin tin 
. 
and lead. 


6. Handy packages, one, five, tenand twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 
business for our dealers, we will send you a test 
sample free. Send the coupon today. 





| == ¢ 7 ; REE: —_ . — —<\_ 
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fA 


(~ CHICAGO SOLDER COMPANY 


| 
A215 Wrightwood Avenue Chicago, U.S.A. i 


| Originators and world’s largest manufacturers | 
4 of Self-Fluxing Solder | 
‘« YOUR JOBBER CAN SUPPLY YOU AJ 
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dgemont 


Friction Clutches 








LINE-SHAFT 
CLUTCH 
PULLEY 


| 
al 
4) 
Type B with 
Oil Sleeve 


The “Type B” Friction Clutch is well adapted 
for line-shaft, counter-shaft and many other 
drives. Its ability to “fit in” and do the work 
makes it a good replacement unit. You, too, can 
profit by selling “Edgemonts.” 


Complete information upon request. 


THE EDGEMONT MACHINE CO. 


Dayton, Ohio 




















WATER GAUGES 


and 
other quality 
Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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VATERPRO 


—for Damp, Dusty 
or Oily Places 


BETTER name than “Old Faithful” could 
A hardly be imagined for this brand of 
HiLaB Leather Belting. Day after day for many, 
many days it can be counted on to perform in spite 
of the unusually trying conditions it is made to 
Packing houses. Sugar mills. 


meet: Paper and 


pulp mills. Bleacheries, cotton and woolen mills. 


Creameries. Laundries. Irrigation pumps. Oil 


rigs. Drainage pumps. Stone mills and other 
places where steam, heat, water, oil and dust add 
to the demands of heavy duty work, Old Faithful 


carries on. 


57 Years Experience 


Old Faithful brand delivers because of definite 
reasons: It is made of pure oak-tanned belting 
butts from carefully selected packer hides—and 
prepared according to HiLaB’s methods that have 
made HiLaB Belting famous for 57 years. In ad- 
jition Old Faithful is put together with water- 
proof cement, and impregnated with a special oil 
dressing. Thus, it is made impervious to such 


conditions as mentioned above. 


A Brand for Every Service 


Adheso, Volt, Machine and Dynamo are some of 


the other HiLaB brands. Each is especially suited 


to certain conditions. Write for details. 


Write for Special Jobbing 
Proposition 


HiLAB 


Leather Belting 


Hide Leather - . & Belting Co. 
Indianapolis O" i PP? Indiana, U. S. A. 














How to cut your initial cost of bearings 


to one-tenth that of bronze! 


How to safeguard your employees and 


protect your profits and your property! 


How to eliminate all oiling and atten- 
tion by installing bearings that can go 
without a drink — 


Arguto Ojilless Bearings. 


twenty years 


We have the information that 
means money to you—and more 
business for us. Write for it 


today. 


Arguto Oilless Bearing Co. | 
Wayne Junction, Philadelphia, Pa. \ \ 
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BOLT CLIPPER TIMES 


No 2 
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The evolution of the Bolt Clipper 
from a single purpose tool to its pres- 
ent variety of forms and uses has 
brought about a great change in the 
extent of the market and the diver- 
sity of the industries in which these 
tools are now considered essential 
equipment. 


and because of unfamiliarity with 
its sales possibilities are failing to 
profit through its greatly enlarged 
market. The purpose of these folders 
is to establish closer contact with 
distributors and to secure a better 
understanding of both the Porter 
line and the Bolt Clipper market. 
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On the right hand inside page we 
reproduce a typical Porter adver- 
tisement—one that is appearing in 
publications reaching mechanics 
through a large number of mechani- 
cal trade papers. 


Ze 


: 


During the year 73 of these adver- 
tisements featuring special uses will 
appear in more than 20 mechanical 
trade papers, farm papers, etc. 





1 a In addition to space advertising, 
;| direct mail matter will be sent to 
¥ many thousands of names (see foot 
| note) and through every promising 
channel educational work will be 
*| carried out. This effort cannot bring 
23) the fullest returns without the co- 


I 1 i ade 
Cutting Form Retaining Wires operation of the d istributing trade. 


Note: Direct Ms artim atter ove br de alers 





H. K. Porter, Inc., _throug h its name will be sent to any list of tool 
advertising and sales effort has for users supplicd to us by J bbe *r or re 

" tatler. Folders, leatlets, catalogs, etc., 

several years maint ine i a Pe rsl will be’ supplied to dealers on request 
tent advertising campaign direct to It is important that you know, that 

tool users to inform the mechanic your salesmen know, and that yourcus- 


= " ° tomers Know the purposes, capacities 
> ¢ Iorter 2) Lane © 10t . £ i , 
that a Porter Bolt C upper 1S NOC and possibilities of the various Porter 


confined to a single purpose as indi- models 


cated by its name—a name estab- We will send literature to your sales- 
Rhett tee tidetoneot tool more tha n men if you willsend us name rwewill 
lished for this type of t 10; . nd some to you for distribution 

lalf acentury ag but in its ver! We earnestly solicit your cooperation 
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forms is a (¢ 


‘hain Cutter, a Nu it 
Splitter, a Wire Cutter, and a 









Rod Cutter, and that under these 
classifications furthe iversification 
is fo th of the cutting 
jaw—side cut, cut, angular cut, 
etc. Th val are not t 

it of whim ve 

ising ¢ ( ment 
t t T I of |} 
rT } + 
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» obsolete or unn 
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PORTER NUT SPLITTER 


WRENCH WONT TURN DOES THE JOB 


NUT RUSTED ON 





REPRODLOTION OF PORTER'S BOLT CLIPPER TIMES—APRIL 1927 
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Cutting Rods 

TO AN EVEN LENGTH 
The illustration shows a standard 
Porter Bolt Clipper fitted with a 
simple gauge used in wire work 
plants and elsewhere. The gauge is 
a convenienceand not a regular or 
essential bolt clipper fitting. 
Porter Bolt Clippers are made ina 
number of capacities to 
cut rods up to §-8"* dia- 
meter or bolts in the 
thread up to 3-4"* 


e 
219M Pp £14 \f90 
PORTER'S BOrT & CLIPRERS 
4466 
arecutting seaiie ati 
ing great power through 
leverage and a form of 
toggle joint. They multi- 
ply man-power about 70 
times. Made in a number 
of styles for cutting bolts 
and rods, splitting nuts, 
cutting chains, etc. Mod- 
erateincostand essential 
toolequipment for bench, 
shop, or kit. 
Sold by Jobbers and Supply houses everywhere 

Ask your dealer or write to us for bookle® 


H. K. PORTER, INC. 
EVERETT, MASS. 

















d 


, 1927 May, 1927 
















The wave ofa magic wand 


© 
7 vont pile up business profits 
| NO, SIR! There’s no hocus-pocus in this business of selling 


wrenches. It’s a case of prove the facts you claim; and the man 
who handles The “SUPERRENCH” (Chrome-Molybdenum 


General Service \ : bogs 
steel) can doit every time. 


They're longer, thinner, narrower-jawed than ordinary 
wrenches, yet far stronger. That’s the claim we make, and 
here’s how we backit up~ “Superrenches”’ will strip the thread 
of any standard nut or break the bolt before spreading the 
jaws. Furthermore, they will not break. Any “Superrench” 





that does not meet these claims will be immediately replaced. 


- ‘ It will pay you to investigate this line. Send for literature 
Engineers tod 
odaay. 


J. H. WILLIAMS & CO. 
“The Wrench People” 


New York BUFFALO Chicago 


a, Structural 





Construction 








(Chrome-Molybdenum) 
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What is a Good 
Jobbing Proposition? 


Receptive Market—A Good Margin of Profit—Fre- 
quent Turnover—Product Must Satisfy Consumer 

Should Lead to New Accounts—Must Have 
Enthusiastic Support of Dzistributor’s Salesmen 


ITH a view to getting opinions get Bearium,” which gives the cus- 
py. of Bearium as a sales proposi tomer’s point of view. 
tion. we recently asked our distribu- Me ; ; . - 
, ; : : A revelation in merchandising,” from 
tors what they thought of it. Here ‘ es 
our Boston distributor, and The 
ire extracts from some of their re ; : anid 
‘. manutacturer’s cooperation is 100% 
m8) from New Haven reflect the earnest 
The market for Bearium Bearings,” ittempt we have made to do our share 
te our New York distributor, “is % helping our distributors to sell 
sry receptive and seems almost un- Bearium. 
limited The Syracuse distribu oe Sales fall flat if the distributor’s sales- 
expressed the same pinion of the men are not interested. But not so 
market for this metal when he said, with Bearium. Our Buffalo distribu- 
a. pan asaw ¢ vou witl t ec C- F ; ie Rests 
We can say to you without equivo tor said, “All our salesmen like to 
cation that a distributor can take on 


handle Bearium and results have far 


Be um wit P »ct ot very ss - a 
Bearium with prospects of a very sub exceeded our expectations. 
stantial tonnage. 


“Our investigations satisfied us that 


As to turnover, our Chicago distribu Bearium offered an unusual distribut- 





tor ‘The increasing demand ing opportunity,” wrote our Philadel- 

and igh turnover puts: Bearium at phia distributor who believed in look- 

the top of the list with us.” And from ing before leaping. 

Erie came this report: “Owing to the 

superior merits of Bearium we have The Bearium agency is not a wildfire 

amen a ahead growing demand. The proposition. We prefer that distribu- 

repeat orders are very gratifying.” tors make a careful investigation be- 
fore accepting it. That is not difficult 

The Cincinnati distributor covered because our own distributors have gen- 

three vital points when he said, “Bear erously offered to write to any who 

ium, the super bearing metal, is a are interested. For their names refer 

wonderful medium for establishing to page 39 of the April issue of MILL 

new accounts, satisfied customers, and SUPPLIES, or ask us. 

1 good profit to the distributor.” From 

Canada came the statement, “Even BEARIUM BEARINGS INCOR- 

with the added custom duties, our cus PORATED, 32 BROADWAY, 

tomers are willing to pay the price to NEW YORK CITY. 
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“HALLOWELL” ALL-STEEL 


Factory Equipment 


A new demand / 


A new product / 


All-Steel Benches 


Pend 


Ready-made! 


AVE you noticed the big swing to 
all-steel benches and work tables? 


Modern plant practice demands all- 
steel equipment, because it costs less 
installed than the old-time wobbly 
wood benches and wood tables. Steel 
can’t splinter, won’t burn. In fact, any 
level-headed factory or shop man will 
now consider nothing else for replace- 
ment or new plants. 


“Hallowell” All-Steel Benches and 
Work Tables are responsible for this 
growing trend away from old-style 
methods. We can tell you of factories 
that have installed hundreds of these 
better benches, after making exhaus- 


tive tests with just a few. 
themselves! 


They sold 


Keen salesmen, who can sense the 
needs of their customers, now find it 
profitable to talk this “Hallowell” All- 
Steel Equipment because the trade is 
demanding steel construction with in- 
creasing insistence; besides it is high 
quality at low price—a unique and 
profitable combination. 


Look through the trade papers that 
your customers read—there you'll find 
“Hallowell” All-Steel Benches adver- 
tised regularly, in an aggressive and 
convincing manner. Here’s an oppor- 
tunity to swell your sales volume 
quickly and easily —take advantage 
of it! 


Write to-day for illustrated folders! 








Standard Pressep STEEL G 


p10 Nas 





Box 3 


Jenkintown, Penna. 
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\ BUSINESS PAPERS 
| —spokesmen for industry 
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GERARD SWOPE 


“to interpretation of the ethics and ideals of business 
and industry to the public,’ said Gerard Swope, 
president of the General Electric Company, at the last 
Associated Business Papers Convention, ‘“‘can have no 
better mouthpiece, can have no better spokesman, than the 


technical and business press.” 


This publication you hold in your hand is a business paper. 
The publisher and his editors and advertising men are a 
part of the industry which they serve intimately, acquainted 
with the technical, professional, or trade practices and 
methods of that industry, or business or vocation. 

The editors pick out of the many phases of the flow of 


trade, news and policy trend in methods or machinery which 


will best serve the reader’s needs. The advertising pages 
are a huge many-leaved coupon on the editorial section. 
And above all, the paper as a whole seeks to express the 
higher purposes and objectives of the small and large busi- 
ness men it serves. 

For as Mr. Swope further said in his fine analysis of in- 
dustry responsibility in this same address: 





oe? tT “Tt isn’t necessary to be big to be successful, but it is 
yrofit organizatio 

tet See absolutely essential to be successful to be big. You can’t 
sledged the Ives te ; ne 

t aioniies cade af grow without that. 


practice in which the 
interests of the men of 
American industry, 
trade and professions 
f]_ areplacedfirst--acode 
arnt demanding unbiased P—— —-- a 
editorial pages, classi- This publication is a member: of. 
fied and verified paid T A B P y 4 ts r 
subscribers, and HE SSOCIATED 'USENESS | A *APERS,. Ni 
honest advertising of | a ke 2 PR REET 


dependable products. aan 


























No.4 Sample Kit 


*CV is a Bonney 
trademark 
registered in the 
\ U.S. Patent office | 


P 


Three 
Bonney 
C-V 
(Chrome Va- 
Fot-Cebittee® Mme Colbie) (a 
end Right Angle 
Wrenches with open- 
ings to fit the six most 
popular size S. A. E. bolts. 
The wrenches are designed 
with a ninety re (1-4 - - veld (ae) 
opening and ‘‘pear shaped’’ jaws for 
work in close quarters. 
They are well balanced, comfortable to the 
oF belo MMr-vele Mr-vu-m-ant-ve-vela. eM ceM eM lauelet-iwbaet-tel 
: the bolts which they fit. 
Attractive fo SUC BCE veMrelenccettlucem as star-lele Maw olelu-Mueeete) (ic 
Discounts i if is less than the cost of the three wrenches in the kit, 
to “te if purchased separately. 


ae 24 
Dealers ae” 
BONNEY FORGE & TOOL WORKS 
ALLENTOWN, PA. 


Makers of Special Service Wrenches of Chrome Vanadium, 
Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. 


BONNEY FORGE & TOOL WORKS, ALLENTowN, Pa. 
Please send me one of your No. 4 Sample Kits for which I am attaching remittance for $2.50 


Name 


Address... 
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TENTS PENDING 
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LOCK JOINT 


AT 
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Now you can have a trolley track 
which is virtually a one-piece track, 
regardless of length! This is assured by 
the new R-W Lock Joint, latest perfected 
device of Richards-Wilcox. 


It locks the joints together permanently; 





New York - 


Boston Philadelphia Cle 
Minneapolis Kansas Cit 


Montreal 





ichards-Wilcox Mf 


“A Hanger for any Door that Slides. 
AURORA, ILLINOIS, U.S.A. 


eland Cincinnati Indiana 
Los Angel 


RICHARDS -WILCOX CAN: ADIAN Co., LTD., LONDON, ONT 


TROLLEY 
TRACK 








locks them so tightly that hangers will 
always operate smoothly and trouble- 
free. The Lock Joint is exclusively 
Richards-Wilcox and is obtainable only 
with trolley track carrying their trade 
mark. Ask for it by name. 
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© - FAMOUS TOOLS 


JOHN EDSON SWEET 


CHARLES P. STEINMETZ 


TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK- CHICAGO- LONDON 
TRADE MARK REG. U.S. PAT. OFF. AND FOREIGN COUNTRIES 


Manufacturers of Carbon and Cle-Forge High Speed Drills tor eve: 
a Drills; Hand Jobbers’ and Shell Reamers; “Peerless” High Spee 

; Reamers; ‘Quick-Set” Reamers; “‘Spirex’? Machine Taper Pin Reamers; Chucking Reamers for 
AG. EIPFEL Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; and the “Ezy-Out’ Screw Extractor. 
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urpose; “Mezzo” Super-Carbon 
eamers; “Paradox’’ Adjustable 
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WN a gasket, it is the material that 






Oe | counts; the time and labor of 
a | ; bites 
>| cutting and fitting go for noth- 


ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 


Carried in stock at all our branches in all 
thicknesses up to 14 inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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> Make that joint 
| per ew tight! 
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ORDINARY PIPE 












SCALE FREE PIPE 






















A Short Cut to 
Pipe Satisfaction: 


VERY good manager of a plant, factory or any other kind of building will 
recognize the need for pipe that will give continued good service and last 
for years and years without replacement. He wants pipe that will give a full, 


strong flow at all times, and water free from discoloration due to corrosion or rust. 


Regardless ot the purpose which the pipe must serve, the mechanic who installs 


it wants pipe that runs uniform in every length—pipe that will cut and thread 


easily that is clean and smooth and free from blisters and scale, both inside and 


out. He wants pipe that will give complete satisfaction to the 


owners and be a 
credit to himself as the mechanic on the job. 


‘ 


This is a big job for any pipe, but is exactly what “NATIONAL” Scale Free Pipe 


' ; ; : : 
s made to do This is why the Scale Free Process is applied to all butt-weld sizes 

, 1) ) c , , 
to 3-inch and the Opellerizing Process to all welded sizes 4-inch and under. 


j j | , on aa 
Both processes are patented and applied ex lusively to NATIONAL Pipe— 
representine the shor est cut to pipe satistaction. [he advantages ot this spec ial 
I I 
pipe in speci services are described in Bulletin No. 7. Send for your copy. 


ES IN 7 t 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


I ES 


Use Scale Free Pipe 
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For Safety and Economy, Specify 
POWELL 
i. VALVES 


Bronze, iron and steel Standard in quality, dis- 
globe, angle, cross, check tinctive in design, finest 
and gate valves—a valve 
for every purpose — as 
well as lubricators, oil- 





of workmanship, and 


truly finished products, 


ers, grease cups, thoroughly inspected 
whistles, oil and water and rigidly tested with 
gauges, fusible plugs, more than eighty years 


and a most complete line 
of engineering appli- 
ances comprise the 
Powell Line. economy in service. 


of continuous develop- 


ment for longevity and 





“yore THE WM. POWELL CO. 


Si 2', to 8 incl ZietZasl Spring Grove Ave. 


Cincinnati. Ohio 























DRILLS GRINDERS— BUFFERS 


Without Competition from 
Every “Tom, Dick and Harry” 


\ proposition that keeps competition out o 


your 
erritory ... how does that strike you: 


Ve give vou protection and keep competition away 
eranting CXCLUSIT% ;obbing connections to vou. 
feel sure of your prices... vou don't have 
vorry about “cut raters.” 
\ll inquiries are sent to you so vou can profit by 


‘xtensive advertising. Dealer sales helps are 


Write for full details about this 
“one jobber in a territory” idea, 


The Cincinnati Electrical Tool Co. 
2681 Madison Rd. Cincinnati, O. 


Sales Offices and Service Stations in Principal Cities 
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A PLEA FOR FAIR PLAY 


Are you planning to attend the triple convention 
on board the Steamer Noronie June 13th to 17th? 
That question, so frequently asked of mill supply 
distributors and producers these days, might feel- 
ingly be described as a chestnut. The fact is it is a 
vital question, and the answer of hundreds marks 
the turning point in the history of the three associa- 
tions representing the mill supply field. That 
sounds serious, and the situation is as serious as it 
sounds. 

Conditions as they exist cannot be laid at the door 
of any set of individuals, any particular association, 
or groups made up of manufacturers on the one 
hand and distributors on the other. It can safely 
be charged to a widespread inertia fostered by con- 
vention-weary people who charge the associations 
with a lack of constructive force. All talk, in pri- 
vate, of what these associations fail to do, and 
of what ought to be done, but never of the speaker’s 
own failure to present definite ideas, and then to get 
behind them to induce those of a like mind to rally 
round the flag and send it to the peak. It’s the other 
fellow he is talking about. Simply to stand back and 
criticize is rotten sportsmanship. 

The man who thinks something ought to be done, 
not for the good of the associations, as such, but for 
the industry as a whole, and does not attend this 


IS 


triple convention next June, with an intention to 
do his part in changing whatever is wrong and can 
be remedied, will have no business hereafter to kick 
about anything. 


It is easy to say: 
brother’s keeper.” 


“Tam not my 
It is true in a restricted sense, 
but as long as vou will be compelled to live and do 
business with this brother, you are necessarily in- 
terested in, and to a certain degree responsible for 
his moral, physical and financial welfare. 

The associations are made up of hundreds of 
units. United or separated, they make up the whole. 
United they can make that whole anything they 
please. As an individual you know what you want, 
so why not make a valiant effort to secure it? Too 
many when asked whether or not they are going to 
attend the convention, say they guess not—what’s 
the use? That attitude is all wrong, and until they 
have made a definite attempt to make the conven- 
tions what they think they ought to be, they will 
remain in the wrong. 

Were it simply a matter of the future of the asso- 
ciations, divorced from conditions in the field, the 
matter would be relatively easy, but that is not the 
case. It all revolves around the supply houses, dis- 
tribution conditions, and the relations between man- 
ufacturers and distributors. Are more and 
manufacturers seeking an outlet through these 
houses in reaching the industries, or not? Are the 
supply houses gaining strength and the confidence 
of these producers, or the reverse? When the for- 
mer complain they are not making money because 
the discount they are allowed as against the price 
quoted the consumer by the manufacturer is inade- 
quate, is everybody convinced the dealer has quoted 
to his customer the resale price at least tentatively 
agreed on? To the extent that the answers to these 
questions are qualified, or accompanied by a definite 
or “no”’—is the future pleasing, or the re- 

The case of the manufacturer who either 
openly competes with his dealer for local business or 
carries an insuflicient spread between the discounts 
allowed consumers and distributors is a case peculiar 
to itself. If there is no profit in the line, or the 
manufacturer is in fact a competitor of the dealer, 
the matter is entirely in the hands of the latter. 
The practice should be changed or the line no longer 
carried. 

Manufacturers have their troubles, too. They find 
a fellow producer now and then cutting prices, or 


more 


“ves” 


verse? 








using unfair selling tactics, but these cases are 
fairly rare, compared with the many complaints of 
dealers against fellow distributors. Then there is 
the constant competition of manufacturers who sell 
direct all or most of the time. No one believes all 
of these troubles could be remedied by even the most 
united effort of the associations’ members, but they 
could, beyond a doubt, be improved. 

The first thing necessary is to convince the indif- 
ferent and unbelieving that the are 
about to step out and shake things up, and that now 
is the time for all concerned to get into the game and 
push the ball over the line. That would mean for 
the associations an increased membership, and con- 
sequently more money to do the many things that 
are not now being done, presumably because of lack 
of money. That would particularly mean a much 
more intimate contact between association head- 
quarters and not only members, but prospective or 
desirable members. That personal contact would re- 
sult in association headquarters knowing conditions 
in the various cities at first hand, not only as among 
members, but the relation between members and 
their non-member competitors. It would also 
surely result in the assocation officials knowing defi- 
nitely what the field expected of the associations. It 
might also develop more local associations, however 
the unfavorable attention 
Every one of these local 
associations ought to be able to reduce local friction, 
and therefore present a united front to manufactur- 


ers. 


associations 


] lx, . . ] 
looselV Tormed to escape 


of Washington officials. 


With this united front, and the more amicable and 
intimate relations existing, various lines carried by 
oll +} ] 2 | las 
ali the 10Cal G@a 


lers with little or no profit in the slow 


urnover, could by agreement be concentrated in that 


house best fitted to handle them, the favor being 

reciprocated all along the line in relation to other 

lines and the other houses in the deal. This plan 

has been carried out among certain well known 

hous na large industrial city. 

5s certaln t} at 2 lot of erities of association oth- 

rs, p icularly of presidents and secretaries, have 

tle consideration to or have | knowledge 

) I ynditio I irround thet Do they know 
i tnouyv! ne preside rive 

} } Si ¢ l sociation 

p Le I ( neglected then 
. elieved 

fl ecre 1 6 True 
) t! ! )} ! ly 
r¢ iT 

( ild new 

( ( ls of dol- 

( ( } ‘e of a 

ys ne Hlow 

| ) Se I u os ) ugves 

ry corpo yn oF COMpany in- 

( { I work any one or all the 

ons are doing, or could do, send an 

armed with power to act, to the forth- 

yming ‘iple convention. Do this even if accom- 
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panied by the statement of “never 
something definitely constructive is 
this time.” 


again unless 
accomplished 


The writer, being neither a prophet nor the son of 
a prophet, no prediction is ventured as to what will 
be done, nor how it will be done, but it is known that 
there is a great deal of unrest, and that something 
worth while should be done. So take up your share 
of the burden, and if you have to step on someone’s 
tender toes, step on ‘em and see what results. 





AN UNLIMITED FIELD 


One of the most important inventions of recent 
years, which has proved a boon to industry and the 
distributors of mill supplies alike, is the portable 
electric tool. 

This handy instrument of production and repair 
is both a time and labor saver, and consequently a 
money saver. <A job of drilling, tapping, grinding 
or polishing can be done with portable electric tools 
ina fraction of the time required under the old hand 
methods. The portability feature permits of taking 
the tool to the job instead of carrying the job to the 
tool, which in some cases is a most difficult and la- 
borious task. Some companies are now 
these tools in handy kits. 


issuing 


Portable electric tools may be used in large and 
small manufacturing plants, foundries, machine 
shops, garages, wood-working plants, and even in 
home workshops. Consequently, it there 
should be an almost unlimited field for sales efforts, 
worthy of vigorous drives by supply house sales- 
men. A thorough study of these tools and the uses 
to which they may be put will reveal countless pos- 
sibilities. 


seems 





HOW IS LITERATURE HANDLED? 
An editorial in the March issue of MILL SUPPLIES 
called attention to the fact that executives who 
boast they throw ninety per cent of the literature 
nd form letters coming to their desks into the 
waste basket without giving them much or any 
consideration are missing a lot of information. But 
oreat deal terature and form letters do receive 
ention, and that gives rise to speculation as to 
h done with them, that the maximum benetit 

i ed from them. 

ernap the executive studies them over, salts 
nd then throws them away. Per- 
asses them on to those under him whom 
! pO VE Perhaps he IS even SO 
ohted to file some of them away for future 
Wh l t custom among mill supply distribu 
rs? When the receive information of interest 
concerning products they handle or on the field in 
general, do they pass it around or perhaps file it 
vav? Supposing they note arguments in favor 
of some item they are selling, as presented in the 


that their 
an opportunity to absorb those argu- 


manufacturer’s literature, do they see 


salesmen have 


ments, that they may use them in calling on the 
trade? If the “chief” sees an article in MILL 


AeD PASK ah AMEN EN 


bP LOR TORAS IE nL ATMEL, 3 TL 


an eomor Date 


Sore ee ens 
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SUPPLIES or some other magazine that gives him a 
“kick,” does he make it a point to see that the 
others in his organization read it? 

There is a lot of useless information going 
through the mails, everyone in business knows, but 
when something of value is discovered, every effort 
should be made to see that the utmost use is made 
of it. 





CREDIT ON DIRECT ORDERS 

Complaint has been made that some mill supply 
houses do not pay salesmen full commissions on 
orders received direct from customers, without pass- 
ing through the salesmen’s hands; and, in other 
where full commissions are paid, that the 
record is made in such a way as to give the salesmen 
less credit on the records for direct sales. Three 
Chicago distributors were asked recently if any dis- 
tinction is made by them in the payment of commis- 
sions on direct orders. All stated emphatically that 
no such distinction is made. Furthermore, it seems 
likely that those who do make such a distinction are 
the exceptions rather than the rule. 

Supply house executives realize that the salesman 
paves the way for most of the orders received direct. 


Cases, 


He is out constantly doing missionary work and 
maintaining contact with the trade. Perhaps the 
customer does not need anything at the time the 
in calls upon him 


ready for it. 


salest or possibly he is not quite 
Yet the salesman has done the pre- 
liminary work, and it seems that he should be given 
the proper credit when the order is mailed or ’phoned 
in direct. Some houses may distinguish in thei 
records between orders received direct and those 
coming through salesmen, but in most cases thi: 
practice is probably used simply to keep track ef the 
operations of the house. Whether commissions 
should be paid on orders received from a customer 


1} } 


salesman’s territory upon whom the latter has 


never called is another questien. 





ASK THEM ANOTHER 

The latest craze, one that succeeds mah jong and 
even cross word puzzles, is the “‘Ask Me Another” 
game of challenging oneself and one’s friends with 
questions on every conceivable subject. It occurs to 
us that the little game lends itself to the mill Sup- 
ply distributor. In advertising himself to his cus- 
tomers, Why shouldn’t he “task them another” ques- 
tion, and still another, regarding their spring needs” 
Ask them, as a starter, if they do not need some 
new safety equipment. Safety devices are continu- 


ally undergoing improvement in design and funce- 
tion, and the safety subject is important enough to 
be discussed at any time. The first annual Central 
States Safety Congress, for instance, was held in 
Kansas City in a three day session in April. It 
attracted governors, mayors, police and fire chiefs 
and industrial heads from fifteen states; so the sub- 
ject, evidently, is easily a live one for everybody, 
including the mill supply distributor’s trade. 

If customers are equipped with modern safety 
systems, then “ask them another.” Have they kept 


pace with new lubricating methods? Do they know 


ur 
wt 


pee 











that last year brought increasing, intensive study 
of lubrication? Plant executives realize that lubri- 
cation is very important, that it is no longer a 
question of accidental and haphazard application of 
oil and grease to machinery. Special and more eco- 
nomical storage of oils is now provided, and special 
pumps and other equipment make handling easier 
and more efficient, and at the same time reduce fire 
hazards and waste from dripping oil. Use of bear- 
ings requiring little or no oil is a factor in simplify- 
ing lubrication problems. 

Ask customers about their spring painting prob- 
lems. Outline to them modern methods of paint 
application, mention special paints adapted to par- 
ticular uses, show them how big painting jobs can 
now be rushed through without loss of quality. 

Finally, ask them another about their old equip- 
ment. In recent months a machinery publication 
has been conducting inquiries into the old equipment 
subject. It finds a gross waste through use of ma- 
chines built, for instance, before 1915, machines 
which would be more economically scrapped and 
supplanted by modern, greatly improved types. 

“Ask them another” is an engrossing subject. It 
lends itself to the distributor’s bulletins, his cata- 
logues, announcements to the trade through his 
salesmen—any medium which he employs to adver- 
tise himself to his customers. 





THE coal strike does not seem to occasion the 
uneasiness anticipated for it. Industrial plants, pre- 
viously warned of the impending strike and accom- 
panying coal shortage, immediately started stocking 
coal supplies, securing sufficient quantities for 
weeks and even months ahead. Another factor 
affecting the situation is the mild weather which 
obtained in February. This weather prevented 
transfer of coal from retailers’ yards in many of the 
principal cities. Retailers, therefore, are reported 
to have on hand more than their usual supply. Non- 
union bituminous coal fields also affect the strike 
levelopment. They are steadily producing for in- 
dustrial consumption, and added to their supply is 
that of union mines operating outside the fields in- 
volved in the strike. As a result of all this, there 
seems little likelihood of a serious disruption of in- 
dustrial production. 


JOKING about the tired business man has become 
a fad, but the cause for it is somewhat remote. <A 
list of 153 Chicago women rated as possessing more 
than one million dollars each, recently published, 
gave food for serious thought. Most of the money 
was accumulated by men who made more than one 
million dollars, and then gave up the fight. Out of 
the 153, there are 95 widows. All these figures 
would probably double were a count made of Chi- 
cago Women possessing a half million or more. The 
average Wealth of the 153 was stated to be $3,000,- 
000. It certainly appears that business exacts a 
terrible toll from the too hard-working captains of 
finance and industry. Just about the time they are 
thinking of taking a rest here on earth they are 
usually called elsewhere. 
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WE BELIEVE THAT THE ) 
JOBBER HAS AN IMPOR- 
TANT AND LEGITIMATE 
PLACE IN MODERN 
BUSINESS 


( Weare making every effort to convert 
the consumer to the truth that he can 
purchase at least as economically and 
certainly with better service results 
from the jobbeyr’s local stock. 


That is only part of our constructive 
q plan to BACK THE JOBBER! 








Distributors of the Mechanical Rubber Company 
line have these important advantages: 

1. The most complete line of Mechanical Rubber Goods 
manufactured. 

2. Quality standardized and above question 

3. A line sold exclusively through distributors. 

4. Effective, business building sales assistance 

5. A profitable cost basis. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 

















“We Back the Jobber” 
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mportant Business for Convention 


Distributors’ Situation Foremost 


Among Matters to Be Considered 


During Lake Trip—Great Outing Assured for All Who Attend 
FRED D. MITCHELL 


Secretary, American Supply and Machinery Manufacturers’ Association 


There is still room on the steamship Noronic. At this 
writing 347 had booked their berths, but the Noronic is 
a big ship. The staterooms that correspond to the fifth 
row center of the theatre are gone, but every stateroom 
is a good one, for this is no overnight boat, but one 
built for luxury cruises. There is plenty of fresh air, 
right off the lake, in every room. All the comforts of our 
advanced civilization are present, from commercial radio 
service to music with our meals. In addition, to keep 
us in trim there will be barber, valet 
and trained nurse service. 


“NORONIC” 


Every morning will be devoted to | \ 


business. This is a big business meet- 


| 
: ‘ E ee i As to a de finite 
ing primarily. The business men who | : 
s : ; : | the ship, that 
will attend it believe it better and | : 
° . | 
cheaper and easier to walk a few hun- | °fS°" 
| cations, Dat 


dred feet on a ship to visit a man from 
Memphis than to travel from Boston to | Company has 
Memphis, particularly since they can | 
visit with a man from Atlanta by 
perhaps ten feet farther. 


Likewise, the distributor from Texas 


walking desirable 


Det 
finds it better by two nights and one i, a 
day ona sleeper to call on that manu- | Me 
facturer to whom he has something | 7" ““ 
dit t and forceful to Say. These con- ’ F 
ventions would have ceased to exist | 1 ‘ “Soo 
long ago had they not proved them- eee 
selves of commercial value. They are I 
both time and money savers, as well as Mis : 
good-will builders. a 

The big topic of this meeting will ean 
be the welfare of the distributor. Life nen 
tor him should be f me - 


| bigger and. better, 


and, above all, more profitable. Each \rrive D 

the associations will hold its ex- : —— 
cutive sessions, but all will be together when the dis- 
tributor’s problems come up for constructive criticism. 
Forceful men will talk, and the discussion will be highly 
commercial, and not academic. 

Aside from the business of the trip, the convention 
will do you good because it will come as a pleasant inter- 


ude in the routine of life. If vou have never taken the 


rip north from Detroit, vou can hardly imagine how 


ne is 

In the first place, Detroit itself is a city of marvelous 
isiness activity. Only the Detroit chamber of com- 
me} has command of the necessary super-English t 


describe its growth, virility, business nerve and _ out- 
inding success. Detroit today is no one-industry city, 
nd it worth a careful visit if vou have the time. 


A short taxicab ride from the Union station brings 


ou to the wharf. There vou will find a beautiful levia 
han of the lakes. Fresh from its winter overhaul, it 
Will glisten with white paint; it will be clean from galley 
to radio aerial. This will be your private vacht for four 
adavs 


Once under way, you will see Belle Isle, Detroit’s Cen- 
tral park, set in the middle of the Detroit river; the 
Clair, on the crescent bay to the left a colony 
of Detroit’s rich. Then northward you will go, through 


SUGGESTION 


question will be 
settled later by the three asso- 


following, which it is believed 


will appeal to all coneerned as 


picturesque St. Clair river, into beautiful Lake Huron. 

Those great ships you pass are either grain or ore 
carriers; a navigation house in front, a power plant in 
the rear, and in the trough between thousands of tons 
of ore from Minnesota and Michigan or wheat from 
Minnesota and the Dakotas. 

That bully music you hear is the product of specialists; 
no wonder it stirs you up a bit. You begin to feel that 
this convention voyage is going to be somewhat of an 
event in your life. You see old friends 
TIME TABLE and make new ones; you have the 
chance for that heart-to-heart talk you 
have been desiring. You begin to feel 
the peacefulness of this vast body of 
untroubled water, at first simply a lake 
to your eves, but as the daylight wanes 
a mirror for the sunset. A good din- 
suggested the ner, perhaps some dancing; more 
chummy chats and a tramp about the 
decks, with pre-bedtime cigars making 
little moons in the darkness. For those 


routing of 


the steamship 


PoM who love good things there is a visit 
June 1th ss aul to the buffet before turning in, and 
t] j for all a sleep that is a sleep, with all 


alarm clocks, telephone bells and milk 
wagons vague memories of a world of 
turmoil. 


O; P.M 
rote ao > P.M. In the morning you enjoy air that 
ee ie makes you throw out your chest and 
almost long for combat, and experience 
Bir. ail da a fierce desire for food, even for the 
° smoked leg of the hog, suitably ad 
June f nie orned with eggs, cooked on the lower 
134 ‘4 sale half only. After breakfast a stroll and 
PM (r a smoke and a great resolve to get up 


—_' in the meeting this morning and tell 
the crowd what vou really think. 


Out of the meeting, with your necktie under your left 
ear, and ashes on your vest, but you did tell them what 
you thought, and did you not find that others were sick 


of beating about the bush? Facing facts and forgetting 
fear does make for progress. 

Noon, and the ship is near an island. This is Macki- 
nac, always described as picturesque. You will find it 
from another island called Man- 
No elevateds, no subways, no great white way; 
simply calm, and plenty of it. You may tell vourself 
when you need a real rest you will come here again. 


as different as can be 


hattan. 


and then anothe 


park on the hillside, where you see the harbor and miles 


First, a tramp about the village, 





Atter dinner you lie in your deck-chair and watch lit- 
tle green islands drift by. and feel peacef 
all. You never thought that 


clouds and millions of wavelets and emerald isles could 


ul with the 


beauty of it 


make such a picture. You join one group and then 
another, and feel friendly to all. Later the festivities 
Dancing, cards—or bring vour knitting. 

That night 
the picturesque “Soo” river, which will prove at least as 


come the evergreen covered shores of 


(Cont Hed on Piva ol) 
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HE Dodge Manutac- 
turing Corporation is 
directed by men of en- 


gineering experience, men 
with knowledge of indus- 


try’s requirements—men 
who have a clear under- 
standing of the fundamen- 
tals of merchandising. 


Under the direction of these 
men, the development de- 
partment keeps pace with 
industry’s demands by 
constantly improving equip- 
ment to meet new condi- 
tions. In this department 
drawing board layouts are 
proved in a laboratory un- 
der conditions far more 
severe than actual service. 
A new Dodge product is not 
an experiment—it has with- 
stood the most grilling test 
and has met Dodge stand- 
ards. 


The Dodge engineering department is 
composed of men who know the prob- 
lems of specific fields—who design for 
service as well as for sales. 


In the sales department are men who 
know Dodge products—the markets and 
needs of the markets. They know 


the 
the distributors’ problems and are will- 
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‘Sales Dept. — 


ing to place at their disposal at all times 
all of the factors that will enable them 
to meet every sales situation. 


The Dodge sales department functions 
under the direction of a Sales Commit- 
tee. This committee formulates Dodge 
sales policies and directs their applica- 
tion. On this committee, Dodge distri- 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 


1927 


POWER TRANSMIT TING—MATERIAL 


Ma 
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butors are represented by men who have a complete 
understanding of distributors’ problems. 


All of the members of the sales committee travel ex- 
tensively in order that they may learn at first hand of the 


conditions in the field—their service is at the disposal of 
Dodge distributors. 
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Distribution 


Fifteen District Sales Of- 
fices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, 
Oneida, Boston, Philadel- 
phia, New York, Newark, 
Atlanta, St. Louis, Hous- 
ton, San Francisco and 
Portland cooperate with 
500 leading mill supply 
and machinery dealers in 
making Dodge _ service 
immediately available to 
industry. 
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Dodge sales and adver- 
tising policies are based 
on a desire to create busi- 
ness through dealers and 
have been established on 
a basis of thorough un- 
derstanding of what is 
necessary to attain that 
goal. 
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0A 
Better Wearing Brush 
for Every Use 


“End of service cost”’ counts on small 
items as well as large. Help your cus- 
tomers save on their brushing and 
sweeping costs by selling them Osborn : 
Brushes. 


The higher first cost of Osborn 
Brushes is more than justified because 
they do perform better and wear 
longer—the “end of service cost” is less. 








The Osborn line meets every mill and 
factory requirement, with a better 
wearing brush—designed and built to 
do the best job at the lowest cost. 


Every industry can use some numbers 
from the complete line of Osborn 


Brushes. 
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interesting as any part of the trip. Islands are numer- 
ous, and the upper half of the river (in distance, not 
depth) shows a rapid current and a detailed system of 
lighthouses, buovs and landmarks for mariners, which 
are of unusual interest to travelers. The great locks 
on both the American and Canadian sides at Sault Ste. 
Marie are too well known to need further mention. The) 
pass during a season the greatest amount of tonnage 
recorded by any lock or canal system in the world. 

Another sleep, and an awakening in another country. 
You are in the great Georgian bay, and George V is 
king. Even the laws have changed during the night. 

Atter breakfast you join a group which is discussing 
with keen interest the problems you are interested in; 
these men are facing the same questions that you face. 
Ideas are flashing like lightning, and one of these might 
electrify your own organization to greater and more 
profitable effort. Heaven help the man today who does 
not keep himself in stimulating contact with other men 
in his industry. Business is a matter of ideas even more 
than it is of capital investment. 

Another day ot meetings. Not on hackneyed subjects, 
but on the livest topics that any have suggested. The 
programme has had months of work in preparation. All 
have been asked for ideas. 

On the morning of the third day the charming and 
hospitable town of Midland, Ontario, offers shore leave. 
Midland is away down at the southern end of the 
Georgian bay. You wonder how the captain found it, 
but you are glad he did. Between meetings and Mid- 
land you are very busy all of Thursday. When the big 
whistle blows at five o’clock you feel that you have had 
a full day. You are all ready for another one of those 
restful evenings on board the good Noronic. 

While Friday’s sunrise may not meet you on deck, 
vou doubtless will be on deck for the final meeting. You 
will wish to have a hand in the plans for another triple 
next year, and maybe you will vacillate between Montreal 
and Memphis as a suitable convention city. <A large 
and forceful gentleman from Texas sugyests that Mon- 
treal, with all its advantages considered, is a trifle far 
from the Lone Star state, and vou realize the justice 





of his claim. Choice having been made to suit the great- 
est convenience of the greatest number, you solemnly 
promise yourself that you will be there. 

As Detroit looms in the distance, about three p. m., 
you begin your farewells, and as the convention voyage 
ends, you probably whisper to yourself: “Thank God 
I went on this trip; it has been the event of a lifetime.” 

To Tackle Distributors’ Problems 

That the situation confronting the distributor of mill 
supplies will be foremost among subjects discussed at 
the triple convention, and that his problems should and 
can be solved is the jist of a very interesting statement 
contained in Little Talks with Mill Supply Men, a pamph- 
let issued at intervals by the American Supply and Ma- 
chinery Manufacturers’ Association. The statement is 
as follows: 


Goods are not sold, in a true economic sense, until they are 
in the hands of the actual consumer. We cannot therefore 
take the attitude that when we have manufactured something, 


} 


and gotten it as far as the distributor, our interest should 


cease. With the factory of the actual consumer as the final 
destination, that last mile from the distributor’s warehouse to 
the mill is quite as important as the thousand miles from 


the factory to the warehouse. 


The distributor does not appear in many cases to be making 


sufficient money. Also, he does appear, In ever so many 
‘ases, to have a feeling of dissatisfaction with the industry. 
This state of things is not healthy. In nearly every instance 
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the distributor believes he is running his business in the cor- 
rect way, and he would doubtless resent anyone telling him 
that his way is wrong. If he is in the red ink, however, he 
must know he is wrong. 

WHAT CAN THE MANUFACTURER DO TO HELP”? 

First of all he will have to see the problem through the 
eyes, and with the perspective, of the distributor. The dis- 
tributor seems a victim of his own fears; he would sooner 
sell an article at no profit than let the business go to a rival. 
On the other hand, some distributors are finding a way out 
of the grosser trials and tribulations of the industry. 

The grocer used to tell you he made no money on sugar, 
and he probably told the truth. On the other hand he doubt- 
less made a fine profit on that specialty which came attrac- 
tively packaged. You would think he would not have hated 
his rival because his rival sold more sugar, but rather that 
he would chuckle a bit, and redouble his efforts on articles 
made so well that the manufacturer was willing to attach 
his name, and tell the world on the printed page. 

Most of our human affairs are rather simple. It should be 
a simple matter to relieve the mill supply business of the 
worst of its grief. Greater problems have been solved, and 
neatly, too. Sometimes the approach has to be made by find- 
ing what the facts are; this process is usually spoken of as a 
survey. It is probably best done by someone who is new to 
the industry, for then bias is unlikely to affect vision. 

It is conceivable that the members of this association might, 
for the good of their industry, have a survey made, and 
formulate a set of suggestions as to how money can most 
surely be made in mill supplies. This calls for no super- 
human intelligence, simply the finding of facts and successful 
sales methods. The same result might be obtained if every 
mill supply distributor visited every other mill supply distrib- 
utor and had a heart to heart talk with him. 

SOLUTION WILL CREATE BETTER SPIRIT 

While there will be several other interesting matters dis- 
cussed at the triple convention, the serious situation con- 
fronting the mill supply distributor will be foremost. Surely 
as business men we can solve a business problem. We must 
be interested in seeing that everyone along the line, from our 
own factories to the men who use up what we make, is doing 
business profitably. 

This is no idle chatter convention, but one with a serious 
purpose. With the problems presented correctly solved, there 
will be a better spirit throughout the mill supply industry. 
Just because the meeting is on a fine ship and because it 
promises to be most attractive as a picturesque relief from 
the daily grind do not feel that it is a vacation voyage. Far 
from telephone bells and street and factory noises, you will 
have an opportunity for concentrated thought, and for 
thoughtful discussion with both fellow manufacturers and dis- 
tributors. That you will be physically comfortable is no 
reason for self reproach, and that you will be physically 
rested by the end of the voyage is certainly to your advan- 
tage. 

Accommodations are still available, and excellent ones, too. 
If you have not done so, then for your own sake and for the 
industry’s sake send along your seventy dollars for each 
representative to the office of the Northern Navigation Co., 
110 West 42nd street, New York City. The S. S. Noronic 
leaves Detroit at two p. m., June 13th for the quiet stretches 
of Lake Huron and Georgian bay. 

If distributors and manufacturers unite in a determi- 
nation to face the dealers’ situation squarely and to do all 
within their power to remedy it, the triple convention 
of 1927 will prove the biggest boon the industry has had 
in years. Again, let’s go! 


o> 


Simonds Absorbs Abrasive Co. 
Announcement has been made of the purchase ot The 
Abrasive Co., Philadelphia, by the Simonds Saw and 
Steel Co., Fitchburg, Mass. The Abrasive company is 
one of the largest manufacturers of grinding wheels in 
the country. It also has a large plant in Hamilton, Ont., 
and is said to possess assets of $2,000,000. 
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Continuous Production or Faster Maintenance Work 


The most important single consideration Dorn” drills have plus these features 
in the purchase of electric drills should that make them outdrill others of the 
be their power. Other features are: same weight and price. 

Ball Bearing Armature and Thrust 
Hardened Alloy Steel Gears 
Automatic Safety Switch 
Screw Back Chuck, etc. 

It is the heavy duty motors (made com- 
plete in our own plant) which “Van 


Have you investigated the possi- 
bilities of this line that outsells as 
well as outdrills? Your territory 
may still be open. Write for full 
information. 
















The Van Dorn Electric Tool Co. 
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Convention Shirkers Fail in Duty 


Farrington Says Those Who Fail to Attend or Air Views Pass Up 


Chance to Benefit Themselves and Have No Right to Criticise 


FRANK FARRINGTON 


There was a day when the rule of business was “Every 
man for himself and the devil take the hindmost.” Men 
suspected their competitors and even hated some of them. 
The thought of the average business man was “How can 
I get more of the other fellow’s trade?” not “How can 
the other fellow and I combine to make business better 
in our line?” Then along came the man who evolved the 
principle of “I have one idea and you have one idea; we 
exchange and we both have two ideas.” That led to the 
first business convention. 

At that first convention | 
hung up a banner with 


think must have 
the inscription, ‘‘Co-operation, 


someone 














FRANK FARRINGTON 


t competition, is the life of trade.” At all events, co 
peration began, not only between men in different de 
partments of business, but between competitors in the 
ime department Today manufacturers whose lines 
duplicate one another meet in a convention of the Amer 

and Machinery Manufacturers’ Association; 
distributors whose territories overlap meet in conven 
tions of The National Supply and Machinery Dis- 
ributors’ Association and the Southern Supply and 


Machinery Dealers’ Association. Further than that, all 


three o tnose rea associations meet together in 
triple convention. Thus co-operation is made complet 
in at least one business field. 

Such associations accomplish wonderful things for 
he advantage of the business, and the conventions 
e the important annual meetings of the steckholders 
| the ? raniz itions 

There is nothing to be said for those who refuse O 


the efforts of the met 
glad to 


usiness. 


Join such associations as combine 
in any given field of business activity. They are 
profit by anything the association does for the } 


If it 
tariff adjustments, or collects the 


desirable 
data that influences the 
Commission 


prevents adverse legislation, or secures 


Interstate Commerce and gains reductions 


in freight rates, the men outside of the association reap 
their share of the benefits without having done a stroke 
of work or having contributed a cent of the cost. While 
leaving opportunity for the non-member to take refuge 
in the principle that there are exceptions to all rules, I 
offer the rule that a business man who does not join 
the association in his field is a parasite in some degree. 

Theodore Roosevelt declared that “Every man owes 
some of his time to the upbuilding of the profession to 
which he belongs.” He does not say that every man 
ought to give some of his time; he says he owes it. That 
would seem to be a reasonable obligation, to be recog- 
nized by any man who is not.entirely selfish in his atti- 
tude. A man owes something to his country and to his 
native city. In the same way he owes something to his 
profession. 

The conventions of a man’s association are the oppor- 
tunities for the members to have their say as to what 
the organization shall do. Every trade association has 
members who habitually stay away from the conventions, 
and habitually complain about the way the association is 
managed. They claim that the thing is run by a clique. 
They are right insofar as it is true that a group of men 
affairs. The affairs of any organization 
managed by a group of men. There must be 
officers and directors and they must manage affairs. <A 
clique is only a group as designated by a man who wishes 
them. The adverse criticism of the member 
who stays away from conventions and finds fault is no 
more justifiable than the ticket-bolting of 
who but object to 


manage the 


must be 


to criticise 


kicking and 


will not go to the primaries, 


voters 
everything done by those who do go. 

The man who has said and done nothing to present his 
has no right to complain if the 


officers do not with his 


1deas to the association 


actions of the 


It is natural that the men most interested in the develop- 


ment and management of an 


coincide views. 


association are the ones 
conventions and take an active 


time become officers 


who go regularly to the 


part and, if they are competent. in 
or directors. 

I have attended more than one convention where the 
administration sat and and 
and accused the leaders of playing politics. 


iests, of choosing their own suc- 


critics of the back sulked 


found fault 

of feathering their own 
cessors, of being high-handed and arbitrary, and of forty 
other crimes. But those fault finders made no effort to 
help affairs. No one of them would 
cepted the responsible offices or agreed 
over any part of the work being done without remunera- 
tion by the men front 
in the 
There is no reason why the 


have ac- 


to take 


manage 
one of 


who had gone to the because of 


their interest WOrk,. 

majority should not rule 
fact, there is no other plan that 
will work. What kind of a sport is he who is not willing 
to the will of the majority. if that will 
evident in a fair contest, with an opportunity for all to 
be heard? Furthermore, what can be said for the man 


who sulks over people going contrary to his wishes when 


in an association. In 


to bow is made 


he has not made his wishes known. 
! affairs of three 


meet on the 


know nothing of the any of the 


dominating associations that steamship 


on etre ra Cam nD ol 


we pense 






















Mill Supply Distributors 


Selling Johnson Leather 
Belting Have the Distinct 
Advantage of Furnishing 
Superior Quality and 
Profitably Competing 
With Manufacturers Sell- 


ing Direct to Consumers 


Hohnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 


product 


Generul Offices and Fuctory 


423-43>D5 Kast 56th Street, 
New Iork TU. 


Distribution Entirely through the Mill Supply Distributor 
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Noronie on June 
convention. 


3th this year for their annual triple 
I assume that all is harmony in each organ- 
ization, and between the different organizations, but I 
know that there must be among the members of each 
association a few men who think they have a grievance. 
It is inevitable that it should be so. 
an organization of which that 
attended a convention that 
open. 


I never belonged to 
was not true. I never 
without its malcontents, 
If there is nothing of that sort in the 
three associations named, the situation is almost unheard 


Was 


secret or 


of, and those associations are to be congratulated upon 
their good fortune and their personnel. 

But, whether one hundred per cent peace reigns or not, 
there should be one hundred per cent attendance of the 
membership. Some men make the excuse that they can- 
not afford to attend the conventions of their association. 
Whether it is the time or the money they cannot afford to 
spend does not matter. The fact is they cannot afford 
not to attend. Could a man afford to refuse to use a 
monthly page of advertising space in MILL SUPPLIES if 
that page would bring him for each issue business that 
would than pay its cost? Could a man afford to 
machine that would cost him $500 and 
that would save him $1,000 in expenses or manufacturing 
costs the first year of its operation? Can a man afford 
to stay away from a meeting of his fellow business men 
a moral certainty he can gather ideas and 
information worth to him in actual money return during 
the year at least twice the cost of the trip, estimated in 
both time and money? 

There man in the mill supply field, no matter 
what his position and no matter how well informed he 
may be, who cannot learn more about the business on 
the Noronic in the days from June 13th to 17th. The 
elderly, thoroughly experienced man, knowing his way 
about the mill supply field as well as he knows the way 
through his own plant, will gather new the 
triple convention if he be willing to listen. The young 
man with an open mind and cocked ears will find things 
he didn’t know coming in faster than his brain can 
absorb and assemble them. The only man who will at- 
tend the triple convention and gain nothing is he who 
already believes he knows enough, and who thinks no one 
can tell him anything. 


more 
refuse to buy a 


where it is 


S no 


ideas at 


Few business business too 


much. 


men get from their 
Most business men fail to step aside to a point 
from which they can see their business as a whole, in a 
detached They close to the 
grindstone that they cannot even see that it is a grind- 
It is at such a convention as this big triple con- 
vention that men get the viewpoint that enables them to 
see their business as others see it. 


away 


way. keep their noses so 


stone. 


The men whose businesses are failing to go ahead are 
men ot vision, the men who would rather 
ake a fishing trip or a golf vacation than spend a week 
in touch with the best brains of the mill supply field. 
These men may have the right idea about the importance 
of recreation in building up a good physique and in 
keeping physically fit, but they fail to realize that they 
need to keep fit in other ways than physically if 
to compete successfully in business these days. 


the narrow 


+ 


they are 


A lot of men are going to walk down the gang-plank 
of the steamship Noronic on Friday, June 17th, carrying 
They 
are going to have their minds filled with new ideas. They 


something more than the baggage in their hands. 


are going to have new ambitions. They will have new 
and higher marks set for the future accomplishment of 
their They will have new friendships that 
will continue and become old friendships. They may have 


new customers or new sources of supply, new viewpoints, 


businesses. 


even new standards of success. He is a wise mill supply 
operator who makes whatever sacrifice is necessary, pays 
whatever bill accrues, and is numbered among these pres- 
ent when the stately Noronic leaves Detroit on June 13th 
for the great convention cruise. 


CARPENTER COMPANY ELECTS 
Hubbard and John A. 


Supply House 


Carpenter Head Big Chicago 
Other Officers Chosen 

Geo. B. Carpenter & Co., 
now in the hands of two 
brothers, President Hubbard Carpenter and Vice-presi- 
dent John A. Carpenter. They were associated for near} 
thirty years with their brother and late ‘“‘chief,’’ Ben- 
jamin Carpenter, who died February 22nd.  Further- 
more, in March of this year C. W. Commons, new treas- 
urer of the company, rounded out forty vears of employ- 
ment with the house. 

New officers of the company, chosen in March as a 
result of the death of Benjamin Carpenter, are as 
follows: Hubbard Carpenter, president; John A. Car- 
penter, vice-president; Fred A. McLauchlan, vice-presi- 
dent and general manager; C. W. Commons, treasurer, 
and Benjamin Carpenter, Jr., secretary and assistant 
The latter is a the late 3enjamin 


The active management of 


Chicago distributors, is 


treasurer. son of 
Carpenter. 

Hubbard Carpenter, the new president, was born 
September 29, 1874, in Park Ridge, Ill., which was the 
Carpenter homestead for many after the old 
Ontario street residence in Chicago was destroyed during 
the great fire. He was educated in the public school of 
Park Ridge and the University School of Chicago, and 
in September, 1893 entered Harvard, from which he was 
graduated in June, 1897, with an A. B. degree. Follow- 
ing graduation, he was employed by the Congress Gold 
Ariz., but resigned his position in March, 
1898, and entered the employ of Geo. B. Carpenter & Co. 
He was admitted to partnership in March, 1900, and 
when the company was incorporated, in 1909, was elected 
March, 1919, he was 


years 


Co., Congress, 


secretary. In chosen secretary 
and treasurer. 
John A. Carpenter 


since it 


been vice-president of the 
Mr. McLauchlan 
was elected a vice-president two years ago and is now 
general manager. Mr. Commons, head of the credit 
department and new treasurer, has been assistant treas- 
urer since the incorporation of the company. Benjamin 
Carpenter, Jr, newly and assistant 
treasurer, has been assistant secretary for the last two 
will in charge of 


has 


company was Incorporated. 


elected secretary 


years. He continue the cordage de- 
partment. 


—_o—i2 


New Officers for Barrett 


J. O. Barrett, president of the Barrett Hardware Co., 
Joliet, Ill, for the last forty-eight years, has retired 
from that office. He has been elected chairman of the 


board, however, and will remain active in the business 
of the firm. W. Franklin Barrett, nephew of ™M) 
Barrett grandson of the William F. Barrett, 
founder of the company, was elected president at the 
annual meeting of the officers and directors. Other 
officers chosen at the annual meeting follows: 
kK. M. Moore, vice-president; E. C. Barrett, secretary- 
treasurer, and F. E. Whallon, assistant secretary- 
treasurer. The named officers and C. J. Shaw 
comprise the board of directors. The Barrett Hardware 
Co. is a distributor of hardware, mill and auto supplies. 


and late 


are as 


above 
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Push the 
Most Profitable Part 


of Your Business 


HERE is many a mill and fac- 

tory in your territory, the pro- 

duction and profits of which 
would be increased if they installed 
some of the modern specialties and 
equipment which you are prepared 
to furnish. 


And these specialties, which will 
mean much to their profits, are those 
which carry the most liberal margin 
of profit to you. Can you afford to 
have your road salesmen spend time 
and expense in “price haggling” on 
pipe and the other competitive sta- 
ples, when the profitabie specialties 
are to be sold? 


It is true that you cannot maintain 
a regiment of specialty salesmen, 
but it is surprising what a help you 
can give to your present salesmen if 
you incorporate these specialties 
with all the rest of your line into a 
carefully compiled, up-to-the-minute 
catalogue. 


There is many a jobber of mill sup- 
plies whose sales turnover and prof- 
its are suffering from the lack of a 
catalogue, merely because the jobber 


does not realize that he can have the 
finest of catalogue representation for 
much less than he is losing through 
the present inadequate and incom- 
plete presentation of his line. Is this 
true of your company? 


A catalogue of your “hand picked” 
selection of goods, built on the 
Donnelley Unit Selection Plan, will 
help you concentrate your sales- 
men’s efforts toward increasing your 
sales turnover and profits on just the 
goods you have to sell. 


Under the conditions which confront 
the jobbing industry, can you afford 
to be without this most economical 
and effective sales aid? 


Our experience, gained through the 
building of hundreds of editions of 
jobbers’ catalogues, is immediately 
at your service. More than 90 per 
cent of your goods are doubtless 
covered in Donnelley Units that 
await your selection. We shall wel- 
come the opportunity of making a 
survey of your individual require- 
iments for definite quotation, without 
expense or obligation to you. 


The Lakeside Press 
R. R. DONNELLEY & SONS CO. 


Jobbers’ Catalogue Department 


731 PLYMOUTH COURT, CHICAGO 


May, 1927 
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Meet 


\dvisory Board Is Created, President Fisher Outlines Purposes 


and Activities of 
That the organization may obtain more accurate knowl- 
edge of the problems of transmission users and be in a 
better position to advise them, the board of directors of 
The Power Transmission Association, at a meeting held 
April Ist in the Old Colony club of the Hotel LaSalle, 
Chicago, decided to create a board of advisory engineers, 
chosen from the leading industrial and operating engi- 
neers of the country. William Staniar, belting and trans- 
mission engineer for E. I. du Pont de Nemours & 
Company, has been oppointed chairman of the board. 
President W. H. Fisher at the morning session, dis- 
cussed the activities of the association to date and the 











We. Was 


FISHER 
purposes for which it exists. At the afternoon session, 
Homer S. Trecartin, 

of W. S: Hays, 


Association, 


a Mechanical engineer and associate 


secretary of The Power Transmission 


gave an illuminating report of a preliminary 
survey of the markets for 


transmit 


was decided to continue the survey 


mechanical power 
and it 


ting mediums, 


so that it would be completed within a sixty day period. 
PROGRESS BEING MADE 
he meeting brought out the fact that much progress 
has been made by the association during its brief period 
ft existence, and a determined effort will be made 
ncrease Membe rship to the highest possible mark. 

The ¢} function of the advisory board will be 
assist In solving the problems that daily confront indus 
try in the mechanical transmission of power, and 
idvise, when requested, as to the most economical a 
efficient transn 1O layouts for new installations and 
the simplification and modernization of existing set ups. 


Mr. Staniar, chairman of the 


new board, is an out 
standing authority on the subject of mechanical power 
transmission. His mechanical experience began in 1900, 


following a course of special technical training, with the 
Dominion Iron & Steel Company and the United Coke & 
Gas Company, in Svdney, Nova Scotia. In 1902 he be- 


came assistant to the superintendent of blast furnace con 


Association and 





WILLIAM 


Action Is Taken on Survey 


struction of the Union Steel Company, in Donora, Pa. 

From 1903 until 1905 Mr. Staniar was in charge of 
blast furnace design work for the Carnegie Steel Com- 
pany, Braddock, Pa. His association with E. I. du Pont 
de Nemours & Company began in 1905 as a designer of 
special machinery. He has been with that company for 
the last twenty-two years in various engineering capac- 
ities, five of these years being as special engineer to 
Francis I. du Pont. 


During the world war Mr. Staniar was assistant chief 
draftsman of the entire designing force of the company, 
which comprised approximately 300 men. At 


the close 








STANTAR S. A. ELLICSON 

of the war he was put in charge of operating belting and 
followed this line of 
studying the subject from 


transmission machinery. He has 


work for the last nine years, 





all angles and etfecting substantial savings through 
proper standardization, selection and control. Mr. 


Staniar’s system of plant belt standardization is in opera- 
tion in all the large plants of the du Pont company and 


in four of the plants of the 


General Motors 
Corporation. He is a member ot the American Society 
of Mechanical Engineers and The Club of 
Philadelphia, and is well known throughout the country 


largest 
Engineers’ 


by his writings on mechanical transmission subjects in 
leading engineering publications. 


Officers and directors of the association hope to secure 


nm this board representative engineers connected with 


tries of the 


country 


various indus who are specifiers and 
users of mechanical transmission appurtenances, and they 
are gratified that Robert W. 
McCormack Works, International Harvester Co., Chicago, 


has consented to serve on the board. 


Drake, electrical engineer, 


He is also a well 
known authority on the efficient and economical mechan- 


ical transmission of power. 


PRESIDENT FISHER MAKES REPORT 


“While it may be difficult at this early date to enumerate 


many actual accomplishments, it is nevertheless a fact 
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Service Sheet 
P acking | 


OW more economical than ever — as 
the thousands of plants using it will find. 
Lines spaced one inch apart are now ruled 
lengthwise and crosswise on every sheet, 
efile covering it with one-inch squares. | 
rt lath andl. de By following these lines and counting ( 
ioney by cutting down Squares, a piece of sheet can be cut to prac- 
E yOom mvestment tically any dimension without arule. Straight, 
accurate cutting is easy, preventing waste due 
REE ED TN to crooked or jagged edges. Center points 
en greater reliability. It are easily established and a number of gaskets 
e “Standard Seven” can be quickly laid out on a sheet so as to 
ne-Menville Package. get the maximum number of gaskets with 
the minimum of scrap. 
This saves time and money on the cutting 
bench, in addition to the other Service Sheet 
economies in the stock room and plant. 
JOHNS-MANVILLE Corporation 
Madison Avenue, at 41st Street, New York City 


Branches in all large cities 
CANADIAN JOHNS-MANVILLE CO., Ltd., Toronto 


J OHNS MANVI LLE | 


« 


Power Plant Materials _—_ 





INSULATION 
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CEMENTS 








that our work already is creating an atmosphere that is 
inspiring consideration of transmission problems in a 
manner more unbiased than has prevailed heretofore,” 
Mr. Fisher said in part in his address. 

“Undoubtedly there many places direct 
motor drives are the best, or perhaps the only method 
that can be used, and there is no intention in the working 
of this association to combat any sensible and economiczl 
plan of motor drive. As a prime mover, this power must 
be recognized, but there are many instances where the 
of direct individual driving has been curried to ex- 
tremes. Usually such installations are the result of 
enthusiasm due to the influence of electric propaganda, 
perhaps the best organized and most effective in the in- 
world. Much of this propaganda is very com- 
mendable perfectly legitimate of 
important industry, but where such installations repre- 


are where 


ise 


dustrial 


and a boosting an 


sent a disproportionate first or maintenance cost and 
become nightmares of inefficiency it is the purpose of 
this association to present its case, showing the advan- 


tage of group driving where the installation of a motor 
machines by 
of shafting, 
pulleys, clutches and belts, is the most econom- 
efficient installation. It is to educate the mill 
owner, the buyer and the engineer in the most efficient 
methods of mill driving and plant distribution that our 


association is organized. 


economical size, driving a group of 
properly 


fan 


means of a arranged 


system 
hangers, 


al « 
ical and 


“There are two aspects to the situation lving immedi- 
itelv ahead of us. The one is the getting together of as 


large a membership as possible, so that the burden 
number and be shared by all 
the selling of our idea to 


power. It 


may 
te divided over a 


benefit, 


greater 


who the other is 
ot 


advisory engineers and to conduct a ¢am- 


and 


ngineers and users is proposed to estab- 


ha board ot 
paign of publicity and education along engineering lines, 
particularly to the transmission of power in 
plants. This board will be composed ot elec- 


applving 
idustrial 


trical, mechanical and industrial engineers of recognized 


standing, who will prepare papers to be read before engi- 


addresses at 


neering societies conventions of 


Make 


manufacturers and users of power, prepare articles for 


technical and trade papers, and furnish engineering 
chools with data and text matter for studying industrial 
engineering. Some of this work is already being done 
and more is in course of preparation. 

NO FIGHT WITH ELECTRICAL DRIVES 


borne in 
fight elec- 
» develop and promote the use of our 


repeat that it should constantly be 
organized to combat or 


rical driving, bu 


wn products by advocating the right drive for given 
stallations, whether the prime mover be an electric 
tor, a steam or gas engine, water wheels, or any other 
method of developing power. 

With a united effort and a legitimate aim there can 
eno adoub st the success of the association and th 
enefit to the various co-operating industries.” 

tendance at the luncheon served at noon were thi 
rect numerous others in industry and members of 
¢ MUSINes press 

The feature of the afternoon session, Which was open 

all, was the preliminary survey of the markets for 

chanical transmitting mediums by Mr. Trecartin. Mr. 
Trecartin’s report was full of valuable and practical in- 
rmation, with many new and original studies made 
iblic for the first time, and was indicative of the valu 


} 


le service and more complete survey report all members 
will receive, and from which all sellers and users of trans- 
mission will profit 


Copies of his report are being sent 


69 


to each member of the association. There was general 
discussion following Mr. Trecartin’s report. 

During the meetings on April lst attention was di- 
rected to the slogan contest, and the advertising confer- 


ence scheduled for June 11th in the Hotel Statler, 
Cleveland. Suggestions for the slogan emblem ara com- 
ing in rapidly to the association office in the Drexel 


building, Philadelphia. An award of $250 will be made 
to the person sending in the one selected by a committee 
to be appointed by the American Society of Mechanical 
Engineers, and the winner will be announced June 15th 
at the National Industrial Advertisers’ Convention in 
Cleveland. The slogan emblem will be used as an identi- 
fication mark on all advertising of the association and 
members. Sugyestions or ideas, which may be submitted 
by anyone, must be received at the association offices on 
or before June 5th. 

Plans will be laid for co-operative advertising by the 
association and a better coordination of individual mem- 
bers’ advertising on the right drive to give the most 
economical and efficient transmission of mechanical power 
in any given installation, at the meeting of advertising 


and sales executives of manufacturers of mechanical 
transmission mediums in Cleveland. The date of the 


meeting, June 11th, will immediately precede that of the 
National Industrial Advertisers’ Convention, which will 
enable advertising and sales executives to “kill two birds 
with one stone.” Cleveland is near Detroit, from 
the triple mill supply convention steamer, the 
Noronic, will sail on Monday, June 13th, so some of those 
wishing to attend the triple gathering will find it con- 
venient to be present at the Cleveland meeting. 


also 


where 


S. A. Ellicson, one of the vice-presidents of The Power 
Transmission arranged for the 
meeting. 


Association, Chicago 


THOSE ATTENDING MEETING 
Those present at 
were 


Sons 


the April lst meeting of the directors 
President W. H. Fisher, T. B. Wood’s 
Chambersburg, Pa.; Treasurer L. H. 
Shingle, Shingle-Gibb Leather Co., Philadelphia; Execu- 
tive Secretary W. S. Hays, Philadelphia; K. A. 
representing Miller, Dodge 
Corporation, Mishawaka, Ind.; J. E. 
Company, St. Louis; George B. Mit« 

Steel Co., Beaver Falls, Pa.; F. E. Barth, representing 
Frank H. Willard, Graton & Knight Co., Worcester, 
Mass.: Edward H. Ball, Chicago Belting Co., Chicago; 
Benjamin A. Keiley, R. & J. Dick Co., Inc., Passaic, N. J.; 
S. A. Ellicson, Chicago Pulley & Shafting Co., Chicago; 
Charles M. Murray, Transmission Ball Bearing Co., Inc., 
Buffalo; Wylie K. Lee, Clipper Belt Lacer Company, 
Grand Rapids, Mich.; Henry W. Boyd, Armour Leather 
Co., Mr. Barry, Barry Co., Muscatine, Iowa. 


The following 


follows: 


as 


Company, 


Knorr, 
Manufacturing 
Henry, The Medart 
‘hell, Union Drawn 
» 
» 


George C 


Chicago; 


joined the directors at luncheon, and the 


majority attended the discussion of Mr. Trecartin’s mar- 
ket survey in the afternoon: N. Barry and G. E. Zim- 


merman, R. & J. Dick Co.; Joseph L. Abt, Victor Balata 
& Textile Belting Co., New York; Charles A. Ball, A. J. 
Weis and J. R. Hopkins, Chicago Belting Co., Chicago: 
W. D. Whipple and John W. Anderson, Wayne Belting & 
Supply Co., Fort Wayne, Ind.; John E. Kelly, Globe 
Woven Belting Co., Butfalo; W. E. Bibby, The Manhattan 
Rubber Mfg. Co., Passaic, N. J.; Warren G. Jones, W. A. 
Foundry & Machine Co., Chicago; FE. J. Rhein an 
C. D. Feeburn, Vacuum Oil Co., New York; F. B. Cal 
well, Link-Belt Company, Chi- 


Jones 


assistant to the chairman, 
cago; M. A. manager commercial 

M. Hullett, The Falk Corp., Milwaukee: A. R. Maujer, 
Industrial Power, Chicago; F, E. Gooding, Industrial 
. Chicago: H. D. Waller, Textile World, Albany 


sales, and 


Carpenter, 


k HMgtheect 





N. Y.; Merritt Lum and A. E. Paxton, A. W. Shaw Com- 
pany, Chicago; C. A. Tupper and D. R. Egbert, Belting, 
Transmission, Tools and Supplies, Chicago; B. P. Mast 
and Leon A. Willoughby, The Engineering Magazine Co., 
New York, and Clay C. Cooper and Edward J. McOsker, 
MILL SUPPLIES, Chicago. 


Research Work Under Way 

The first research letter and questionnaire to be sent 
out by The Power Transmission Association has been 
mailed to 16,000 manufacturers and engineers. It was 
prepared with the advice and assistance of William Stan- 
iar, chairman ot the new advisory board. 

The letter explains briefly the purposes of the associa- 
tion, asks the co-operation of those receiving it and re- 
quests that they fill out the questionnaire. The circular 
also contains illustrations of typical modern installations 
of power transmission equipment. The questions asked 
are as follows: 

1. What machines in your factory were 
operated on group drive during each of the years listed below? 

Percent 1924 1925 1926 1927 (Est.) 


percent of the 


rincipal advan 


Ive equipment 


ntag¢ 


apes 


James MeGraw. Ine. Moves 


Richmond, Va., has just moved 


reets to a new location at the 


Ninth and Cary 


‘ing numbers 809 to 


where a 
Kast 


10.000 


streets, 

823 

The building has about 
with private 


railroad siding 
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and convenient rail facilities, besides being in the heart 
of financial and industrial Richmond. It has’ been 
thoroughly renovated and modernized, an automatic 
sprinkler system being installed among other things. 
James McGraw, Inc., was founded in 1866 by James 
McGraw and has grown steadily, keeping pace with the 
progress of the city of Richmond and the state of Vir- 
ginia. After the death of Mr. McGraw in 1915 the 
business was bought out by the new interest and incor- 
porated. The company deals in machinery, mill supplies 
and contractors’ equipment, and carries a complete and 
very well known line. 


oo © 


DO YOU SELL LAWN MOWERS? 
Here's a Chicago Mill Supply House That Does, and 
Sprinklers and Rollers, Likewise 
Ever thought of a lawn mower, or a sprinkler or roller 
as an item for the mill supply house to handle? No? 
Well, here’s one house that has thought of it, is doing it 

and finding it rather lucrative, too. 

“Whenever you get out any trade literature, send us 
some, won't you?” asked a representative of MILL Sup- 
PLIES. 

“Certainly. By-the-way, here’s something we just got 
out, and it’s timely.” 

The speaker was W. M. W. Mintz, president of The Fac- 
Supply Co., 40 East Kinzie street, Chicago. The 
handed the writer was a circular on lawn 
garden hose, sprinklers and lawn 


tors 
literature he 
mowers, grass catchers, 
rollers. 

“Where do you sel] 
What surprised. 

‘To fact 


employ eS 


these?” asked the writer, some- 


ories,” he said. them for their 
Then, too, many of the factories 


their own grounds.” 


‘They buy 
in quantities. 
use them on 


the custom for many industrial plants to pur- 
in quantity and re-sell them with- 
to their employes, that 
their 


lawns 


ain articles 


and it is also a facet 


many factories make much of the 


upkeep of 
work on the 


vrounds, keeping men. at 


spring, summer and early fall 
items above mentioned are well worth con- 


some 
throughout the seasons. 
Therefore, the 
sidering when possibilities for new lines are being dis- 
cussed. 

At the annual meeting of The Supply Co. 
March 15th, Frank Arnham was elected vice-president. 
Mr. Arnham has with the 


two Vears, 


Factory 
been company for the last 
the capacity of sales manager and 
Previous to joining this company he was with 
the McMaster-Carr Supply Co., also of Chicago, for about 


serving in 
buver. 
ten ears, 


oo 8 


Bie Sales Convention Held 
For the first 
taff of 


time in ten vears practically the entire 
the United States Rubber Company was 
March &th, 9th and 10th, in Detroit, 


When 500 members participated in a sales conference. 


‘red together 


The group was divided into seven classes and the days 
While 


were attending lectures, the seventh, 


guides, 


ure sessions of ninety minutes each. 
of the classes 


in charge ot 


the tire 


inspected the factories and learned 
process. <All factory instruction 
and Wright plant, which is the 
the company’s fifty factories in this country. 
On the night of the third day the entire staff entrained 
for Indianapolis, where a final day was spent studying 
tube and bicycle tire manufacture at the 
plant there. 


as 
makliny 


tered at the 


cen- 
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“Why I Want GTD Taps” 


“Say Buddy, it’s easy enough for you to claim 
that these other taps are just as good, but if your 
pay envelope depended upon what you could get out 
of my four screw machines, you’d sing another tune! 


“No, I’m not kicking about my rate. 
good as they pay anywhere. But when you get your 
pay for production, you remember the time you 
spend changing broken taps. What’s more, I haven't 
forgotten a day and a half I lost because those bar- 
gain sale taps you handed me last month ran about 
three thousandths oversize and the inspector threw 
my whole production on the scrap heap. 


It's as 
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‘*@PTD tools cost too much? Let me tell you, 
good tools never cost too much. The company didn’t 


won at it that way when they bought iy row of of a 


bot Mee! win 
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Cost Factors in Small Tool Operations 


It’s not what your machines cost, not the small 
tool cost or even the labor cost that is most im- 
portant. Your manufacturing profit depends upon 
unit cost. Reduce that and you make more money LONGING 
every time. ‘ 





@GTD small tools are designed to help man- 
ufacturers reduce unit costs. On many types of 
work a higher price ground thread “Gun” tap will 
cut unit cost, increase output and add to your profit 
margin. 


GTO small tool engineers and the sales rep- 
resentatives of all GYD distributors are prepared 
to show you definite records of small tool perform- 
ance. These men are equipped with data that often 
enables them to suggest methods leading to lower 
costs and increased profit. Consult any GTD dis- 
tributor or GT D salesman without obligation or write 
direct. 
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ndex Suggests a Gradual 
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Recovery 


Valve and Fittings Record Indicates Upward Movement from Low 


Levels—Method of Determining Jobber’s Smooth Trend Explained 


JOSEPH H. BARBER 
Assistant to President and Chief Statistician, Walworth Company 
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Chart A, 
February Preliminary Index 
March Preliminary Index—117 


Showing Actual Movement Sine 
115 


1924 


The 


pany's é r pe rience, 


COM- 
broadly selected 
demand in all those 
The inde 9 


corrected for irrelevant seasonal fluctuations and price 


monthly index is not based upon any singl 
but is deve lope d from 
measures of the quantity of indus- 


tries that use valves and _ fittings. has been 


variation S. 


Throughout the first quarter valve and fittings demand 
averaged at levels better than those reached at the 
did not quite attain 
reached in the first quarter a year ayo. 
ures for March show tha 


year- 
end sagging, but. it the heights 
Preliminary fig- 

t the levels of January this year 
ing maintained at least temporarily, and it so hap- 
the March figure demand volumes 
very nearly as great as those in March last year. So 


are be 


pens that represents 


any three-months’ record may give a good indica- 
tion, our expectations are being confirmed, for we have 


been assuming that the low-point of should 


1926, 


the sagging 


probably have been reached the end of 


December. 


about at 
and apparently it was reached in 
We have data as to the orders trend in a fairly broad 
group of industries as well as for a number of individuai 
representative Of sixty-five current reports, 
there 
but there are three times as many showing a 
This 
fluctuations. 


companies. 
are fourteen averaging less than at the vear-end, 
definite 
relates to he 
later months this 


betterment in demand. naturally 


Possibly 


recent monthly 


spring may see some recurrence of sagging. Gains are 


seldom uninterrupted, but 
abl 
evidence is 


even so, considering the prob 
number of months, the 


gradual recovery 


averaye balance of 


from the 


over a 
favor ot 
low levels reached last 


now in 
year. 

these general statements must be discounted 
‘ reader to give proper weight to conditions as he 
finds them in his particular industry or in his particular 
territory. Moreover, he should also take account of what- 
ever tendency there may be for changes in his own sales 


volumes to lag three or four months behind changes in 
Such a lagging tendency was discussed 


in last month’s article, in which we attempted to 


general demand. 
show 
how a reader might compare his own experience with the 
valve and fittings record. We presented a table of figures 
based upon a certain jobber’s actual experience, and these 
figures revealed the month-by-month 
volume. It proved 
monthly fluctuations of 
Valve and Fittings 
then 


in hi 


l S 


fluctuations 


valuable to 


sales compare these 
Mr. Jobber’s sales with those of 
Index. On the hand, it 


that a better picture of the real 


other 
Was sugested 


Wa 


underlying trend of Mr. Jobber’s own sales would be 
gained from a study of the smooth trend emphasized in 
figure IV, which is reproduced here again for conven- 
ience. 

Unlike the erratic shifting of the monthly fluctuations, 
that smooth trend of sales may provide a substantial 
and a stable background for formulating the broader 
policies of business, such as those relating to expansion 
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Figure IV. Mr. Jobbe i's Monthly Sales Compare d unth 


the Smooth Trend of Those Sales 


ot plant, extension of territory, introduction of new prod- 
ucts, curtailment of activities, 
pense and the like. 
there is a direct relation 
Mr. Jobber’s sales and the 
tings Index. 


reduction of overhead ex- 
As the next figure, figure V, shows 
the smooth trend of 
trend of the Valve and Fit- 


between 


ins It is of value to Mr. Jobber to know about 
this relation, because, understanding it, he can the better 
interpret in terms of his 
ot the 


own business the discussions 
Valve and Fittings Index dealing with the broad 


trend of general demand. 


$200 000 


180.000 


SMOOTHED TRENDS 
160.900 


MR. JOBBERS SALES 
- 


140000 


120000 


AND FITTINGS INDEX 





Figure V. Trend of Mr. 
pared with the Smooth Tie nd of the 


Inde A 


Smooth Jobher's 


Valve 


Sales Com- 


and Fitt nas 


There are really two relations proved by figure V 
First, both curves are usually rising or falling together, 
and, second, the trend of the Valve : Fi 


is usually first to get definitely under way. 


Index 
During 1919 
had risen until, in early 1920, 
wave-like curves 
The high level was not maintained long by 
either curve and both were falling during the last halt 
of 1920. They were rising in 1922 and falling through- 


out 1923. 1925. 


ttings 


the two lines on the chart 


the crests of both were at about the 


same level. 


Similarly, both were rising again in 


but had started still another downward movement by the 
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FORGED STEEL AUTOMATIC GAGE | 
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COCKS for liigh Pressures c& Temperatures 


5 igpeecnen gage cocks are rec- ¢ 
ommended for hot oil, am- 
monia, and other dangerous 
liquids. They can be fur- & 

nished with either male or %% 


female connections, also in- % 
tegral or removable seats. The one piece stem and 
removable seat may be either steel, stainless steel, 
or monel metal. A ground joint instead of a gasket 
is between body and bonnet. In the event of glass 
breakage, the ball checks automatically seal the 
cocks and prevent any loss of liquid. The stems 
may then be screwed down and the glass replaced 
without danger. 


Drop 
O FORGED STEEL 
GAGE COCKS 
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middle of 1926. Yet, in spite of these resemblances, 
there are differences worth noting. The chart also shows 
that the valve and fittings trend has usually started defi- 
nitely downward or upward at least three or four months 
in advance. 

It is not possible to bring this smooth trend record 
down to date mechanically. From the latest*actual post- 
ing of the heavy full line, Mr. Jobber must project the 
direction of the trend up to date according to his best 
interpretation of the recent monthly order record. The 
purpose of the trend line is to “smooth out” the irregu- 
larities of the monthly curve. Therefore, using his eye, 
he can project the trend line forward so as to run about 
evenly between the high and low points of the 
months. On the chart 


recent 


few we have shown the “smooth 


PABLE 
( sn th Trend Mr. Jobt Sal 
vi Jobl . Vontl Tota Vontl i 
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} (1? a 0 ou? } colin ? 
( 
l a roye O! vhicl seem to. be reas ible ! 
ii ( n } DOStI! vs } ippe ron ne } ) 
1) I Valve and | ngs Index’s sn 
ne ( ire a good many) ctor 
1 ( make ndication trustw 
i ( Mr. Jobber’ yulaance i sh tpl) nis 
ralle e Valve d Fittiy pro] S 
1 he Valve d Fittings tren 
p falling first. Indeed. in the present Instance, tha 
s trend was probably running along flat as earl) 
February or March of this year. Probably, then, 
toward the end of May or June Mr. Jobber’s sales should 
stop falling and become steady, ready for another rise. 
There is another point of interest before we pass on. 


Disregard, if vou will, the assumed projections, and tak 
the actual record of figure V The index’s 

not at all based upon assumptions, and 
so far as the spotted line is filled in solid black, the trend 
from the index’s actual monthly 
postings, without any adjustments. Against that actual 
record, note that Mr. Jobber’s sales trend is constantly 
rising higher and higher upon the chart, whereas, quite 


as it stands. 


monthly data are 


is calculated directly 


in contrast, the general average of demand, according 


to the Valve and Fittings Index, has not been making 
such rapid gains over the years. In the average index 
curve the crest of the wave in 1920 was high, but not 
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very prolonged. 


The trough in 1921 was deep and ex- 
tended. 


As compared with those years, there have been 
some very real gains, and the index’s average level in 
recent years has been somewhat higher than its average 
level during 1920 and 1921. 

But the point here is that figure V shows Mr. Jobber 
he has made greater gains than the average. In his 
curve the crest of the 1923 wave is higher than the crest 
of the 1920 wave, and the crest in 1926 is still higher 
than that in 1923. This is not surprising. A particular 
jobber’s business may grow faster over the years than 
the average of all business. When business slumps do 
occur, such a jobber’s sales do not slide off quite so 
much as the average. Later on, when the booms come, 
Mr. Jobber’s even a little higher than the 
average and they “break all previous records.” It is such 
a tendency to suffer only mild recessions and to accom- 
plish exceptional gains that makes Mr. Jobber’s curve 
show up higher and higher above the valve and fittings 
trend as it does in figure V. 

We see this tendency toward continuous growth and 
can thus take more definite account of it because we have 
eliminated the erratic ups in the monthly 
record. It is the purpose of the following discussion to 
show the method for figuring the smooth trend, which is 
really nothing but a so-called 


sales 


rise 


and downs 


“one year’s moving aver- 
age’ of the actual sales figures, table of which was pre- 
sented in last month’s article. In column A of table 3 
we have copied over Mr. Jobber’s actual monthly sales 
which appeared in table 1 of last month’s article, and 
anyone interested may similarly copy into this sort of a 
calculation table the 


rf 


figures for his own monthly record 
sales. 
The reader is already familiar with 


1 the method by 
which Mr. Jobber would figure the 1919 


annual average. 














He would add up the twelve months’ sales for the year 
‘ 7 COLA) COLB 
ACTUALS TOTALS 
oo 
© 2 
se a 
2 
a 
= 
» 
z=. 
Fig eV. “Window” Card foo Workii 7] Movi g Aver- 
age, o Smooth Tie nd 
and divide by twelve. For this calculation here, we must 


recognize that the annual average so gotten is really 
representative of only that particular group of twelve 
months, consequently the proper place to locate that 


twelve-month average is approximately at the middle of 
that twelve-month period. Accordingly, it is at the July, 
1919, space that we place that first twelve-month total 
in column B and the resulting twelve-month average in 
column C. We place these figures against the July, 1919, 
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in rings and balls 


N July 1925, this Company first 

announced the adoption of chrome 
molybdenum steel for Fafnir Ball 
Bearings. 







Time has confirmed our conviction 
that Fafnir’s use of molybdenum steel, 
both in the rings and in the balls, 
marks a distinct advance in the dura- 
bility and serviceability of ball bear- 
ings, which this superior steel makes 
possible. 
FAFNIR BEARING COMPANY 


Makers of high grade ball bearing the most 
»mplete line of types and sizes in America 


NEW BRITAIN, CONN. 
em Chicago, Newark, Cleveland and Detroit 
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BALL BEARINGS 






















THE MOST COMPLETE LINE OF TYPES AND SIZES IN AMERICA 
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because that space is approximately at the middle 
of the first year’s list of monthly amounts. 

When this first annual total has been figured and so 
located upon the table, then a “window” card is made to 
fit over columns A and B. This window card is cut to 
dimensions as shown in figure VI, and is marked with 
the directions printed on that diagram. In the diagram 
shown here we have made it appear as if the figures for 
January, 1919, and January, 1920, were showing through 
the column A windows, and the first annua! total figure 
for 1919 were showing through the July, 1919, window 
in column B. In addition, we have assumed in the dia- 
gram that the directions printed on the card have already 
carried out, but that the has not yet 
In other words, the figures in the ‘windows’ 
appear as if the 1919 total has been picked up from the 
July, 1919, window, as if the January, 1919, monthly 
firure has been subtracted from it, as if the January 
1920, figure has then been added to the remainder, and 
as if this twelve-month total written 
through the August, 1919, “window” 
in column B. 


Space ’ 


been card been 


moved. 


new has been 


onto the tabulation 


This total of August, 1919, is a total that includes 
another span of exactly twelve months, but it is a dif- 
ferent total for a different period. The whole twelve- 


month period has been shifted along just one month, and 
the condition added up into that twelve-month 
total is the average condition of a period approximately 
one-half before and one-half after 1919. -C 
sequently, enter the twelve-month total in 
column B in the August, which 
one-month space under the twelve-month 
that column. 


averaye 
August, on- 
second 

roo, 


first 


we 
space, is just a 


total in 


When this calculation has been completed, the window 
ard moves down one space. The August total, 985, then 
rABLI 
} ~ t l ‘ } V; ] 
I ‘ 
hows up through the upper column B window instead 
through the lower one. New figures have also ap- 
peared in the column A windows, so the directions o 
he card are followed out) on more, befor he next 
lownward move of the card. Actually, table 3 and the 
firures in its column A would be extended to in Ten 
1 the months from 1919 down to date and the ila 
| ( would continue down to the end of the table. 
Ve vuld ther nave n colum) B long series « LWelve 
on totals. As the last step in the calculation ich 
hese totals would need to be divided by twelv: get 
e twelve-month averages we want to get on = reco) 
tumn ¢ 
It is these column C values which were plotted as th 
woth trend Mr. Jobber’s sales in figures IV and V. 


there are no actual column C amounts for the 


rst walf of 1919, there 


nor are any for the las 11V¢ 
months of our recent expt rience. As stated before, he 
smooth trend can never be posted quite down to dat 


judgment must be used in assuming what its current 


probably On the other hand, since “‘fits and 


n ordering are subsiding, it should be ] 


possible 


“I 
“I 


to make a reasonable projection of the smooth trend. 

Drawing the smooth trend curve forward in that way 
helps in deciding whether a particular month’s actual 
sales are “high” or “low” with reference to the probable 
present level of the smooth trend. The smooth trend 
does not change its direction suddenly, and it does run 
in a rather wave-like sequence from a hollow trough up 
to a rounding crest, repeating the wave-like motion in 
quite regular fashion. If we take account of this, we 
have in the smooth trend, as here calculated and as com- 
pared with the smooth trend of the Valve and Fittings 
Index, a sound fixing some of the broader 
policies of the business, such as those listed above. 

In this direction the Valve and Fittings Index studies 
also help. Those studies enable us to carry the index’s 
smooth trend down to date upon a fairly reliable basis. 
Since Mr. Jobber knows of the parallel relation between 
the smooth trend of his own sales and the smooth trend 
of Valve and Fittings Index, he may base his judgment 
partly upon the indications given in its smooth trend 
projection. The index’s current projection shows in 
figure V, and the projection helps us to indicate on that 
chart the reasonable expectation for Mr. Jobber’s sales 
in the next few months. It that is the reasonable 
expectation for him, he may fix his policies accordingly. 

For the table 2 of the last 
month’s article we gave him a tabulation of the monthly 
postings for the Valve and Fittings Index. Again for 


basis for 


reader’s convenience, in 


his convenience, we include in table 4 all the index’s 
smooth trend figures which can be figured from the 
actually known monthly postings. 
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THE STORY OF A CATALOGUE 

It Cireulated to All Corners of the Globe and Was Much 

Lsed in Schools and Colleges 
The Chas. A. 
troit, distributor of machinery and mill supplies, 
of the goods it handled. 
nown as “A Book of Tools, Machinery & Sup- 
Was prepared by Charles A. Strelinger, president 


at’ ay 


back in 1895 


De- 


issued 


Strelinger Co., 


a catalogue 


It was k 


of the company, consisted of 500 pages and was printed 


on India bible paper stock in order that it might be com- 


pact enough to be carried in the pocket. 
The first edition consisted of 14,000 copies. It was 
exhausted in a little more than a vear. The second edi- 


n of 50,000 copies went the same route, fast and wide- 








spread. In all, no less than ten editions were printed. 

While the book was intended as a catalogue to be sent 
to customers and prospective customers of The Chas, A. 
Strelinger Co., and served its purpose well and good, it 
ound another field eagerly grasping it—-educational in- 
stitutions throughout the country. From all sides cam 
requests r the book to be used as a text or reference 
book i ‘ sts were supplied in 
oO far as mpany charging only 

nominal 

A | I t loped as a result of 
the « orue ders comi rom all over the world. A 
man in Java sent a bank draft to The Chas. A. Strelin- 
rer nd drew against it for lubricating oil, machin- 
eae s, etc... Which were shipped him. One request 
camie oO i laund n Nine » be Sel t Jan: and 
W nit a man to run It fol veal The Strelinger com 
pany shipped the machine and found an to go to 
Japan and operate it 

Today, although the book has been out of print for 
fully ten vears, requests for it to the number of as many 
as 100 a month are still received by the Strelinger com- 
pany. 
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These Units Will Get Business 


market connection pays long-time divi 
‘ Jobber who — dends Repeat orders follow be 
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Hes Quincy Units—compres cause these engineer-built units 


sors and vacuum pumps. As new superiority in test compari 
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Quincy Compressor Co., 
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302 Maine St., Quincy, Ill. Tn 
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ELAS GSE at PREETI, 


T. B. Wood’s Sons Organized in 1857 


Power Transmission House, This Year Observing Its Seventieth 
Anniversary, Has Figured in Vast Change in Types of Equipment 


Te 


turer of 


Wood’s Sons Co., Chambersburg, Pa., manufac- 
power transmission machinery, is this year 
the seventieth anniversary of its establish- 
For nearly three-quarters of a century this com- 
has been identified with the development of 
appliances for producing and transmitting power. 

Early in the 1857 T. B. Wood, who was then 
master mechanic of the Franklin railroad, which is now 


observing 
ment. 
pany 


year 





Plant of T. B. 


Wood's Sous Company in 


1857 


the Cumberland Valley division of the Pennsylvania rail- 
road, decided to give up railroading and establish a busi- 
for the manufacture of 
power. 


ness appliances for transmitting 
He talked over the idea with Peter B. Housum, 
a young millwright of considerable ability, and the two 
formed a partnership, beginning business May Ist, 1857, 
under the name of Wood & Housum, to 


manufacture 
steam engines, water mill vearings, shafting, 
pulleys, bearing boxes, ete. 


At this early 


mills at 


wheels, 
date there were many small paper and 
frequent intervals along the springs and 
Pennsylvania, Maryland, Virginia and West 
and it was the opportunity to furnish repair 


CTeeKS of 
Virginia, 
parts and new equipment for these mills that was largely 

le for the 


responsible decision to 


make a line of power 
appliances. 
At the outbreak of the civil war, only a few years 


after the partnership was established, Peter B. Housum 
organized a having been commissioned 
captain, marched out of Chambersburg early in 1861 with 
his command and was soon at the front. He was killed 
in the battle of River, Virginia, in 1862 while 
leading his brigade, of which he was colonel. 


company, and, 


Stone 


The business was continued by and under the name 
of T. Bb. Wood until January Ist, 
nership was formed under the name of T. B. Wood & 
Company, which included T. B. Wood, his son, George 
A. Wood, and the foreman of shops, Levi D. C. Houser. 
This partnership continued until January Ist, 1884, when 
Mr. Houser retired and his place was taken by Theodore 
M. Wood, a younger son of T. B. Wood. At this time 
the name was changed to T. B. Wood & Sons and was 
continued under this title until January Ist, 1889, when 
T. B. Wood retired, and his sons, George A. Wood and 
Theodore M. Wood, conducted the under the 
name of T. B. Wood’s Sons, which firm continued until 
January Ist, 1906, with no changes in name or personnel 
except that Charles O. Wood, son of George A. Wood, 
was taken into the business January Ist, 1899. 


1868, when a new part- 


business 


The business was incorporated January 4th, 1906, under 
the name of T. B. Wood’s Sons Co., with George A. Wood, 
president ; Theodore M. Wood, vice-president; William H. 
Fisher, secretary, and Charles O. Wood, treasurer. The 
directors were George A. Wood, Theodore M. Wood, 
Charles O. Wood, William H. Fisher, G. H. Wood and 
T. B. Wood. 

In June, 1925, President George A. Wood died and his 
brother, Theodore M. Wood, was elected to the presidency. 
Charles O. Wood was elected to the position of vice- 
president. Otherwise, the personnel of the company as 
it is operating today is the same as it was in 1906, 
except that Charles M. Wood, son of Theodore M. Wood, 
is now on the of directors. During the seventy 
vears of the existence of this business only ten persons 
have been associated with its management, and of these, 
six are now in the company. 


board 


As evidence of the determination to specialize in power 
equipment, the records of the first year show among the 
many items furnished, ‘‘one 10-horse steam engine $250, 
delivered to site but not erected,” overshot and under- 
shot water wheels and horse powers and castings for 
wind mills. In addition to these four different types 
of power developing items, there are many interesting 
charges on the books covering appliances for transmitting 
power. 

It must be interesting to review the records from the 
‘fifties, ‘sixties and early ’seventies and down to the pres- 
ent time and follow the development of the line from the 
plain, rigid grease box bearings, large octagon wooden 
shafts, hollow cast iron shafts, cast iron pulley spiders 
and gears with large octagon eves, to the present day line 
of scientifically designed and adjustable self-oiling ap- 
pliances, all highly finished and perfectly balanced. The 


records of the company go back to the hard lignum-vitae 





Plant of T. B. 


Wood's Sons Company tn 1927 
wooden bearings and through every stage of development 
up to and including a new line of ball bearing appliances. 

The T. B. Wood’s Sons Co. line today is one of the most 
complete made by any manufacturer, embracing shafting, 
couplings, pulleys, hangers, pillow blocks, 
friction clutches, belt tighteners, rope sheaves, ball bear- 
ings and every other appliance needed for the mechanical 
transmission of power. 


set collars, 


The company has continued in 


the same line of endeavor throughout its career. 
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LEATHER BELTING 


Makes Lasting Friends 


It’s easy to sell a “cheap” belt—but its buyer never comes 
back for more. No worthwhile trade was ever built on an 
inferior line of goods. 


Whiting Leather Belting has the qualities which make 
friends for the belt and for the dealer who sells it. Its per- 
formance never calls for apologies. It sticks to its job and 
makes good—which is the sort of service that belting-wise 
buyers appreciate. 


Made in a range of qualities—some higher-priced than the 
others—Whitinge Belting enables a dealer to meet all re- 
quirements. But cach Whiting brand stands for a quality 
which, in its grade, represents 100 cents’ worth of honest 
value, per dollar of price. 


Whiting Leather & Belting Co. 
General Office and Factory: Long Island City, New York 


Factory Branches at 


21 Noble Court S14 Market Street 9 So. Clinton St. 
CLEVELAND. ©. Newark, N. J. CHicaco, Pex. 
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STEERBAX WATERPROOF 
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Machinists’ Supply Co., Chicago, Has Interesting Methods for 


Checking Purchases and Sales— 


Convinced that one of the most important requisites 
for successful management of medium-sized mill supply 
houses is in holding down overhead, John E. Shaw, vice- 
president of the Machinists’ Supply Co., 19-21 North 
Jefferson street, Chicago, has developed a system for 
keeping account of purchases and sales of the various 
items handled by the house in order to 


Two Timely Articles in Broadcast 


the salesmen on customers and prospects, and to know 
how sales to customers are going in comparison with 
those of the preceding year. 

Salesmen for the Machinists’ Supply Co. are paid on 
a commission basis, with drawing account. The commis- 
sion, above the drawing account allowance, is not allowed 
to exceed a certain percentage of the 





] 


first of the 


guide him in regulating his buying. | nate © ; | value of the sales, however. Mr. Shaw 
Mr. Shaw spent considerable time in | Striking examples Of what | states that salesmen are allowed com- 
investigation before adopting his sys- | mill supply distributors may | missions on all orders coming from 
tem, Which has been in effect since the | do in the way of spreading the | customers or prospects upon whom they 


vear. GJOSpel 


In a large book are kept account of 


stvles of the different items handled, 
including the dates on which such pur- 
made. When he 
memorandum from his stock clerk that 


tne supply ot 


| 
| 
| 
all purchases of the various sizes and | 
aie 
| 


por tance 


chases are receives a 


th is art ‘ele = 


a certain size or type of 
item is low and suggesting that it be 
replenished, Mr. Shaw consults his pur- 


taken late) 


chase record book and notes how sales 

in that particular tool or article of 

supply have been since the last pur- 

chase. If it has not been moving | that a 

well since that time, he will not order come from 
more. The stock clerk is guided simply at this tinie. 
by the fact that the supply seems rather 

low. The inventory shows whether the | cjqe, th, 

line has been moving sufficiently fast their storu at 


oO Warrant purchasing more. If over a . 
: “ ae P tunity. 
riven period this particular item does 


not move, the company takes means to ieee ae 
rid of it. At the present time Mr. Shaw is person- 
lly handling the but when he has the 
svstem operating efficiently, he will turn it over to a clerk. 

The Machinists’ Supply Co. 


card record which 


ret 


inventory book, 


also has an interesting 


stem serves the double purpose of 
giving the salesman a means of his 


keeping track of 
the 
king on sales to various customers. 


ard, both the 


istomers and prospective customers, office a 


One 
office 


and 
method of chee 
side of the which 


ma\ be used by 


and the salesman, provides space for the customer’s name 
nd address, and the name of the purchasing agent and 


superintendent, as well as for noting at what frequency 


calls are made and when catalogues have been sent. Space 








s also provided for recording calls by their dates, to- 
ether with anv worth while remarks concerning the 
Visits; and there is a column for notin the visit 
vas favorable or unfavorable by writing “ves” or “no.” 
\nother section of this side of the card provide s the 
means for noting monthly sales to the customer in com- 
parison with those of the vear preceding, Notations on 
these cards are made in the office from the daily report 
neets sent n b salesmen, showing those calle d o1 

les and remarks 

The other side of the card is for the salesman’s own 
perso} Ist On it are listed various supply house 
articles, with spaces for inserting the brands used by 


and the houses from which he is buying. 
Mr. Shaw, 


he house to keep track of the calls made by 


This 


enabies 


svstem is not new, according to but 


of dealer 
and in calling attention of cus- 
tomers to other matters of im- 
to be 
the tivo messages reprinted in 
which appeared in 
the April broadcast of the Ma- 
chinists’ Supply Co., Chicago. 
While concerted action may be 
on to spread the 
gospel of dealer dist ibution, 
it appears to “Mill Supplies” 
great deal of good will 
individual 


Ct cutie a will do it'eé ll to COM- 


ft ¢ asibility of te lling 


distribution | have called, whether the orders are sent 
in by the salesmen personally or mailed 
or telephoned in direct by the customer 
himself. In other words, salesmen are 
rewarded fully for all resultful efforts. 


found in 


SPREADS DEALER GOSPEL 


Two subjects of vital importance to 

| distributors in their relations with 
their customers are dealt with interest- 
ingly in the regular April broadcast of 

| the company. One tells the consumer 
how the supply house helps him to re- 
duce his overhead, the other is a plea 


effort Me ; : : 
’ for complete specifications in ordering, 
Supply house ‘ eae ' 

as an aid to the company in improving 
its service. 


“It is no exaggeration to claim that 


every Oppor- 


your supply house saves you rent, in- 
surance, payroll and stock deterioration 
expenses exactly in proportion to the 
use vou make of it,”’ one article states, and continues as 
follows: 


When you buy from a 


direct manufacturer, it is patent 
you must buy in larger quantity to make it pay, with the 
result that more space is required to store your purchas 


Multiplied to any extent, the savings you may make are 


nullifled somewhat by the rent of storage space required—an 
item soon of appreciable size. 

Then comes the need for protecting your stock against loss. 
This means that you would increase your insurance to cover 


your additional property. Not a large item perhaps, but 
chargeable against the saving of direct buying. 


Of course no stock room ever keeps itself in order, and 
vhen buying direct quantities will accumulate rapidly to the 
point where “storekeeping”’ payroll expense becomes anothe 
charge against the savings of direct buying. 

Unfortunately, stock of all kinds has a habit of deteriorat 
ng Rust attacks metal Fine tools lose their edge. Unless 
the “turnove rap t element becomes a distinct, costly 
expense hich added to, not infrequently, by the myste 
ou vs in which items get lost o isappeal 

In ex vs there peculiar paradox “Direct” buying 


anufacturers, while “hand-to-mouth” 


buying be calculated to meet present economic pressure. 
lirect buying tends to eliminate your supply house (the 
middleman), while hand-to-mouth buying establishes the posi- 
tion of your supply house as a sound economic factor. 

As a matter of fact, your supply house is more necessary 


to you today than ever before in history. It 


proportion to the 


saves 


you ex 


out of of profit 


small] 
convenience of its se 


more of 


pense fat margin 


fo. 


needs 


allowed the rvice. To serve you 


We urge you t 


better it your patronage. 
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Mee Built the Bri 
“ey! ff 


AD) x 
wear a column smOéth is as a day. 


Man builds his bridge to meet the 
hour’s need; its place where thou- 
sands pass, and when he builds a 
host of industries spring into line 
—great quarries, steel mills, giant 
shops, machines and men—and 
harnessing the power that drives 
the wheels—Cocheco Belts. 


Wherever ‘leather belts are used 
there is a place for Cocheco anda 
Cocheco belt for the place. Ask for 
the Belting booklet. 


I. B. WILLIAMS & SONS 


Dover, New Hampshire 
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think twice before giving the preference to direct buying of 
any item that we’re prepared to furnish from our stock at 
once in the exact quantity needed. 


URGES EXACT SPECIFICATIONS 


The article urging customers to be explicit in their 
specifications when ordering goods is entitled, “May We 
Suggest—To Help Us Improve Our 
as follows: 


Service,” and is 

In writing up orders please refer to our catalogue and 
see that specifications are as complete as possible. 

One of the most common reasons for delay in filling orders 
is caused by lack of complete specifications. A good example 
of this occurred recently when one of our customers sent in 
a rush order for drills, specifying straight shank carbon and 
calling for sizes running from 3/16 to 1 in. No mention was 
made regarding the length of the drills under 12 in., and 
since the customer located out of town and we could 
not get in touch with him, rather than hold up the order we 
shipped taper length drills on all sizes. 

Two days later we received a telegram instructing us to 
reship the sizes up to ‘2 in. in jobber’s lengths. If this in 

with the original order, con 
time and expense would have been saved. 
are certain conventions re 


Was 


formation had only been 
siderable 
There 


piven 


oO y 


Ra 


rding specifications or 


83 


lack of specifications that have come to be more or less recog- 
nized as rules. For example, it is generally accepted that 
drills, taps, dies and cutters are furnished in carbon unless 
otherwise specified. Also, orders for thumb screws and 
thumb nuts are filled in malleable iron unless drop forged 
or pressed steel is specified. Still another rule is generally 
followed regarding certain items. Some people call for 
round mill, half-round mill and square mill files, which, 
strictly speaking, do not exist, as the word mill actually 
specifies a shape and not a cut as used here. On these items 
the word mill is interpreted as meaning second cut. 

There is a good deal of confusion regarding wrench speci- 
fications. The manufacturers designate the different sizes by 
numbers and publish tables—reproduced in our catalogue— 
showing the actual openings and the size of bolt, nut or screw 
for which the wrench is intended. Nevertheless many call 
for a *s end wrench meaning *s in. actual opening, whereas 
ordinarily a wrench of 11/16 in. opening for a % in. 
would be Consult your catalogue. 
available. 


nut 
furnished. Extra copies 
Other distributors undoubtedly have experienced some 


of the difficulties outlined, as a result of incomplete 
specifications, and they, too, can broadcast to their cus- 


tomers an article of this nature, with beneficial results. 





National Pipe and Supplies Ass’n 


Will Hold Its Annual Convention in Pittsburgh in May 


The National Pipe and Supplies Association will hold 
its annual convention in Pittsburgh May 10th and 11th. 
Secretary George D. Mellvaine, 
plans, said: 

“The headquarters will be 
Pittsburgh, with 


writing in regard to 
convention 
at the William Penn Hotel, 


a two day session, two meetings daily, 





GEORGE D. 


M'ILVAINE 


rather than French Lick 
and White We decided to again make 
the experiment with Pittsburgh; first because it is the 
center of certain 
vitally 


a three day, such as we had at 


Sulphur Springs. 
industries in which members are 
because it is accessible 
by over-night travel from Boston on the east to St. Louis 
on the west and all intervening territory. This makes 
for a saving in both money and time, and should insure 
a large and representative gathering. 


our 


interested, and secondly 


“The first session will be open to all in attendance, 
including members, manufacturers and visiting guests. 
At this meeting short addresses covering the production 
end of the principal industries in which our members 
are interested will be given by leading manufacturers. 
These have always been interesting and instructive. As 
has been our custom in the past, we will also have a 
speaker of some prominence, who, in this case, will deal 
with some of the economic problems that dre now with 
us. This speaker will be Dr. Louis K. Manley, dean of 


1 


the school of business administration of the University 
of Pittsburgh, and we hope that he will have something 
to say that will be of interest to all. 

“The first executive session will be held on Tuesday 


afternoon, and executive 
afternoon Wednesday. 


visitors to 


sessions both morning and 
We will invite manufacturers and 

the opening of the second 
hear an address on certain 
phases of the credit situation by M. S. Jeffries, an officer 
of the National Association of Credit Men. At the con- 
clusion of this address, we will go into executive session 
for the rest of the day. 

“We 
of distribution for 1926, and the presentation of this 
report in printed form will be one of the features of 
the afternoon session, as it usually provokes an interest- 
ing discussion of volumes, 


join with us at 
morning 


day’s session to 


have made a very thorough survey of the cost 


costs and net profits, or, in 
some cases, the absence of profits. 

“While the headquarters will be at the William Penn 
Hotel, it is possible that some may find it desirable to 
make reservations at the Fort Pitt or Hotel Henry, both 
of which are close at hand and will give reasonable 
commodations.”’ 


ac- 


A large number of distributors and manufacturers art 
expected to attend the Pittsburgh meeting. 
will attend the triple convention in June 
present at this gathering. 


Many who 


will also be 


ea armen 
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ATLAS DUO-RAIL bears the burden in 


thousands of shops & factories 































HE ATLAS distribu- 

tor-representative se | I- 

ing plan builds up 
prestige and profit for the 
distributor. 


Potential users of carrier 
equipment are canvassed with 
powerful advertising pieces 
bearing the Distributor’s im- 
print; an intensive sales pro- 
motion program is directed 
against every immediate pros- 
pect: we extend every effort 
to make every possible sale 
for the distributor—and_ the 
distributor gets credit for the 
sale and earns a percentage on 
every sale made in his behalf. 


The 
ATLAS-CHICAGO 
COMPANY 
Division of Chicago Electric Company 
740 W. Van Buren Street 
CHICAGO 


1 “ATLAS DUO-RAIL is easier on the 
” back and easier on the owner’s pocket- 
a book.”’ 
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eventy-Five Year 


s of Development 


Vonnegut Hardware Co., Born in 1852, Has Adhered to Ideals 


of Its Founder, Clemens Vonneg 


Hardware 
mill 


The founding, in 1852, of the Vonnegut 
Co., Indianapolis, distributor of hardware 
supplies, was much like that of the many other splendid 
which resulted from the 
spirit of men in the middle of the last century—those 


and 


business houses pioneering 


men who braved danger and endured hardship to create 


a civilization in the great Central West. Similar to 


many other institutions in its start, the Vonnegut busi- 
ness early acquired characteristics of its own, due to 
the personality of its founder—and these traits have 


influenced its course more than might 
be supposed. 

Coming to New York in 1851 as the 
sales representative of a Dutch manu- 
fact velvet Clemens 
Vonnegut, Sr., enamored ot 
America, decided to follow the urging 
former who had 
Indian- 


soon as he decentls 


ribbons, 


urer of 
became 
of a schoolmate 
started a small business in 
and, as 
left 
manufacturer and started for the 
6,500 people that 


hoosier capital. Soon 


apolls, 


could, the employ of the ribbon 
raw 
village of 
} 


be tne 


Was to 
after 
ward the firm of Volmer & Vonnegut 
was doing a brisk business in vrocer- 
ies, dry goods, 


boots and shoes, hard- 


ware and tools, not to mention cheese, 
crackers and ale tor the country trade. 


In 1857 Mr. ali- 
fornia fever, and Mr. Vonnegut moved 


vot the ( 


Volmer 


the business into a modest building, 
from which it was later moved to 


constantly larger structures, until, in’ pyyj)yequt 


1898, the present building, consisting jyq from Top to 
of five floors and basement. was Byjlding at Mary 
erected. The house then had about , 


Sixty 


employes. 


Vonnegut, Sr. 


Warehouse 


one The B 


a passion 


No. 1, 


Clemens Was Idings | 
of those rare souls who had 
for hard work, 


always seemed to have the time 


Aside 
sely interested in education, physical train- 
all of these 1 
Kor 
Indianapolis school board, Vet he 
] 


seeking elect 


\ et 


outside interests. from his business activities, 


and to 


time. 


interests he gave 


nis twenty-seven vears he was 


a member of the never 


ion. He 


two, and for 


spent five minutes or five cents 


from business at the age ot 


until 


retired Sseventyv- 
1908, devoted 


lucation, meanwhile keeping constantly fit 


twelve years, his death in himself to 


the Cause ot e 
by means of gymnastics. 
As Clemens 


were 


Vonnegut’s sons grew to manhood the 
taken into the firm, and the business is today 
ay 


George Vonnegut, 
1921. 
Prinzler 
of directors, 


Vonnegut and 
having 


founder and Carl J. 


lin 
A ee 


Fran 
Vonnegut, 


sons oft t} e 


managed by 


Clemens died in Besides 


| 1 
the two there 


are now four grandsons the board and 


on 
another yvounger 


Vonnerut 


vice preside nt 


grandson is in the Frankli 


Vonnegut 


secretary-treasul 


business. 
president of the company, Erwin 


Vonnegut 


seventy 


and George 
From the little 
Vonnegut business has grown until today, in 


to its uilding, it o 


store of -five vears ago, the 


addition 


spacious store b two large 


Ccuples 





Hardware Co. 


> 
Bottom 


land 


Streets, Present Home. of Company, 


Are 


ut, Sr., and Progressed Steadily 


warehouses and is contemplating still larger warehouse 
quarters for the accommodation of wholesale customers. 
The company carries 235 on its payroll. Of 
these, two have been with the company more than fifty 
vears, one more than forty-five, six more than thirty-five, 
than thirty, eleven more than twenty-five, 
fourteen more than twenty and twenty-five more than 
fifteen vears. The company 
the field. 

The 


persons 


one more 


has seventeen salesmen in 


Vonnegut Hardware Co. carries hardware, sup- 
plies and tools for mills and factories, 
foundries, machine shops and contrac- 
The _ oldest used by 
Clemens Vonnegut, (which in- 
cidentally, were taken care of by him- 
self, personally), have entries made by 
him 1854 and 1859, in his 
Spencerian hand-writing, which 
show that the mill supply department 
Was an important part of the business 
from the beginning. 


ledgers 
Dr., 


tors, 


between 
fine 


The company is one of the charter 
members of The National Supply and 
Machinery Distributors’ Association, 
and was represented by its president. 
Franklin Vonnegut, at the first 
ing in Cleveland. 
secretary-treasurer, has served on th 
executive board and was a directo 
ot the association for many vears. 


meet 


It is the company’s constant aim t 
carry everything in the line of hard 
ware 

Read- Which demand 
Proposed diversified and 
Missonri 2Yadually developed 


1+ 


can be 
ample 
for it 


Views. 
stocks have 


and this axiom 


Wea vy, 2 You Can Get It at Vonnegut’s.”’ 


in Indianapolis. 


echouse 

Along with a progressive spirit, thi 

organization inherited 

founder a passion for “doing it right or leaving 

This spirit is the outstanding characteristic of the 

It has | ht the organization through halt 

dozen periods of hard times—and carried it through wit! 
a constantly growing prestige. To this inherited idea 

“do it right 


has 


yroug 


ness. 


or leave it alone” 


Of Its success. 


the sturdy ideals of ont 


seventy-five vears of thi 


This is a brief story of how 
extended over 


man have been 


stress and storm of business life, constantly pulling tha 
business forward, always holding 


organization and those who buy from it, event 


in the 
enabling 


courageous institution. Such a_spirit 


George Vonnegut, 


the loyalty of thos 


for which there is a eall, or for 


created. its 


which has been adopted as a slogan: 


from its 
it alone.” 
bus1- 


may be attributed much 


ually 
it to develop into a successful, progressive and 


permeating a 


organization is what vou will find if you look well unde 


the 


Over 


surface of almost any business which is 


two or more generations of ownership. 


In observance of its seventy-fifth anniversary th 
Hardware Co. is planning a large special 
month of May. 


jovying 


Vonnegut 
the The company reports that 1 
with 


state, and that the prospe 


during 


at present en steady trade manufacturer 


locally 


for continued good business are 


and elswhere in the 


encouraging. 


successfu 





















"THE ORDER HAS 
BEEN PLACED” 


The Order the 
Competition Landed 


The salesman quoted last week’s market price. 


This week’s price 5%c lower was quoted by 


competition. They got the order. 


The salesman was not altogether to blame. 
It was tedious to insert new sheets in his 
overloaded binder. He tucked the new price 
sheet in its place. It failed to stick—compe- 


tion got the order. 


Kalamazoo catalog covers are not over- 
crowded because you have an expansion pos- 


sibility of over 600%. 


Salesmen will make price changes because it 


is just a 10-second operation. 


Sheets are not lost because they are locked as 


securely as in a bound catalog. 


Be sure your salesmen are getting an even 
break—it will be worth your while to inspect 
Kalamazoo catalog covers. Samples sent u»on 


request ° 


KALAMAZOO LOOSI 


Factories at 


LEAI 


Kalamazoo, Mich., and Los 
Sales Office 


BINDER COMPANY 
Angeles, Calif. 


in Principal Cities 
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a sLAMAIO 








LOOSE-LEAF-DEVICES-AND 
ACCOUNTING-SYSTEMS 
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Why sebille trucks? 


Why should your truck customers waste 





time—and money—nursing flock 
of colicky trucks? 
What good is a truck that is on the sick list 
when it’s needed? 


along a 


Anchor Trucks feel bully morning, noon 
and night. Made of steel throughout. Have 
no wood to splinter or break. Only a few 
parts—practically nothing to get out of 
order. ‘ 

Made in a wide variety of types and sizes. 
Write to us for complete information and 
a copy of Catalog 102. 


ANCHOR POST FENCE COMPANY 
¥. 


9 East 38th St., New York, N 


NCHOR 
ASteel 
TRUCKS 
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Arouse Enthusiasm for Specialties 


[t Helps Salesmen to Sell Them, 


Says Writer, Makes Them Better 


Representatives and Does Not Minimize Sales of General Lines 


E. J. HEIMER 


Secretary and Sales Manager, Barrett-Cravens Company, Chicago 


Did you ever watch the hawkers who sell toys on the 


streets during the holiday season? Poor old birds, most 
of them, but they have the divine spark of enthusiasm, 
and doggone how they do sell the stuff! 
old wreck, 


fine, 


If a bleary-eyed 
what can a 
clean-cut mill supply salesman accomplish when he 
acquires enthusiasm? 


plus enthusiasm, can make sales, 


As a manutacturer of equipment that can be 


fully sold through mill supply houses, my 
house and its salesmen is tc 


Success- 
advice to the 


pick a good specialty and get 





Lift Truck 


Facili 


ltates Loading 


al worked up ove 


r it 


Then there will be 


congratulati 











Ms 
ae : 
all along the line over favorable results. 

Too many salesmen today are merely “living indexes 
for the catalogues they carry in their bays. Due to the 
varied and multiple lines of equipment listed in the cata 
logues, it is a physical and mental impossibility tor then 

become thoroughly versed in each natural re 
rom a ns 1"¢ rence ) ! Val ] ( ind ¢ 
Ne Ww ( mM ~ (‘¢ ( 

Often t] N\A a 

y 
1 ) Wh © Sol ( i ap 
i ( ] es VICK yr 
t ! \ y up that ! 
; 
( 1 es rT ¢ slasn Vill enable C Salt 
lal Oo ou na 1 ) t¢ I] Ee) 1? } 
: 

indable manne} 

. . ie gale a7 ‘ ill 

Our experience in selling our equipment to mill supply 
houses has been broad. Investigation proves that those 


mill supply houses selling a goodly portion of our equip- 
ment usually do so through the efforts of one man. When 
that man leaves an organization, the sale of our equip- 
ment through that house falls off heavily. Why is that? 
Further investigation indicates that this particular man 
has a keen liking for our equipment, is thoroughly sold 
on its accomplishments, and consequently has the divine 
enthusiasm which him to out 
successfully sell it over and over again. 


spark of enables go and 

In inquiring as to whether the sale of our equipment 
has in any way diminished his orders on the general run 
of mill supplies, we have found that it has not, but, on 


the contrary, has helped him materially. Instead of 


going into his prospects’ offices and inquiring whether 
they are in need of anything today, this man is fully 
imbibed with all the necessary enthusiasm to sell ma- 
terial handling equipment. He doesn’t talk about mill 
supplies in general, but tells of his latest discovery, the 
savings possible through the use of lift-trucks or port- 
able elevators. Then follows the perusal of our catalogue 
showing installations of the equipment in plants similar 
to the prospect’s, with the salesman indicating here and 
there where a saving can be made. Very often a sale re- 
sults, not necessarily on the first or call, but 
ultimately. On each of these calls, the general or aver- 
age mill supply order is secured and the prospect is left 
with a vivid and thoroughly impressed idea as to what 
that specialty will produce for him in the event he 
stalls it. 

Now, don’t you see, 


second 


in- 


it takes the mill supply salesmen 
out of that garden variety presentation, and makes him 
a specialist—a man who knows his stuff and can sell it, 
merely who is handling a general 
meager knowledge of it. 

The wonderful part adopting specialties and 
having the men push them in preference to the general 


not one line with 


about 


line, as a sales presentation or opening introduction with 
the prospect, is that there are available sufficient of these 
specialties for any and all mill supply houses to keep 
their salesmen busy. The majority of them are sold to 
the very prospects on whom your men now call. Hence, 
their acquisition to your present line seldom increases 





Mo TNY a Big Load Easily 


‘ 


the selling cost, other discount 
in as his commission, and 
le the remaining discount on 
you see that it is “velvet?” 

Still another thing in favor of the specialty is that 
often it is not no investment of 
any sort is required and literature and sales helps are 
furnished gratis, including proper supervision, 
available from the district sales managers of these spe- 
cialty manufacturers. There are some mill supply houses 
which have tried this plan and found it highly success- 


than the portion of the 
that the salesman participates 
the office overhead. Wh 
the order may be small, don't 





necessary to stock it, 


sales 
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ful, and it is now a permanent and important part of this article. 


I don’t need to, because I am quite sure 
their sales programme. 


that once you grasp the idea you can do the necessary 
One particular mill supply house has perhaps gone a work to fit it to your organization. 

step farther than any other in this direction. Its plan 

brietly is this: os aetna fied 7 Se 
Twelve major Spe cialties have been selected for con- HOW DIS AS] ER A\ AS A\ ER ] ED 


centrated effort. Twelve men constitute the sales force. 


<P « 


Three Heroes and Fire Extinguishers Saved Eastern 


man concentrates on a particular specialty this Cities From Possible Destruction 


Next month he takes another specialty, and so tp 4 
Over a period of twelve months each of the twelve How perhaps thousands of lives were Saved and 
5 ie eles « fall month to concentrating on one millions ot dollars worth ot property damage in Brooklyn 
he twelve specialties, and each of the twelve terri- and New York averted by the heroism of three firemen 

and the use of fire extinguishers just prior to the signing 
of the armistice in the world war has just been told by 
the Pyrene Mtg. Co. 

The submarine O-5, lying in the basin in Brooklyn 
navy yard, caught tire. She was loaded with munitions, 
awaiting orders, and in such proximity to a supply of 
T.N.T., just outside the navy vard, that an explosion ot 
the submarine would undoubtedly have set off the T. N. T. 
Water in the presence of battery chemicals would have 
been as dangerous as gasoline, so a call was sent in for 
Rescue Squad No. 1 of New York. Equipped with gas 
masks and other smoke combating devices, and com- 
pletely insulated against the network of “live” wires in 
the ship, Lieutenant Francis Blessing, Thomas B. kil- 

ft Truck bridge and John W. Donohue entered the dense smoke 
of the after hatch, and penetrated their way, with the 
work on each of aid of flashlights, to the second compartment, where they 
found that its men Were greeted by a mass of flames. 
of the twelve major They held a rubber blanket over the entrance to the 
curing considerable ad- compartment, leaving but a small opening. Through this 
business, which previously went to other houses. breech they shot the contents of a number of Pyrene 
i \ i the general mill fire extinguishers. The extinguishers made so much 
atter instead has headway against the fire that men could soon reach the 
ammunition lockers below and bring up the explosives, 
n- One by one, until the danger had passed. 
ales department aa 
conditiors cannot be so 
iles departments. (. A. Moore Named President 
vy houses would John F. Schurch has retired as president and been 
conditions are different, made chairman of the board of directors of Manning, 
ing to this business Maxwell & Moore, Inc., New York, and Charles A. 
he wrong attitude, Moore, Jr., has been elected president of the company 
» you start. Human to succeed him. Mr. Moore is the son of one of the 
world over. The founders of the company. He was graduated from Yale 
he most likely in 1903 and immediately became associated with the 
company, but did not devote his entire time to the 
another sales business until 1919. For the last three vears he has 
a definitels been a vic -president of the company. John D. Nicklis, 
ution. All that a sales manager of the railroad and mill supply department, has 
her people is a nucleus, an been elected a vice-president of the company. 
ve got to 1 > that germ Pe ae 
disease of the idea gets 
Machinery Figures Given 
Establishments engaged primarily in the manufacture 
of metal working machinery reported for 1925 the pro- 
your solution duction of such machinery to the value of $117,891,697, 


¢ 


of parts and attachments $32,603,289, and all other prod- 


hat with- 


+ 


salesmen in Louis- ucts (including amounts received for contract work and 
f, dumb and biind repairs) $25,097,502, making a total of $175,592,488. 


equipment and what 


These figures are given by the Department of Commerce 
*n time and thought and are based on data collected at the biennial census 
iness, and have made’ of manufacturers taken in 1926. Of the 378 establish- 


fr 
ob 


themselves on those nents reporting, 93 were in Ohio, 37 in Connecticut, 
yusiness has continued in Massachusetts, 34 in Michigan, 3 


3 in [linois, 30° in 

if the staple stock Pennsylvania, 26 in New York, 20 in Wisconsin, 12 in 
j lost instances Indiana, 12 in New Jersey, 8 in Rhode Island, 6 in Ver- 
mont, 5 each in California, Kentucky, Minnesota and 

New Hampshire, 4 in Missouri, 3 in Maryland and 1 each 


in Colorado, Delaware, lowa and Nebraska. 
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Timken Tapered Roller Bearings 
Steel Side Plates 

Chilled Tread Wheels 

Steel Equalizing Pin 

Steel Hanger Plate 


Quawnhn = 


Steel Hook, Drop Forged. Heat 
Treated, Proof Tested 
7 Steel Drop Forged Cross Head 
$8 Safety Load Chain Guard 
9 Steel Load Wheel 
10 Oil Tubes 
. 11. Main Driving Spindle and Pinion 
4 12 Bronze Bushed Load Sheave 
13. Ball Bearing Driving Spindle 
14 Steel Suspension Plates 
1S Non Fouling Hand Chain Guide 
16 Gear Cover, Extra Heavy 
17 Special Analysis Steel Chain 


a3 18 Steel Hook, Drop Forged, Heat 
gy Treated Proof Tested 


Detachable Steel Coupling, Drop 





C& ‘ 


oe 
bee 
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Forged 
~~ 20 Ball Thrust Bearing on Bottom 
= 4\ Swivel Hook 
: = 21° Oil Cups Spring Cover in All Oil 
# Holes 
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ewell Belting Company to Retire 


Hartford Firm Expected to Restrict Operations Gradually and 


Finally Sell Out as Going Organization—No Financial Troubles 
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The Jewell Belting Company, Hartford, Conn., one of 
the oldest leather belting companies in the country, plans 
to retire from business at some date not yet fully deter- 
mined upon. While the stockholders took no action on 
the proposal to liquidate the company’s affairs at their 
April 4th meeting, it is understood that the directors 
have a plan of action which will gradually restrict opera- 
tions, liquidate present inventories and in the end result 
in a sale of the company as a going organization. The 
plant may be sold for purposes other than the manufac- 
ture of leather belting, although officers and directors 
are said to be actually negotiating with certain interests 
in the leather belting manufacturing business. 

The following notice has been sent to customers by the 
Jewell com- 
pany: 

“Our direct- 
ors have de- 
cided upon the 
liquidation of 
this company, 
subj ect, of 
course, to a 
vote of ap- Pes 
proval of our 4) ~ 
stockholders, 
but it will nat- 
urally 
time to 
accomplish 
this; in the 


take 


some 


meantime, Wwe 
shall continue to serve our Customers. 

“Orders will be accepted and filled promptly as usual, 
in spite of all rumors that you may have heard to the 
contrary, and it is our hope and expectation that all those 
who have favored us with their business in the past will 
continue to send us their orders for leather belting, lace 
leather, etc., and such co-operation on the part of our 
friends will be thoroughly appreciated. 

“We expect that our factory will be operated during 
the balance of the vear; but due notice will be given to 
all our friends whenever it shall be decided to discontinue 
manufacturing operations. 

“We thoroughly appreciate the lovalty our patrons have 
shown us during the many vears that this company has 
been in existence, and we shall hope to enjoy a continu- 
ance of their patronage as long as we may be in busi- 
ness.” 

Failure of the stockholders to take formal action on the 
liquidation proposal at their April meeting is not con- 
sidered a reversal of opinion, but as a further indication 
that the liquidation plan is not a matter of urgency. 
The only formal action taken at the stockholders’ 
ing was the re-election of all directors, 
elected all officers with the exception of 
Bingham, who was vice-president. 
presented the 


ing current assets of $625,637 and fixed assets of $752,973, 


meet- 
who in turn re- 
Kdwin H. 
President C. L. Tolles 
balance sheet, as of December 31st, show- 
after reserves for depreciation amounting to $338,049. 
The current liabilities were reported as $31,976. The net 
worth of 3,530 shares of preferred stock outstanding and 
10,000 shares of common stock, par value $50, was given 
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Jewell Belting Company Plant in Hartford, Conn. 


as $1,846,633. The stock is held by old Hartford families 
and has been in the same hands for many years. Com- 
pany officials emphasize the fact that the proposal to 
liquidate was not brought about by any financial difficulty 
or obligations to creditors, since the company has no 
indebtedness at the present time (all current liabilities 
having been paid since December 31st) and has an ample 
stock of its own tannage of leather in its plant to care 
for all orders. 

The present plant of the Jewell Belting Company, at 
Oakwood avenue and Tolles street, Hartford, was begun 
in 1919. The site, covering about 22 acres, together with 
building and equipment, represents an investment of more 
than $700,000. The main building is 271 feet long, 

60 feet wide 

and four sto- 

ries in height. 

The machine 

shop, carpen- 

ter shop and 

build- 
is two 
high 
and measures 
100 by 60 feet. 
There are 2a 
One - STOTT Y 


storage 
ing 
stories 


] 
ay 


leather storage 
building and 
hide cellar, 
i222 by 10:0 
feet; a tan- 
nery of two stories, 90 by 60 feet; a one-story boiler 
house and a garage. The company has tanneries in Rome, 
Ga., and agencies in New York, Chicago, Boston, San 
Francisco, Cincinnati, Denver, St. Louis, Havana, Pitts- 
burgh, Detroit, Salt Lake City and Birmingham. 

This old company was founded in Hartford about 1848, 
by Pliny Jewell, who moved to Hartford from New 
Hampshire. His grandfather, Ashael Jewell, had been 
a tanner as early as 1750. At that time he lived in a 
little log cabin on the banks of the Ashuelot river, where 
Winchester, N. H., is now situated. 
was done by hand, and although his tools were primitive. 
his natural skill was such that 


Most of his work 


he earned a reputation 
and became the village tanner. His son, Ashael Jewell, 
carried on the business and taught Pliny Jewell the 
family trade. 
The first Jewell Hartford was in an old 
barn. The Jewell company soon found its first building 
Later it took a 
site on Trumbull street and erected a plant, which it 
occupied until its removal to the present location in 1919. 
The Jewell family always took an active part in the 
affairs of the community and state. Marshall Jewell, a 
son of the founder, was for three vears governor of 
Connecticut and minister to Russia under 
Grant. 


factory in 


too small and moved to a larger place. 


President 
The present corporation was chartered in 
organized April 16th, 1883. Charles L. Tolles is presi- 
dent of the company, Edward J. Pearson secretary and 
treasurer and H. E. 
sales manager. 


1880 and 


Hitchcock assistant secretary and 
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rer “Here’s the best 
little time saver you ever 
saw. Bristol's Belt Lacing 
mends a broken belt quickly 
and outlives the best belt 
made.”’ 

















The safe workman When a belt breaks, simply square up 
is a fast workman the ends and butt them together ona 


block of wood. Drive the fasteners 











The worker standing on a Dayton Safety Ladder through, turn over and clinch. It's 
has n ipping or illing. le 1 both : . ss ‘ 
PO at ie tte. <nemitie the simplest mcthod, for Bristol sare 
| applied with a hammer; no expense 
He can : overhead or extend his hands to h for special tools or machincs. 


Bristol's belt lacing is made ina stries 
of sizes to ioin ali kinds 
and thicknesses of 
bclting. 


AYTON 


SafetyLadder | 





In stock at most mill 





supply houses; if yours 


| ’ : ’ 

= docsn’t carry Bristol's, 

The Da ladder—stands four : . 

square Raat tesa wotiy staal ac write us direct. 
| ad, D C 1 WitCrl § 1; TOQ | 
| “ > 

ind trusses. Cannot tip, collapse, sway, slide, or 
i ‘ : ee a ee ee . - |. . , 
| wabble, yet folds compactly when not in use. The Send for latest belt 

solidly braced platform, with high guard rails, 


lacing Bulletin No. 722- 
H. The Bristol Com- 
pany, Waterbury, Conn. 


affords ample foot and tool room for two men. No 
lost time going up and down the ladder for tools, 
no slowing up on account of uncertain footing. 1 Hammer is all 


you need 


BRISTOLS 


Orr rrr 


The Dayton Safety Ladder Co. vice lh a 


eens ees || BELT LACING 





Dayton Safety Ladders are made from steel braced 
aeroplane spruce, in sizes from 3 to 16 feet. They 
are reducing accidents, speeding up work, cutting 
maintenance costs in modern plants everywhere. 
They will do the same for your plant. 


Write for complete informa- 
tion. No obligation. M.S. 5. 
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entury and a Quarter in Business 


Wm. Bb. 


Seaife & Sons Co., Which Was Born in 


1802 and 


Made 


Sponge Buckets for Artillery in War of 1612, Has Developed Steadily 


One hundred and twenty-five years of continuous 
service under the guidance of one family is the record 
of Wm. Bb. Scaife & Sons Co., Oakmont, P manufac- 
turers of range boilers and high pressure tanks, which 
is this year observing its “birthday.” 

The founder of this company, Jeffery Scaife, emigrated 
from Cambridge, England, to Philadelphia in 1789, when 
this nation was in its very infancy. In Philadelphia he 
learned the trade of tinner and manufacturer of 
japanned goods, with Thomas Passmore, on Market 
street, finally becoming foreman of the shop. 

In 1801 Mr. Scaife moved to Pittsburgh, and the year 
following, in 1802, he opened a shop to produce copper, 
tin, sheet iron and japanned wares, and this shop was 
the birthplace of Wm. B. Scaife & Sons Co. Associated 
with Jeffery Scaife at this time were his uncle, William 


business, assisted by his sons, James Verner Scaife and 
William B. Scaife. In 1892 the works were removed to 
Oakmont, Pa., twelve miles from Pittsburgh, the offices 
remaining at 119 First avenue, Pittsburgh. In 1901 Wm. 
B. Scaife & Sons Co., a New Jersey corporation, with 
paid-in capital of $850,000, succeeded the old co-partner- 
ship, the officers being: Charles C. Scaife, president; 
James Verner Scaife, vice-president; Charles C. Scaife, 
Jr., secretary, and William B. Scaife, general manager. 
Charles C. Scaife, Jr., was the third son of Charles C. 
Scaife. He died November 13th, 1915, and a few weeks 
later, on December 31st, his father passed away. 

As a result of the two deaths, new officers were chosen 
in 1916 and were as follows: James Verner Scaife, presi- 
dent; William B. Scaife, vice-president and general man- 
ager, and M. M. Frey, Jr., secretary-treasurer. The 
Pittsburgh of- 





Gazzam, and 
William  Bor- 
rett, who later 
became his 


father-in-law. 

In 1810 Mr. 
Scaife had be- 
come sole pro- 


prietor of the 


business, «and 
his shop was 
situated near 
the southeast 
} t ! Li 
n Market 
1 
ki i I 
; 
\\ \' Db. es 
\] \\ \\ 
Ky } A Tit an 
‘ ! Wm. B. Sca S | 
( ) re 1K en F) I w | 
‘ 1 Water stree Mr. Scaife’s partners retire: 
ron ne Usiness in 1838 and the name was changed 





In 1849 it was again a partnership, 
nown as Scaife & Atkinson, 


place of 


tinners and brass founders, 
125 First street. 


the name was again changed, this time to Scaite, 








with the business at 


Atkit 
son & Okely, Captain James Atkinson and John M. Okel) 
being small partners. 

William bh. Scaife took over the business in his own 


name in 1853, and in 1857 added the manufacture of iron 
and corrugated iron, the works being lo- 
cated on both First and Second streets. In 1871 the busi- 
known as Wm. B. Scaife & Mr. 
Scaife’s sons, Oliver P. and Charles C., being admitted 
to the firm. William B. Scaife died April 2nd, 1876. In 
January, 1891, Charles C. Scaife purchased the interests 


roof frames 


ness became Sons, 


of other partners and assumed sole management of the 


SEERA . as anes ar Soy ee RT aaa 





fices were at 
221 First ave- 
nue, which, 
however, was 
on the same 
site as the old 
number. In 
PSA the 
Pittsburgh of- 
fice Was moved 





te) the First 
National Bank 
building, and 
he corpora- 
a 
N ¢ 
(*() 
; 
( 
vities ; : 
\\ Borre hel law J : 
nde} e ¢ he latter's as ( s 
ness was started. In 1923 the officers were the same as 
in 1917, except that E. M. Verner was secretary. The 
manufactured products then included tanks for air, s 





boilers, water filters and sotteners 


nd liquids, range i] 
William B. Scaife died March 30th, 1924, and the 
officers in 1925 were: James Verner Scaife, presi- 


dent; Alan M. Scaife, vice-president, and M. 
or, treasurer. These 


M. Frey. 


secretary and are the present 


officers of the company. The executive offices ar 
now in Oakmont, but offices are also maintained in 
the First National Bank building, Pittsburgh; at 38 


South Dearborn street, Chicago, and 25 Cortlandt street, 
New York. In 1927 work was completed on a factory 
addition at Oakmont, covering almost an acre and greatly 
increasing the company’s capacity for the manufacture 
of range boilers and high pressure tanks. 

In commemorating its anniversary, the company has 
issued to the trade a handsomely engraved card with the 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 
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SIS 108 Washington St., New York 
FREES 
%\ Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: 
4 Cleveland: Auditorium Garage Bldg. 














“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 


° It 
Carriage Bolts Specials ea “es 
Plow Bolts a — tove s 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 





New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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following inscription: ‘1802-1927. Wm. B. Scaife & 
Sons Company announce the one hundred twenty-fifth an- 
niversary of the establishment of their business and avail 
themselves of the occasion to extend to their friends best 
wishes and assurances of sincere appreciation of cordial 
business and personal relations. J. V. Scaife, President, 
tth Generation. A. M. Scaife, Vice-President, 5th Gen- 
The announcement 
offices in Pittsburgh, Oakmont, New York and Chicago. 


eration.” also lists the company’s 


05 





One hundred and twenty-five 
under the control of one family 
record that has been attained by 
of the industrial and mercantile 


years of business life 
is a long span and a 
but comparatively few 
houses of the country. 
It bespeaks the foresightedness, business sagacity and 
integrity of those who have been at the helm from the 
beginning to the present time, and the company and its 
officers are to be congratulated on the organization’s long 
and meritorious career. 





Dealer Aids Hand- 


J. D. Nieklis Outlines Distributors’ Case in 


to-Mouth Buying 


Article in “American 


Machinist” and Blames Irresponsible Houses for Price Cutting 


That hand-to-mouth buying, so prevalent now, and the 
supplies go that the 


“middle- 


distributor of hand-in-hand and 
business is in 


avoided by 


dealer in the supply no sense a 
but rather 
usefulness to the user of 
by John D. 
Maxwell & Moore, Inc., 
railroad and mill supply 
article, “The Dealer’s Place in the 
Present Development of Distribution,’ in the April 14th 


man.” to be consumers, an 


eCO- 


nomic asset, increasing in 
interestingly set forth 
Manning, 


manager of the 


supplies, are facts 
Nicklis, vice-president, 
New York, and 
department, in an 
issue of the American Machinist. 

Mr. 


ness has suffered 


Nicklis asserts, furthermore, that the supply busi 


greatly during the last year from the 


competition of certain dealers, who, by reason of low 
verhead and small stocks, can afford to undersell the 


legitimate dealer who provides quality merchandise 
service, quick delivery and the assurance of fair dealing 
vith a house that has a reputation to uphold and a future 
to build on the basis of square dealing with satisfied 


ustomers. 
Mr. Nicklis this material from 
‘ticle being re-printed through the courtesy of the 


{merican Ma 


continues as follows, 


chinist: 


PRICE CUTTING BENEFITS NO ONE 


The result n orgy of price cutting which benefits no 
one, orking a hardship on the dealer and leading the 
consumer no ere Present price are inadequate to make 
= pace liae, At ie pea ee oe, 
OUSING n ome UpPPpPIV Ne pronta le tol le deaiel Who 
has a high sales expense. And this dealer is beginning: to 
weed out his stocks and to carry only those supplies on which 


e can make a profit commensurate with his investment and 


effort. Lines that are kicked around among nondescript 
lealers are the ones that will eventually be without any kind 
of representation nd then the buyer will discove how 
dificult and expensive it is to get them “direct from 
manufacture} 

Take the case of the small tools used in every machine 
hop. A manufacturer needs a certain number of taps, dies 
vacksaw_ blad ind files to complete his equipment for a 
certain rush job. He goes to the dealer in his territory and 
gets them thout trouble, thout delay, and at a fair price. 

Suppose he had to send to four different manufacture? 
n four different localities, wait for four different lroad 

leliver them—and in the end he will pay only a little 1 


» would have paid to a dealer. 


lows vice worth the delay and inconvenience? According 
8) moder? gehly efficient production method 
economical? 

The diversified and complete line of 1 vanienl good 
catalogued by lealer makes it possible to purchase a larg 

ortment of miscellaneous items from one cen ] sources 
Group buying recognized as the mo n, efficier n 
econon ent buy n¢ method be uxt I labo. I eX pe 

ithin the buyer’s organization n reducing clerical out] 
and accounting. In group purchasing there is also a decid 

ng in packing and shipping charges, over miscellaneou 


number of different The labor of 
ing up the order 
mis-shipment eliminated. 


checking 


buying from a 


follow 


sources, 
greatly reduced and the chance of 
Unpacking expense is lessened and 
in the receiving department expedited. 

FORCING STANDAKDIZATION 


a 


is concentrating 


Hand-to-mouth buying is forcing standardization upon the 
Instead of ecarryi multitude of 


styles of supplies, the 


dealer. ng a sizes, types ar 


tools and shop dealer 


on those articles that are in more general use and, therefore, 
ater Restriction of by dealers to 
that offer the quickest turnover st margin 
of profit something shop executives an 

] 


consider. It will have 





~d and lines carried 
aemand, ne earried 


and great 
d 


tha 


purchasing 


agents must a far-reaching effect on 
their businesses. 


Hand-to-mouth buying is misnamed. It is an economical 





system, because !t permits of closer estimating on specifica- 
tions for special work. It eliminates large inventories and it 


the danger of over- 
consumption. 
a manufacturer buy more than ordinary require- 
many 


affect its 


relieves the purchasing department of 
buying of supplies in 
Why should 
ments 


business 


quantities based on past 


unforeseen thi 


efficient and 


when so 
and 


ngs can enter into a 
profitable conduct 

A USEFUL MEDIUM 
All this serves to emphasiz the inc 
He 


diversified 


easing usef 
takes all the chances, as it were, in carrying 
stocks of merchandise, relieving the 


of the necessity of tying up capital in large quan- 


tities of supplies. The dealer is usually centrally located 
in a large industrial district, and he covers a wide territory 
vith a frequency that is a great advantage to the buyer of 
his stocks. He can make quick deliveries, and this is one of 
the most powerful arguments in favor of his existence. He 
is familiar with the financial stability of the buyers in his 


territory, and this saves the manufacturer of supplies the 


and maint: lat 





trouble expense of ‘ining large cr fac es 

There are many other factors which enter into tl s 
cussion, but it is the general conclusion that hand-to-mout 
buying and the dealer go hand in hand in the present scheme 
of distribution. One is as important and as necessary as 
the other, although it cannot be said that ng 
without the other. Each is a practical mical 
factor that must be accepted as fitting into the in 
development of the country. 

Manufacturers who use supplies carried by the dealer mu 
ealize the economy of the system and. shoul 

| effort to give better merchandise, bette : Vice 


prices. The last is the present bone of contention, 


but it can e sily be settled by assuring the leg timate ( 
his proper place in the present industrial program 

Price cutting is the result of unfair competition, but it car 
be curbed by allowing the dealer a fa margi : p 

! by eliminating that clas f dealer who guarantees 


nothing and furnishes little more. 


It is noticeable that the subject of dealer dist ition 
is receiving more and more prominence, and that not to 
the detriment of mill supply honses, but rather to their 


advantage. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
lhe seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


| VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
j 


4 2 in The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


Bos. a.vocen company 


Wilmington, Delaware 

















The ROYERSFORD 
PRODUCTION VISE 


(Pat. Applied For) 






MO fa 


Simple and positive. Locked or released by merely lowering or raising 
the handle. 
Advantages 


A saving in time over the common jack screw type conservatively figured 
at 75%. 


A saving in initial expenditure over an air vise of 50%. 


A saving in set-up time, as this vise can readily and quickly be moved from 
one machine to another. 


We Suggest that Dealers Write Us 


Royersford Foundry & Machine Co., Inc., Box S, Royersford, Pa. 
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The Standard Electrical Tool Co., 
1946 West Eighth street, Cincinnati, 
is manufacturing a new combination 
grinder and buffer. This new ma- 
chine is made in four different sizes, 
ranging from one-half a horse-power 
\ The shaft 
is made from high grade nickel steel. 
Three SKF ball 


ip to three horse-power. 





bearings 





are ¢im- 
OR 
rs |  eenenee oan 
a 7 
oo 
' 
piove n l the shaft. Phe 
ry Y)} ( \ } 1 Guic 
l ? ) \ } wl } 
housi} 
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1 
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Which is of str 


The 


semi-stec 


aster is featured by improved ball 
race construction. Two machined 
ball race grooves take the load and 


make swiveling easy, the manufac- 
filled with 
steel balls 

five-eighth-inch balls in 
raceway thirteen in 


an eight-inch 


turers state. They are 


large diameter chrome 
twenty-four 
the 


the 


outer 
inner 


and 
raceway of 


caster. The balls are kept separated 
and evenly spaced by a retainer. A 
third machined ball filled with 
sixteen balls, takes the radial 
load when swiveling. The 
which are now ready in sizes 6 to & 
inches, types of 


race, 
steel 
casters, 
made in 


are two 


roller bearing wheels, one provided 
with alemite lubrication and the 
other with an automatic. oiling 


wheel. 


Bonney Forge & Tool Works, Al- 
Pa., is out with two new 
wrench kits. No. 4 kit, which is 
sample kit, 


lentown, 


a 
tains wrenches of the 
double-end type, but which vary 
from the conventional 
wrench in that the jaws 


. el oll 
rignt-angies to 


open end 
are al 
The kit 
the most popu- 
No. 
miniature 
There 


wrenches with 


ie handle. 


consists of 


three of 


lar size right-angle wrenches. 


1 1: ; : 
<0 Kit contains a set ol 


chrome vanadium wrenches. 


five double-end 


are 


ten openings, varying from 3/16 to 





15/32 inches. Wrenches in both sets 
are neatly pac ced in | here e rolls 
ble 
‘ } 
T Ey. 
TI] 
i 
out 
. 
‘ 
\ 
now! 
Speed 
val No. 
280. The 
} | 1] « , 
( Is equ ) 1 WW nN aril saw 
rinder, buitel nd seratch brush, a 
motor stand r bench use and a 


handy carrying kit. The entire kit 


complete weighs eight and one-half 


pounds. The saw rips and cross-cuts 


in wood up to one inch and the drill 


l 
in steel up to one-fourth inch 
wood to one-half inch. The 


shop, garage or 


works 
and in 


used in 


set may be 
home, 
The Timke Rolle r Bearing Com- 
Ohio, built 
the largest bearings 
that 
have a 


Canton, 
shipped recently 
ever 


pany, has and 


made by organization. 
bore of 42 
diameter of 
30 r.p.m., they 
2,750,000 pounds. 


These bearings 
inches and an outside 
61 9/16 inches. At 
have a capacity of 





Each bearing weighs 4,125 tons. The 
bearings will be installed by the 
Allis-Chalmers Manufacturing Com- 
pany in a plant manufacturing port- 
land cement, in a mill which has a 
diameter ranging from 10 to 9 feet, 





is 45 


feet long, and is 


used to take 
clinker from the i 
grind it to finished cement in 
The tapered construction 
of the bearings permits the carrying 
of all loads 
Without the thrust 


special thrust bearings. 


and 


one 
machine. 


regardless of direction 
use of plates or 

Kieley & 
Thirteenth 


Mueller, Ine.. 34 
New York 


West 
City, 


street, 


manutacturers of 






water ana 


14 Pao 
specialities 10! 





S la ) 
hed vit a water alve con- 
t t ‘ 
Ci r 1}'e \\ Té 
me d cut-out switt vhich p 
cts the electric circuit, st yppiny ne 
oil pump when a minimum low wate 





from 
ways. 


lift truck may be run under it 
either side or either end 
The legs, 
welded 
the hardwood planks fit snugly in the 
side-channel, and rabbeted plank ends 


four 
sides and ends are all arc- 
bumper, 


into a single steel 


are said to make the floor smooth 
throughout. The side girders are 
formed from two L-beams_ over- 
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‘High Pressure Packing 


Engineers are requested to patronize their 
local supply houses when purchasing 


GARCO PACKINGS 


DIXIE High 
constant demand and is sold 
supply houses throughout the United States. 
GENERAL ASBESTOS & RUBBER CO. 
North Charleston, 5. C. 
Quality Packings for 32 Years 
GARCO ASBESTOS PACKINGS PEXTILES BRAKE LINING 


Pres-ure Packing. Style No. 210 is in 


exclusively through 
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Standard Self Aligning 
Belt Fasteners 


There are three 


rivets to fasten transmis- 
”” 


Simplify your stock of belt fasteners. 
sizes of plates and six sizes of 
sion belts single to 8 ply, and conveyor belts up to ve 
thick, any width 


self Aligned Plates— 

self Aligned Rivets.— 

Rust Proof Plates— 

Use fewer rivets. 

Quicker to apply and take up belt. 
Curved plates fit the pulley. 
Plates can be used many times. 


THE BOURNE-FULLER CO. 
Upson Works 
Unionville, Conn., U. S. A. 


Aliso manufaeturers of Standard Matleable and Steel Fasteners, Upson Bolts, 
Nuts 


Rivets anc Climax'’ Wire Rope Clips 














9 Junior Model 


Our newest trap. 


\ practical 


limited ca 


trap 
with 
pacity at a low 
price. Suitable for 
sterilizers, paper 
dryers, radiators, 
etc Works at all 


from 


»ressures 


150 lbs 


down. 





Model “D™ Steam Trap 


1enc Can be used o 
tear Yr sure a 1 
fror 50 D ) ravit 
) Sl ipl changing valve 
and eat Fitted with re 
ovable strainer and gauge 
zlass Boxed for shipment 


Vodel “Cr” 
Removes 


from water under pressure. 
For street 


Air Trap 
accumulated air 
mains, water 


lalns and brine 


pipes in 
arge buildings, heating sys 


C 
Noo Z\ tems and closed water re 


fus 
|Z AIR Trap 
\> DI Les 








Anderson Traps 


will help you cut Expenses 


Because Anderson Traps are noted 
through many years of satisfactory service 
for their reliability and efficiency, they are 
the proper traps for you to use. 


When you put an Anderson Trap on a 
steam line you are relieved from further 
expense as far as that trap is concerned, 
for years to come. Its simple, rugged con- 
struction assures constant reliable service. 
Let us give you complete information 
about the Anderson line. 


Use an Anderson— 


Its a Trouble Killer 
The V. D. Anderson Co. 


Cleveland. Ohio 





re eivers Simple and auto 336 3rd Ave., New York City 212 Race St., Philadelphia 
patie Works at pressures 100 Pearl St., Boston 207 Union Trust Bldg.. Baltimore 
vom 0 to 150 Ibs 134 Plymouth Court, Chicago 
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lapped and arc-welded into one solid 
unit, doing away with all bolts. The 
top L-beam sets down flush with the 
mortised top boards, making an ab- 
solutely level platform. It is said 
that not a single hole is bored nor a 
bolt or rivet used in the entire plat- 
form, the frame being one-piece, arc- 
welded throughout. 

William | 


Procunie r. 18 South 


Clinton street, Chicago, has per- 
fected a new 
high-speed at- 

| tachment which 
will drive taps 
f up to 14 of an 


inch in steel and 





* 5/16 of an inch 

‘ in cast iron or 

brass. When 

tapping, the 

Ee surface of the 

ey upper half of 

, oe the fibre cone 

Hy FA clutch is en- 

‘ gaged with the 
conical surface 

of th drive shell. This thrust is 
taken direct on the drill press 
spindle when driving the tap for- 
ward. For reversing the tap, the 
drill press spindle is raised about 
1/32 of an inch. This disengages 
the upper half of the fibre con 
clutch from the drive shell and en- 
gages the lower half with the con- 
ical surface of the reverse shell, 
which rotates in the opposite direc- 
tion at twice the tapping speed. 
Pressure is applied on the gears 
only when reversing the tap. Bot- 
tom, or blind, tapping may be accom- 


plished as easily as through tapping, 


it is said, since the power may be 


regulated by the amount of pressure 
applied on the press spindle by the 
operator. The attachment has an 


aluminum housing and is made in 
one size only 

Goulds Pumps, Ine., Seneca Falls, 
N.Y., is producing a demonstrator 





for dealers lispk: he “Auto- 
watel ter m ifactured b the 
compan s known as Outfit X- 
210 a t “Autowater” 


system with fresh water attachment, 
connected to a white enameled sink 
and water supply source tank with 
complete fittings. Its length is 5 
feet, 6 inches; width, 21 inches; 
height, 3 feet, 6 inches, and shipping 
weight, 440 pounds. The demonstra- 
tor may be made the center of a 
window display of water systems and 
plumbing fixtures and can be 
for demonstrations in the 
room. It may be moved easily to any 
location, the manufacturers 
The complete ‘‘Autowater” 
may be detached from the sink and 
water supply tank and sold to the 
customer directly from the floor. 
W. H. Nicholson & 
Wilkes-Barre, Pa., is manufacturing 
a new flexible coupling. It is made 
entirely of metal, is self-contained 
and dust-proof, and, its makers state, 


used 


store 


state. 
system 


Company, 


requires no adjusting or attention ex- 


cept an occasional oiling. The 
coupling consists of two cast steel 
hubs which are keyed to their respec- 
tive shafts, and in which dove-tail 





recelve 


slots are cut to 


floating steel 
smaller couplings 


these floating 


kevs. are 


equipped with three of 
kevs, while the larger sizes have five. 
These are the working parts of the 


coupling, and they are enclosed in a 


cast steel casing, made in two halves, 
and bolted together, with a gasket 
between 


Wrought Products Co.., 
3590 West Fifty-eighth street, Cleve- 
land, is manufacturing a new electric 
unusual 


properties 


( le retaida 


bushing, for which 


conduit 
corrosion-resisting 


This 


are 
is cadmium- 
plated instead of being galvanized or 


Claimed. bushing 


enameled, and, as a result, it is 


Claimed that bushing is un- 
ditions wh would 
galvanizing. Other 


claimed for cadmium 


affected by col 





speedily destro\ 
advantages 


coating include more attractive ap- 
pearance and absence of a tendency 
to flake off or disintegrate. Electro- 
Ivt ¢ action, generally so destructive 
to zine coatings, has little effect on 
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cadmium, it is asserted, the latter, 
for instance, being almost untouched 
even by the fumes or spray of sul- 
phuric acid. 

Link-Belt 
Michigan avenue, 
manu factur- 
ing the “Hex-' 
Top” malleable 
iron 
sion grease cup 
with alemite or 


910 
Chicago, is 


South 
now 


Company, 


compres- 


zerk fittings. 
The — six-sided 
top, it is said, 
offers a good 
grip for the 
hand or 
any type of 


wrench. The 
manu factur- 
ers declare 
that the com- 
bination grease cup and = alemite 
fitting is an improvement over either 
article separately. The cup 
holds a good reserve for use of the 
feature, and an 
sional slight screwing down by hand 
or wrench is all that is necessary un- 
til it is time to have a general re- 
filling of the cups, it is said. This 
filling, it is claimed, may be done 
without waste or inconvenience. An- 
other advantage claimed for the new 
product is that the cup may be filled 
readily in even the most inaccessible 
The cup may be _ supplied 
with various types of alemite fit- 


+ 





used 


compression occa- 


places. 


INS. 


Hutfman Manufacturing ( ompany, 
Dayton, Ohio, is 
of its gasoline 
the ““Never Hot” 
valve wheel, 
which 


now 
blow 


equipping all 
torches 


with 


been 
and 
perfected by the 
company’s 
The new 
wheel is 


has 


designed 


engi- 
neers. 
valve 
made of genuine 
Bakelite, which 
is light and un- 
breakable, and 
which, because 





of its low conductivity of heat does 
away with the problem of the valve 
wheel becoming hot, no matter how 


long the torch is burned. the compan) 


claims. Huffman torches are now 
also being equipped with the Huit- 
man trouble proof needle and leak- 


proot 


pump. 


H usky W re) ch ¢ ‘on pany, 


Twenty 
streets, Milwau 


seventh & Florence 


kee, IS Marketing socket 


new 


wrencl 
sets especially for industria! use. The 
No. 494 dual set. illustrated het 








See ener 


: 
3 





STANDARDIZE 
o* GOULDS PUMPS 








Figure 3010 


Centrifugal Pump 


7 . : 
Here is a profitable and quick 
moving pump for you to carry 
in stock. 

Suitable for hundreds of 
mines, on 


uses in mills, 
road construction work, for 
booster service, irrigation, sewage pump- 
ing, handling gasoline, etc 


( apacities of 10 


1 wo types: 


Figo. 3010, with single pulley; Fig. 3005, 
) 1] Ly 
tignt ina Loose pulleys Hand 
2 Y na \ \ 
Casin: 
T ] 
impel 
Shaft: Open hearth, high carbon ste 
Thrust Collars: Prevent end thrust. Se 
curely fastenec Ss ri 


Bearings: Babbitted Th 


ricated. 


> 1 ° f - . 
Bulletin 105 contains 


Goulds 


complete data. 


Pumps, Incorporated 
Seneca Fails, N. Y. 
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As enthusiastically reviewed < 


“Attractive and displays your 
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How the Trade Comments 
on Our Catalogue C 


“You are always in the lead with something original and 


1g high for competitors 


test job ] » line I have seen in a long 
i u ¢ 
4 C lete desc t 
r 1 l Catalogue C de 
17 1 oe 
I] rket r it 
or jobber 
It 5 cert 
‘Just a step ahead in merchandising shovels.” 
‘A simplified method with a comprehensive price list.” 
“Most artistic supplement ever developed for a shovel 


C italogue.” 


product in an intelligent 


and useful manner.” 


“Not only a work of art but very complete.” 


“Removes the ‘bug bear’ in ascertaining proper cost price 
on various models and patterns.”’ 


“We like the loose leaf idea.” 
“Just what shovel men have been waiting for.” 


“Fine and shows a lot of thought and hard work.” 


Catalogue C, everything about Wood, Stuart and 


Piqua brands, the best carbon steel shovels made, 


with prices so you can understand them at a glance. 
Copy of Catalogue C cheerfully mailed on request. 


THE WOOD SHOVEL AND TOOL 
PIQUA, OHIO, U. S. A. 


t and most complete shovel plant in the world.” 


CO. 


“The larges 
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Husky 


conveniently ai 


with, combines standard and 


4 


heavy duty sets 
ranged in a 
A wick 


permits of 


carrying Case. 


range of sockets and handk 


service on both small and 


large jobs. In addition to the var! 


extensions, — the 


and 





includes sixteen 
gon sockets, varying from 7 16 in. t 
sockets 


l 1 n.. While ten he Xxayvon 


ranging from 15/16 in. to 1°. in., are 





ncluded 11 he heavy duty equip 
ment. The teel box kits are made 
Tt nea e auto body steel, fin 
n I Dieu t) ed oO enamel! Che 
Ca of flat satchel , 
nd ( ier handle . 
l provided 1 
\ ih) ed nN 
*) *? 
| 
——S 
=— 
mae 
in cast iron, wrought iron, steel, 


wood, ete. 


brass, It is de- 
or use with the Black & 


Decker » wn 


COppre ce. 


Signed 


special, I, n. heavy 


duty, °s in. special heavy 


The 


it is constructed 


and °s in. 
duty portable electrical drills. 


company states that 


sd me Ry REE RE AR ENT 


of the finest quality saw steel, care- 
fully hardened. The mandrel 
matically holds a 1 in. twist 
which drills the pilot hole to serve 
for the The hole 
used for cutting holes 
in automobile instrument boards for 
mounting dash instruments and for 
other around automotive 
where holes from *4 in. to 
in. are required, and, in plumbing 
and heating work for cutting holes 
and The 

an automotive and 
The 


five saws 


auto- 


drill, 


as a guide 
saw 


saw. 
may be 


purposes 


shops, dhe 


in iron steel. saws are 
made in two sets 
a plumber’s and steamfitter’s. 
automotive set consists of 
and two mandrels and the plumber’s 
and steamfitter’s set of five hole saws 


and two mandrels. 


Wappat Gea 


Pittsburgh, is 


Works, Meade street. 
manufacturing an 


electric hand plane for use on doors 





ind sash. The cutting is done by a 
‘inter head, which is driven by 

gears trom the moter. The motor 
10 h.p., universal type, and op- 

erat ff any ligh The short 
noe at the mt of the plane and 


ead of the cutter can be raised 











{) 
| ’ 
)) ard wt le 
) t*) 

‘ ) e depth of cut and 
smooth out humps and hollows in one 
trol At er interesting featur 
Ss tne bev 11s attachment which 
be sé cut accurately any re- 

( red bevel o1 he edge of the doo: 
} The body ot the tool is 


aluminum and the total weight is 19 


pounds r} high-speed blades in 
the cutter are easily removable for 
sharpening. 


hell } 


Richards-Wileox Mfg. Co., Aurora, 
Ill.. is manufacturing the new R-W 
lock joint trolley track, which, the 
manufacturers state, provides a vir- 
tually one-piece track, regardless of 
length. The R-W lock joint locks the 
joints together permanently, and so 
tightly that will always 
operate smoothly and trouble-free, it 


hangers 


is stated. 
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Trade Literature 
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Goulds Pumps, Seneca Falls, N. Y., 
is out with Catalogue No. 15, an in- 
teresting booklet containing detailed 
description of Goulds Autowater sys- 
tems for city, suburban and farm 
homes. The book has 32 pages and 
cover, is well arranged and thorough- 
ly illustrated. 

Arguto Oilless Bearing Company, 
Wayne Junction, Philadelphia, 
issued a small folder’ entitled, 
“Twenty Years Without a Drink.” 
The company has also put out an at- 
tractive counter or window display 
card, 17 high by 1114 wide, 
which contains an illustration in the 
upper 
and in the lower right-hand corner 
of an Arguto bearing and carries 
the statement: Years Without 
a Drink. Camels go a week or more 
without water. 


has 


inches 


left-hand corner of a camel 


San 


Arguto oilless bear- 
ings have gone 20 vears without oil 
The card is of metal, 
has a green background, and blue, 
black and vellow used in the 


lettering and illustrations. The card 


or attention.” 
are 


has its own back rest. 
Wh fman Barnes-De troit Corpora- 
on, Detroit, has published Cata- 


No. 96, the first catalogue is- 


sued since the merger of the Detroit 
| st Drill Co. and T} Whitman 
: 
& Ban Mt ( into the present 
COrporatiol | ¢ ( AY 1 ‘ KR 
3 . : e Y ( S 
( l sma 
ons S 17 } S ) 
, ] 
S il a } I 
‘ ha ! ! Ve 
es ‘ a ] s 
I Gz a ne Val SNE s 
made eas eCCeSS ‘ spl ! ( 
ae a sine 
numb INnaexes. Che ir Ue S 
printed in two colors, red and blac i 
and is well illustrated. 
ai - . ‘ 
The Black & Deelke) Mfa. ( 


Towson, 
trade its 1927 catalogue, 
full line of 
screwdrivers, 


Md., is presenting to the 


} Ing 
covering its 

] ae } 

electric 1 


drills, 


wrenches, tap- 


grin 
socket 
grinders and refacers. 
Not only are the electric tools shown. 
but a variety of 
used with them. 
tains 45 


pers, valve 
accessories to be 
The catalogue con- 
pages, is 8! by 11 inches, 
and is a masterpiece of trade li 
ture. By the 
grounds the 
to stand 


tera- 
use of colored back- 
illustrations are made 
out in perfect detail, and 
at the same time blend harmoniously 
with the printed 
houses selling 
line will 


pages. 
the Black & Decker 
this new catalogue a 


Supply 


find 
useful piece of sales literature. 
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NEW PLANT BEING ERECTED 
Palmer-Bee Company Will Merge All Units in One 
Organization When It Is Completed 


The Palmer-Bee Company, Detroit, is building an en- 
tirely new plant which will provide a floor space of be- 
tween 150,000 and 160,000 square feet. In the new plant 
all units will be merged into one complete organization, 
including the office building, warehouse, machine shop 
and structural steel shop. The plant will have direct rail 
facilities, being located at Poland and the Grand Trunk 
Railroad. There will be four buildings in the group. 
The warehouse and office building will be 126 to 189x144 
eet, two stories; the machine shop will be one story, 
120x200 feet; the steel shop one story, 320x156 feet, 
and the power house 50x52 feet. There will be two 
craneways, the south one 47x294 feet and the 
north one 64x210 feet. 


utside 


At the present time the company occupies 60,000 square 
feet of floor space at 2778 East Grand boulevard, extend- 
ing from Cameron avenue to Melrose avenue, and 50,000 
square teet on Orleans street. This has been built up 
gradually from the original 2,500 square feet, which the 
company occupied when it was established in October, 
1905. : 


+ 


present buildings will be leased as soon as 





is ready for occupancy. 
The company has really four industries in one. Its 
engineering department designs and manufactures con- 


veyors for all purposes, and does a national business. 


The merchandise, or power transmission department 
serves the state of Michigan. The manufacturing de- 
partment manufactures spur gear speed reducers, worm 


ear speed reducers, flexible couplings, sub-bases, I-beam 
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trolleys, cranes and switches, and does a national busi- 
ness. The steel fabricating department fabricates and 
erects steel for industrial and commercial work, and con- 
fines its activities to Michigan. 

William E. Bee established the company and is still 
its president and general manager. The other officers 
are George A. bee, treasurer; J. E. McBride, vice-presi- 
dent and chief engineer, and H. W. Maxwell, secretary 
and sales manager. G. J. Monteith is the buyer. The 
company’s inventory is approximately a quarter of a 
million dollars, and is based entirely upon the sales of 
each commodity. The organization is capitalized at 
$1,000,000. 

“With three exceptions, our power transmission lines 
remain the same as when we started in business,” states 
L. E. Gannon, advertising manager. “We believe our 
development has been due to the service given our cus- 
tomers, and also to the fact that we have always en- 
deavored to handle only the best lines of their respective 
kind on the market.” 

>< 
Standardization in Germany 

By the end of last vear standardized production had 
been completed in several branches of the German iron 
and steel industry, as a result of the activities of a 
number of associations in favor of simplification of 
products, according to reports from Hamburg. German 
mills are now producing only one type of wire nail, one 
type of special nails, such as cement-covered ovals, jag- 
gered, etc., Standardiza- 
tion has been carried out likewise in tubes, sheets, hoops 


and one type of bolt and rivet. 


and beams. 





ATLANTIC 
BAR BELT DRESSING 


20 Years on the Market Without a Complaint! 


A high grade lubricant and preserver. 
your belts while on the pulleys. 
better and last longer. 


leather and canvas belts. 


Easy to apply. 
They will hold their shape 
Made in three grades, for rubber, 


Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


Treat 

















ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALV 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 
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Random/otes 


‘Srom American Jrade literature 
CARL W MILLER 5 
ea 


PURCHASING ON 








REPUTATION 

Whether you buy a house, an automobile or 
of shop equipment, you must 
reputation of the builder. The highest salaried buyers 
in the world that they would rather buy goods 
built by a house with a good reputation, without inspec- 
tion, than to trust to their own judgment of goods built 
by a house without an established reputation. 


a piece 
depend largely upon the 


apree 


In hiring 
a man or a tool to work for you, you depend more upon 
the reputation made in other places than upon your own 
ability to read character at first sight. Reputation is 
based upon performance. This means the establishment 
of the quality of products plus a policy of 
demonstrated over a long period of time. 


fair dealing 


ASBESTOS FREAK AMONG MINERALS 
“Asbestos is known as the freak of the mineral king- 
dom,” according to Greene, 
Tweed & Co. “It is a hard rock, and vet can be fiberized 
into a soft, silk-like substance that can be spun into yarn, 


“Economy,” published by 


like any animal or vegetable fiber, but having the exclu- 
indestructible from 
Its power to resist heat makes asbestos indispens- 


sive advantage of 
heat. 


being absolutely 


able to mechanical engineering where temperatures are 


increasingly high. The asbestos mines in the Province 
of Quebec, Canada, produce the finest fibers yet discov- 
ered. About four percent of the output of these mines 


is of sufficient strength and length of 
without the addition of 


the shorter fibers.” 


fiber to be spun 


cotton, so necessary in spinning 


NEW LENS FOR WELDING WORK 


The light from a welding arc, as everyone knows, is 


blinding to the naked eve and welders must protect their 
eves against the danger of cataract and blindness. Some 


welders use lenses of a very dense shade of smoke or 


other color, which apparently provide the necessary pro- 


tection. But it has been found by filtering the light 
through the spectrum that only 3,000 units are visible 
to the naked eye, while about 4,000 are invisible. The 
light in the 4,000 units represents the ultra-violet ray: 


which are not absorbed by plain colored and smoked 


To correct this « 


glasses. ondition a new lens has beer 
developed which is said to vive full protection ayalnst 
the harmful 


operator a clear 


same time 


lis work. 


rays, and at the provide the 
sight of } 

nine different shades for use according to the severity ot 
the work, such 


The lens is made it 


itl 


as furnace work, cutting, light and heavy 
wel ing. 
GUARDING AGAINST CORROSION 


Causes of corrosion many. Moisture is th 
and principal cause, but where this is augmented by 


or alkaline 


are e first 


acid 
conditions, destruction is greatly accelerated. 
Salt in sea water and brines, sulphurous gases from coal 


and electrolysis in mild or severe form also destroy metal 


rapidly. Perhaps few know that the world’s annual loss 
from rust has been estimated by an authority at more 
than one and a half billions of dollars—that oxidation 
destroys annually, throughout the world, about half as 


steel 


much 
year. 


as 1s produced in the United States every 
Protective coatings to be effective must penetrate 
the exposed pores of the surface. They should adhere 
firmly and fill every crevice and pinhole to seal the sur- 
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face tight against the destructive action of water, acids 
or alkalies and gases. In this way only will protective 
coatings form a permanent barrier against the destruc- 
tive influences of corrosion. 
ORIGIN OF LATHE CHUCK 
“It is interesting to note,’ says “Chucks and Their 
Uses,” published by The Skinner Chuck Company, “that 
the lathe chuck undoubtedly owes its origin to the pot- 
ter’s wheel, which was simply an upright shaft, usually 
about the height of an ordinary table, on the top of 
which was fixed a disk which could be revolved. This 
was used in the most ancient process of shaping pottery, 
i. e., ‘throwing.’ The ‘thrower’ took a lump of clay, 
dashed it down on the center of the revolving disk, 
squeezed it up into a high, conical lump, then forced it 
down into a mass again, to eliminate air-bubbles. With 
his fingers he gave this mass the first crude form of the 
desired vessel and the interior was carefully ‘shaped’ 
with a piece of horn, shell or wood. The vessel was then 
set aside and when partially dried was again placed on 
the revolving wheel and ‘turned’ to the required thick- 
ness and shape. It is a notable fact that the principles 
of the original simple chucks are a mere adaptation of 
the principles of the potter’s wheel to metal working.” 
CONCERNING SANDPAPER ABRASIVES 
The general term “sandpaper” means a fabric of paper 
or cloth, or a combination of both, on which a crushed 
and graded abrasive is firmly held with glue. Each kind 
of sandpaper is known by a specific trade name, generally 
the name of the abrasive with which it is coated. Thus 
paper coated with flint quartz is known as flint paper, 
cloth covered with emery is known as emery cloth, ete. 
It was in 1879 that Mr. Herman Behr discovered that 
crushed and carefully graded garnet ore was far superior 
to flint, and its introduction into the wood-working and 


shoe trades resulted in a new standard for abrasive opera- 


tions. <All abrasives used in manufacturing sandpaper 
were originally rocks of varying sizes, created by nature, 
or produced in electric furnaces. These are fed into a 
series of crushers, reduced to material 
This is passed through screens and 
sieves of metal or silk, and sorted or graded into about 
fifteen different sizes of grains. 


steel and are 


resembling sand. 


One grain of a certain 
minute size may be obtained by accident, but it requires 
scientific resources to obtain a million of other grains 
ot the same exact dimension. 


CUTTING TOOL COMPOUNDS 


“The purpose of cutting tool compounds,” states “In- 
dustrial Lubrication,”’ published by Waverly Oil Works 
Co., “is to cool the cutting tool and at the same time 


lubricate the face of the tool. The pressure on the 
cutting edge is great, and no lubrication is possible or 
desired at this point. Mineral such as 


oil or neutral oils, can be used as cutting oils. 


kerosene 
They are 
more often compounded with twenty to twenty-five per- 
cent of fixed oil, lard oil or 
even corn oil. Kerosene seems to work well on cast iron, 
but the presence of lard oil or some similar oil seems to 


( 


oils, 


such as cottonseed oil, 01 


make a cleaner, smoother and faster cut on steel and 
copper. Emulsions of water are also used for cutting 
purposes. These so-called soluble oils and pastes are 


made by combining soluble soaps with light mineral oils. 
The product, if properly made, emulsifies permanently 
when brought into contact with water. The presence of 
the oils and soap tends to reduce the amount of rusting 
which might be caused by the water. These water solu- 
ble oils and pastes are better cooling agents than pure oil 
products on account of the fact that the heat absorbing 
capacity of water is about twice as great as that of oils. 
Soluble paste is most economical.” 
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CHECKS RADIATOR 
STOP-CHECK, BACK-PRESSURE 


SCOTT VALVE MEG. co. 4" 


“MAXIMUM SERVICE PER DOLLAR’ 

















KIELEY 


Kieley Simplex 
Valve, for Reg- 
ulating Water 
Pressure to Fix- 
tures. This valve 
is also used as a 
Relief Valve for 
Hot Water Tanks. 


Investigate the Kieley Line of 


Steam, Water and Air Specialties. 


Kieley & Mueller, Inc. 


34 West 13th Street, New York City 








“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 
Charging TrucKs and Cars 
Dump Cars 
Turntables etc. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 
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Equipment Replacement 
“How Replacement of Equipment is Handled 
Industrial Plants” is the title of a 
article in Jndustrial Engineer. 
sidered by 
equipment 


Seven 
informative 
points con- 


ver) 
Briefly, the 
contemplating the purchase of new 
these: Cost of new equipment balanced 
against cost of repairs on old; maintenance cost and ser- 
viceability or life of checked with 
entirely improvements embodied in the 
latest and most efficient types of apparatus, standardiza- 
tion qualities of new equipment, simplicity of design and 
accessibility of repairs. First cost, in the main, is a 
secondary consideration, since the main object is to get 
quality and service. In every one of seven plants re- 
ported on, accurate records of machine production are 
kept throughout the year, and yearly 
parts of the equipment are 
results. If a certain machine, drive or control gives 
continuous trouble, the unit is scrapped and a new one, 
which can be depended upon, is installed. Most plant 


plants 
are 


repaired equipment, 


new equipment; 


tests reveal which 
falling down in production 





look for standardized equipment. 
Importance of Overhead Accounting 
“The overhead factor in the cost of a commodity should 
not be roughly estimated or guessed at,” states a 
pamphlet issued by the department of manufacture of 
the U. S. Chamber of Commerce. It is entitled “‘The 
Evolution Overhead Accounting,” and considers the 
fundamental principles of overhead costs as they concern 
manufacture} | now venerall recognized tha 
rhe n tor in cost a int 
| ‘ } ’ ymne T 
| \\ 
} } > 1] 
I) ’ (tors i ( ( Problem 
Cc W. i n ¢ & Tnd } 

He a \ citing tl ( 
of a manutacturer wl finds t his distributors no 
onl ity handle the credit problem but that ma) 
of them prefer to do it. This manufacturer sells a ma 
chine the price of which ranges around $7,000 per unit 


} 


“He receives full cash payment on delivery without 


financing charges or discounts other than those regularly 
made to distributors,” states Mr. Ferguson. ‘The dis 
tributor is of such financial standing that he can ar- 


range to sell on terms, usually 
per cent of the purchase delivers 
ance paid in equal installments over an 


which are twenty-fivs 
and the bal- 


average period of 


price on 


ten months. Considering the discounts arranged with 
the manufacturer, this distributor makes more mone\s 
on his sales than he would earn by selling competing 
machines, whose builders accept the paper, but lessen 
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the discounts,” Mr. Ferguson states. Caref 
vestigations lead to careful selling and 
The plan has further advantage: 
the manufacturer concentrates on making good machines 
and on building more new machines rather than collect- 
ing payments on partly paid-for equipment, according to 
the writer. 


‘ul credit in- 
sales that stick. 
With no credit losses, 


Facts 

The Wood-Worker outlines three important steps to- 
ward improvement in general industrial lubrication. The 
first is that maintenance men are realizing that too much 
oil can be as detrimental as too little oil, that it results in 
“oil-soaked windings and coils, filmy brushes and 
erally deplorable conditions.’”’ The second step is 
maintenance men are recognizing that a single kind of 
oil will not suffice for all purposes. In transmission 
equipment, for different lubricant is needed 
in each of the four classes of bearings—high-speed, high- 


dhout Lubrication 


gen- 
that 


instance, a 


pressure; high-speed, low-pressure; 
medium-pressure, and special bearings. 


-medium-speed, 
The third step 


is that these facts bring the realization that 


“a qualified 


lubricating engineer (usually 


obtainable from a reliable 
oil company at little or no 


cost) should be called in to 
make periodic check-ups on existing lubricating prac- 
tice.” 
On Variable-Speed Transmission 
“The secret of 


economical production in any power- 
consuming operation lies in securing the most effective 
balance possible between the two variable power-com- 

torque (the resulting from rotation) and 
states Reginald Trautschold, consulting engineer, 


ponents force 


speed,” 





in an article, “Getting the ‘One Best Speed’ for Each 
Machine-Load,” which appeared in a recent issue of 
Factory. “Only with such a balance can a satisfactory 
load factor be maintained, and the full economic benefits 
of the power supply be secured. Since the 
sensitive adjustment of load is an undertaking which en- 
tails expert n e-Si g 1 consumes time Ss muc! 
dependent is possible is usually placed speed regu- 
; It nN} ; - eve 
yer rea 
} he n 
7 
( 
¢ W i l } 
nN many s ay sin w ( 
) Tne macnine Varies } r ( se oO ne bh It ~ 
these more obvious demands for a dependable mechanism 
f ecuring sensitive speed adjustments with dispatel 
naturally, which have been instrumental creating the 





presen transmIssions 


marked interest in variable-speed 
and in 
dustrial 


cesstul has the v 
that 


introducing them into almost every ¢ 


lass of in- 
establishment. * So 
rariable- 
at present it is 


universally suc- 
speed transmission proved itself, 
aceeaaeen as standard equipment 
in the construction of several hundred types and 
production machines. The 
variable speed 
conditions 
favorable 


sizes of 
mechanical 
under 
exceeds 95 
will 
arly 


efficiency of a 
ordinary operating 
percent, and under 
run up close to 99 percent. 
manufactured today, variable- 
speed transmissions are procurable in sizes capable of 
transmitting from one to 150 horsepower, 
units that will give the ‘one best speed.’ 


transmission 

frequently 
conditions 
As regul 


providing 
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Your Final Choice 
will be VICTOR 


Every day there are more concerns coming back to 
the Victor blade after trying other, inferior blades 


which were represented to them as “just as good a 


blade’ . 


The more cutting you do, the more opportunity you 


have to see the difference in hac k saw blades 


Why waste money experimenting when your final 


choice will be Victor? 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 




















SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


NEW YORK MINNEAPOLIS MONTREAL 
7-109 Wa 09-11 East 


107 lke Ss Coristine Building 


Hennepin Ave 


























Why the ATLAS is the Most 
Powerful Car Mover Made 








I Atla Imy 1 Arc 
i is lane rain 
an erse WIS 
ot ¢ pre ion An- 
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Our Policy 
Is to sell through the Jobber 


APPLETON CAR MOVER CO. 


P. O. Box 42 Appleton, Wis. 











SWARTWOUT 


Low Pressure Float Trap 


Large capacity— 
self cleaning 
valve 


Bucket Type Steam Trap 

Steam Separators 

Return, Lifting and Vacuum Trap 
Steam Separators—Receiver Type 
Air Separator 

Cast Iron Exhaust Head 


Cast Iron Strainer 


THE Swartwout COMPANY 
General Offiees: 18523) Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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John E. Spencer 
John E. Spencer, president and treasurer of the 
Power Equipment Company, Minneapolis, who died 


February 18th in his home, Oak Knoll, Wayzata, Minn., 


following an illness of several months, was born August 
9, 1875, 


in Wales, of English parentage. He began his 





JOHN E. SPENCER 

business life with the MacIntosh-Hunting Co., of Cleve- 
land, was with The Mechanical Rubber Co., of Cleveland, 
and later in Chicago, and in 1906 moved to Minne- 
apolis, where he was for many years vice-president and 
sales manager of the Plant Rubber Co. At this writing 
no successor to Mr. Spencer had as vet been found, the 


business of the Power Equipment Company being car- 


ried on for his estate by the organization he built up. 
Thomas A. Shipley 
Thomas A. Shipley died in San Diego, Cal., at the 


age of Mr. Shipley was identified with the 
Lodge & Shipley Machine Tool Co., of Cincinnati, for 
many years, and is credited with having been one of the 
founders of the part-time machine shop student move- 


in Cincinnati. 


seventy-two. 


ment 


Michael J. 

Michael J. Alexander, founder of the Pittsburgh Valve 
& Fittings Co., Barberton, Ohio, died in his home in 
Pittsburgh, March 24th. Mr. Alexander served as presi- 


Alexander 


dent of the company until his retirement from active 
business a few years ago. He had also been active in 
the glass manufacturing industry. Mr. Alexander, who 


vas born in Newbern, Va., was eighty-three vears of age 
Homer D. Meskimen 

Homer D. Meskimen died in the Pittsburgh hospital 
April 9th following a brief illness. Mr. Meskimen, who 
was fifty-one years of age, had been identified with the 
iron and steel industry since leaving Cornell University 
in 1897. He was at one time identified with the Riter- 
Conley Co., Pittsburgh, plate fabricators, in an engi- 
neering capacity, and for several years previous to the 
war was with Alex Laughlin & Co., Pittsburgh, engineers. 
He did considerable work for the Valley Mould & Iron 
Corp., Sharpsville, Pa., during the war. After returning 
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: 
to the Laughlin company he became connected with the | 
Central Tube Co., its affiliated interest, and was later | 
appointed general manager. He retired in 1925. ' 


Charles F. Mitchell 

Charles F. Mitchell died in his home in Waterbury, 
Conn., March 30th, following a long illness. Mr. Mitchell 
was president of the Steel & Johnson Mfg. Co., which 
was recently taken over by the Torrington Co. He was 
one of the organizers of the Citizens & Manufacturers 
National Bank and chairman of the board. Mr. Mitchell 
was seventy vears of age. 

Harvey Wickes Hasey 

Harvey Wickes Hasey, former president of the John L. 
Whiting-J. J. Adams Co., Boston, died March 21st in 
his home in Brookline, Mass., following a long illness. 
Mr. Hasey, who was seventy-one years of age, was born 
in Chicago, a son of Samuel S. Hasey, one of the editors 
of the Chicago Tribune. He was educated in Rensselaer- 
ville, N. Y., where he practiced medicine for a time, but 
he spent most of his life in Massachusetts. Deceased had 
been long identified with the New England brush 
manufacturing business. He retired as president of the 
Whiting-Adams company about a year and a half ago. 


Eugene Dye MeCarthey 

Lewis M. McCarthey, of the Yost Manufacturing Co.., 
has the sympathy of his many friends in the mill supply 
field in the death of his son, Eugene Dye McCarthey. Mr. 
McCarthey died March 15th in the family home in Mays- 
ville, Ky., following an illness of about four weeks dura- 
tion. He was born in Maysville October 22, 1899, the 
only son of Mr. and Mrs. L. M. McCarthey. When the 
United States entered the world war he left high school 
in his senior year and joined the navy, saw active service 
on the destroyer Alwyn in the North sea and was sta- 
tioned for several months at Danzig, Germany. He 
was a first class gun pointer. After the war he spent 
two Hopkinsville, Ky., and then returned to 
Maysville high school to complete his course. Follow- 
ing graduation, he trained for the aviation corps at 
Brook Field, Tex., and there had the harrowing experi- 
ence of falling in a plane. While suffering no apparent 
ill-effects at the time, it is thought by some that the 
crash was responsible for the heart affection which 
caused his death. At the time he was taken ill he was 
connected with a Maysville clothing house. 


years in 


Leon Philip Feustman 

Leon Philip Feustman, vice-president of the Worth- 
ington Pump & Machinery Corp., New York, died April 
7th in his home in New York at the age of sixty-six 
vears. Mr. Feustman was born in Philadelphia in 1861 
and was graduated from the University of Pennsylvania 
in 1882. He at one time served as resident manager in 
charge of all the interests of the Consolidated Smelting 
& Refining Co., in Mexico, and in 1900 went to New 
York to take up work in the home office. In 1903 he 
became vice-president of the Power & Mining Machinery 
Co., and four later became vice-president and 
general manager of the International Steam Pump Co., 
with which the Power & Mining company was merged. 
The company later underwent a reorganization, at which 
time it became known as the Worthington Pump & 
Machinery Corp., Mr. Feustman retaining his position. 
As an active official of this company he took a part in 
the development of the first American Diesel engines. 
Mr. Feustman was affiliated in an official capacity with 
several other corporations. 


years 








WOOD SPLIT PULLEYS 





Design 
Material 
Workmanship 
Reputation 


Service 


Saginaw Manufacturing Co. 
Saginaw, Mich. 

















INJECTORS 








600,000 


Satisfied Users of U. S. Automatic 
Injectors requiring repairs and 
replacements, together with an 
assured and proper profit to the 
jobber through our established re- 
sale prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 
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American Injector Co. 


DETROIT, MICH. 














The Salt of 
Belting 


Like salt in food, Alli- 
gator Steel Belt Lacing 
costs little but it seasons 
belting service. The vise- 
like grip of steel fore- 
stalls trouble at the belt 
ends 


FlexibleSteel LacingCo. 
4633 Lexington St. 
Chicago, U. S. A. 

In England at 185 Finsbury 
Pavement, London, E. C. 2 


Trade Mark 
Registered 


U.S. Patent 
Office 


ROTARY PUMPS 


For All Purposes 
: Since 1857 


Handle the high grade TRAHERN line of rotary pumps. 


Made with the same skill and perfection which has char- 


acterized the line for nearly three-quarters of a century. 


You can sell the high grade TRAHERN line of pumps at 


he same price as interior pumps and make a good profit 


Write for the new rotary pump catalog which is just off 


the press 


} 


Geo. D. Roper Corporation Reckford 


Illinois 


PUMPS FOR PERMANENCE 


When writing to Advertisers please mention Mitt Suppries. 
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FIFTY YEARS IN BUSINESS 
Kennedy Valve Mfg. Co.. Still in Charge of Its Founder, 
Has Enjoyed a Steady Growth 

This vear marks the fiftieth anniversary of the 
organization of the Kennedy Valve Mfg. Go., Elmira, 
N. Y. The business was founded in 1877 by Daniel 
Kennedy, who is still president and in active charge of 
the organization. This unusually long and uninterrupted 
continuity of ownership and management 
important factor in the steady development of the 
Kennedy business to its present proportions. 


has been an 


After successively outgrowing the four-story building 
in New York City in which it was started, and a much 
larger plant in Coxsackie, N. Y., the company moved 
in 1907 to Elmira, N. Y., where it now occupies two 
large plants, covering a total of thirty-five acres. The 
development of the company from the beginning has 
been closely identified with engineering progress in the 
various fields it has served. It was one of the first to 
recognize the advantayes of gate 
educational efforts and 
played a large 


valve design, and 
many installations 
part in winning general acceptance of this 
type of valve in the service for which it is adapted. 
Today, the Kennedy line covers a large 
for standard and special requirements, 
fittings and fire hydrants. 
wide use in central power 


successful 


range of valves 
as well as pipe 
products are in 
water works, fire 
hotels, ete. 


Kennedy 
stations, 
protection systems, industrial plants, 


~<a « 

TAKE DISTRIBUTION CENSUS 
Baltimore Investigation May Be Preliminary to National 
Record of Commodity Marketing 

Baltimore has been th 
tion conducted by the Department of Commerce, in co- 
operation with the Chamber of Commerce of the United 
States and the Baltimore 


e scene of a census of distribu- 


Association of Commerce, for 


the purpose of furnishing a corollary to the biennial 
census of manufacturers. 

The census has been concerned only with the 
business agencies and processes which transfer com- 
modities and manufactured products from the factory 


to the consumer. It is expected to provide a compre- 
hensive statistical record of the business of wholesalers, 
retailers, Commission merchants, importers, exporters, 
certain professional groups and firms per- 


forming personal services in the distribution of mer- 


hotels, banks, 


chandise. 

Secretary of Commerce Hoover, in 
as the 
to the press conference in 


announcing the 


selection of Baltimore scene of the 


investigation 
Washington, said that he was 
anxious to know just what could be learned from the 
Baltimore investigation before presenting the proposal 
nation-wide distribution census to congress. The 
organizations interested have planned to continue the 
census in from twelve to fifteen cities and selected coun- 
ties in various sections of the 


for a 


country. 


<< 


*Middleman’s” Place 

A subject that should be of vital interest to all dis- 
tributors and manufacturers of mill supplies will be 
discussed during a general session of the twelfth annual 
convention of the National Association of 
Agents, which will be held in Grand Rapids 
6th to 9th. This subject. “The 
Distribution 


To Discuss 


Purchasing 
. Mich., June 
Middleman’s Place in 


.” will receive attention at the Tuesday after- ‘SLIP PROOF” 
noon meeting. 
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Saving Time and Money 


Switch engines aren’t always 
handy and there are many 
times when traffic delays are 
costly. Car spotting at such 
times becomes a problem. It’s 
then that an Advance Car 
Mover can save your custom- 
ers time and money. 


They'll see how rapidly the 
worst shipping difficulty will 
end with the purchase of a 
good reliable car mover. 
There’s a satisfaction in the 
New Badger that can be 
proved only by use; an invest- 
ment proved only by time. 


Most dealers are acquainted 
with the selling features of 
the New Badger and with its 
quick turnover. It will pay 
those few wholesalers who do 
not already sell the New 
Badger, to write for our at- 
tractive dealers’ proposition. 


The Advance Car Mover Co. 


Appleton, Wis. 





The New Badger 


Vo. 5 


New Bad er 














car movers 
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4] What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Me di art’s. 
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e ‘en GAUGE GLAS 
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Joon 


LIBBEY 


Glass 
High Pressure Red Line Gauge Glass 


High Pressure Gauge 


Standard Pressure Gauge Glass 
Lubricator Glasses 
( vil ( up Glasses 


AMERICA’S STANDARD 








MR. SU! EALER —We have been engaged in the 
Pulley busines. s for 45 years, and we know a great deal more and 
a} ut making good pulleys than many other concerns. : 
{ OUR POLICY in building Wood Splst Pulleys is: Cheap- Made in U.S. A. 
ness is suicidal; products must be the best in their class. We 
= wouldn't think of running the siightest risk f impatring the " 
= OS af cur tad eolned caet-—aae Geek Wi Write for Booklet 
Get the “MEDART’ woop SPLIT PULI EY ‘em stock! . 
The Libbey Gl fe. C 
>» >» 
e Libbey Glass Mfg. Co. 
Formeriy Medart Patent Fae ey = 
General Offices and Works Cale U.S. A. = WVirs. of Railroad and Industrial Glassware 
Office and War enc — cwsciNWAT! 
CHICAGO PHILADELPHIA ‘NEW YORK PITTSBURGH : Toledo, Ohio 
Sha g u é ars 8 a, Bearincs. Bearing = rts = 
itches ove ess, Gearing, & K : k APY MILWAY. 
e nair sheave e Drives Tig ers, ¢ = { 
‘6 DIVCO” B Ebonite Sheet Packing 
rands wit on Harden, Crumble or Rot 
e Users of Ebonite packing know that 
a itts an oO ers it holds joints tight on high pressure, 
air, hot water, gas, acid lines, etc. It 
‘ Fated \ p is the packing for general service in 
N tie ON BI the mills. 
iB “ ethers Quaker mill supply products have been 
‘ — ‘ used for more than forty years in 
very type of industry. 
1 trial rde Wocon ‘ I } t 
allies of “SEE” Pockets, Ken oo 5 pres City Rubber Co. 
from u Manufacturers of Daniel's P. P. P 
Rod Packing 
DIVISION SMELTING & REFINING CO. Wissinoming, Philadelphia 
836 W. Kinzie St. Chicago, Ill. New York Chicago Pittsburgh San Francisco 











MECHANICS PREFER 


Torches 
HUFFMAN Fire-pots 


_ Gas Furnaces 





because ot 

Greater flame output 

No Needle Valve Trouble 
Exclusive Bakelite Valve Wheel 


Are you getting your share 
of the mechanics’ business? 


HUFFMAN MFG. CO., Dayton, Ohio 














Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 


New Track Accessories 
Immediate Shipment—Quality Guaranteed 





Send us your inquiry for quotations = 
. “1 Ton or 1000 
Main Offices: 


i Illinois 
Pittsburgh, Pa. 


Merchants 
Bank Bldg. 
Chicago, Tl. 


154 Nassau St. 
New York City 


LBFOSTERCO- 


PITTSBURGH PA ~NEW VORA CITY 











When writing to Advertisers please mention Mitt Suprrtres 
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SERVICE SAVED MONEY HERE 
Distributor, Seeing Need for Action, Cites Example to 
Prove Value of Supply Houses 
How service rendered by one distributor to a mill in 
his territory prevented a loss that would have more than 
made up for the little that mill could gain in a year as 
a result of buying direct from the factory, is told inter- 
estingly in a letter to R. M. Gattshall, advertising man- 
ager of the Republic Rubber 
distributor. 

letter: 


southern 
portion of the 


Company, by 
Following is the major 
There is no question in the writer’s mind that the 
jobber has sadly neglected to acquaint industrial plant 
executives with the fact that he is a very 
link in their that 


necessary, 
essential their plants 


business, and 


would often be shut down for the want of material if 
it were not for the distributor. The thing that comes 
to my mind at this time is the fact that a great many 


industrial plants, especially the larger ones, use the dis- 
tributor in every way possible whenever an emergency 
arises, but on all other occasions, where they have the 
time, order direct from the manufacturer and save a 
small amount, and the distributor gets none of this busi- 
ness. But if the large industrial plants happen to need 
something right quick, the poor distributor will break 
his neck trying to serve them, hoping it will create a 
good impression, so they will bear him in mind the next 
time they need something. 

“If the distributors were not so far apart themselves, 
so afraid of each other taking all their business away, 
and each doubtful of the truthfulness and the 
square shooting of his competitor, they could easily get 
together and map out a plan whereby they could go to 
the larger industrial plants ana the big buyers and put 
it up to them so strongly that it would be necessary for 
them to place all their orders locally with some distribu- 
tor, as they could very easily show these buyers that 
they did not care for their business unless they were 
given a chance to furnish them some of the good along 
with the bad. In fact, they could go so strong as to tell 
buyers they did not care to have the business at all if 
they 


one so 


were to be used in cases of emergency only. 

“As a direct illustration I had a customer ‘phone me 
personally Monday afternoon for a_ twenty-four-foot 
length of 2-15 16 shaft, to be keywayed in four places 
and shipped by express, as the mill was shut down until 
the shaft could arrive. Suppose there were no distribu- 
tors and they had to go to Pittsburgh or some factory 
for this shaft. I figure their loss would have been more 
than all their savings on direct shipments during the 
entire 


vear. Cases of this kind are coming up almost 
every day in different ways, and I believe that if our 
association and our members and our salesmen would 


begin to educate themselves with the fact 
necessary the industrial plants, we 
break up a lot of the direct 1 

plants over the country, and | 


definite 


that we are a 
necessity for could 


soon large r 


buyit 
vould 
way to 


g by the 
like to see some 


movement tarted in some bring this 


about 
+ et 
Giant Transformers for Timken 
Roller will what it is 
said will be the largest capacity transformers ever built, 
in connection with an installation of two 25-ton melting 
furnaces of the Heroult type, which will be made 
at the company’s plant in Canton, Ohio. Three of these 
transformers are now being built by the General Electric 
Co. in its Erie shops, two of them to be used to supply 
current for the two new Timken furnaces and one to be 


The Timken Bearing Co. use 


soon 
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held in reserve until an additional furnace is installed. 
The transformers will have a continuous rating of 7500 
kv-a., a short-time rating of 9,000 kv-a., they will operate 
on a 22,000-volt, 3-phase, 60-cycle circuit, and will be 
of the water-cooled type. 


=i >-@-———_—_—. 


U.S. Chamber Meets in May 

The annual meeting of the Chamber of Commerce of 
the United States will be held in Washington, May 3rd 
to 5th. General meetings will be held at the headquar- 
ters of the national chamber, facing Lafayette square. 
Attention of the meetings will be focused on important 
economic changes now taking place in the nation’s busi- 
ness life. Group sessions will be held, and one of these 
will have to do with domestic distribution. 


Statement of the ownership 


management, circulation te. equired by 
the Act of Congress of August 24, 1912, of MILL Stupriies, published 
monthly at Chicago, Illinois, for April, 1927. State of Illinois, County 
of Cook — ss. 
Before me, a notary public in and for the State and coun 


y aforesaid, 





personally appeared Clay C. 
ing to law, deposes and 
Surruies and that the 

belicf, a true 


Cooper, who, having been duly sworn accord- 

says that he is the General Manager of 
following is, to the best of his knowledge and 
statement of the ownership, management (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24, 1912, embodied in 


Mii 








section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, The Crawford Publishing 
Co., 7 South Dearborn St., Chieazo; Editor, Clay C. Cooper, 537 South 
Dearborn St., Chicago; Managing Editor, Clay C. Cooper, 5 South Dear- 
born St., Chiearo; General Manager, Clay ¢ Cooper, 537 South Dearborn 
St.. Chicago. 

2. That the owner is: (if owned by a corporation, its name and 
address must be stated and also immediately thereund: the names and 
addresses of stockholders owning or holding one per cent or more of total 
amount of stock. If not owned by a corporation, the names and addresses 
of the individual owners must be given. If owned by a firm, company, 
or other unincorporated concern, its name and address, as well as those 


of each individual member, 
Chicago, Ill.; B. H. ¢ 


must be given.) The 
rawford MeNash 


Crawford Publishing Co 
Wheeling, W. Va.: John Harrison 























Mc Nast Wheeling, W. Va.: Frederick P. Crawford Philadelphia, Pa.; 
Clay C. Cooper, Chicago, Hl.; Fred Newton Seott, Ann Arbor, Mich. 
That the known bondhold mortgavecs, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
ages, or other securities are: (If there are none, so state.) None. 

4 That the two paragraphs next above, giving the names of the own- 
ers, stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company bi also, in eases where the stockholder or security holder appears 
upon the books of the company as trustee or in any othe fiduciary rela- 
tion, the name f the person or corporation f whom h ustee is 
acting, is iven: also that the said two paragr: contain statements 
embracing affiant’s full knowledge and belief as reumstances and 
conditions under which stockholders and security s who do not appear 
ipon the books of the company as trustees, hold stock and t 
capacity other than that of bona fide owner: and t 
reason to believe that any other person, association, or cory 
interest direct or indirect in the said stock, bonds, or othe 

o stated by him. 
That the average number of copies of cach issuc th 1 n 
old or distributed, through the mails « otherw 
durit the months preceeding the date shown : s 
1 matior equired from daily publications only.) 
CLAY C. COOPER 
General Manage 
Ss to and subseribed before me th Sth day of Marck 7 
JAMES S. VALENTINE. 
(Seal) My comn or X} Sept. 30 929.) 
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One of the easiest selling lines 
a mill supply man can handle is 


SIMONDS FILES 
Why? 


Because the Files are guaranteed 
Highest Quality—and they live 
up to the guarantee. 








SIMMONDS 
SAW and STEEL CO. 


ESTABLISHED 1832 FITCHBURG. MASS. 


Me phi : Pent Loos \nveles, ( i 
hitesta. Za Seattle, Wash 
; he : \Iontreal. Ou 
London, Itnetana , 

: loronto, | nit 
Portland, Ore Vancouver, B. ¢ 
San rancisco, Ca St. John, NB 
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Just what is a specialty from the 
standpoint of mill supply houses, is a 
often asked. To 


a specialty is a device which 


question distrib- 
utors 


augments the use or takes the place 


On st 


+ 


aple commodities. 
carry a high profit 


They have to 
because of the 
selling expense connected with them. 
Any article for which there is a con- 
sistent demand will carry a low profit 


and the amount of advertising co- 
operation extended by the manufac- 
turers of such specialties. 

The compensations for selling spe- 
cialties go beyond that of a higher 


some standard basic commodity. eventually. An\ article for which profit. Specialties have unusual 

The idea of its use must be sold as — there is no demand, but for which peculiarities. For instance, they re- 
41 a - 4 3 . a bl _— . ° } 4 

vell as the specialty itself. There is quire a better class of salesmen t 


no demand for it. Before a specialty 


Is put on the 


market, engineers and 


have been getting 


superintendents 


along for a hundred years without it. profit margin that they more than 
It is often for maintenance or re- pay for the additional costs neces- | 
placement of existing equipment. It sary to secure the higher type of | 
is always a saver of time or money, salesman. In this way, if the idea | 
it would not exist. Tt is often an is followed through to its logical con- 
economical short-cut in engineering clusion, a specialty selling mill supply — | 
ractice, a device to save expensive house will have as a body a much | 
epairs or nstallation of basic equip- higher class sales force than the 
ment. It has its place, but the place house which ignores the sale of spe- 
nas 1 be made for it Cialties. 
As an example of what IT mean Specialties are peculiar because of / 
When | say basic equipment, let us the fact that their sales usually [ 
take pipe fittings and valves. The) mount rather than decrease during 
alwa\ have been used, and they depressions or bad times. When a 
always will be. There is an existing general slowing up. of business 
demand for them, a demand _ that oerere. the power plant owner may : 
fluctuates now and then, but remains = reduce his working force by half in [ 
a negotiable factor just the same. A ae a a the manufacturing plant, but the | 
salesman does not have to sell the there is a wee if the died i very last thing to be done is to shut ' 
idea of using pipe, fittings and created, must carry a high profit. down his boiler room. So long as : 
valves. The architect working On This high profit not only compen- he is keeping up steam at all there | 
plans for a building has to specify is sates for the additional sales expense is a double opportunity to sell spe- 
. reer econ eg Mie ie esa 4 involved, but also makes it worth cialties. — power — —. 
6. A YORE Sher Oe eee ee ss is very much opposed to spending 
however, the engineer discovers de- pudgy! pi = red = rgaeieli money. Scatter eiaien “bad times,” 
vices whereby the efficiency of his wince ass RperHerers, -~ — eee and all the incidental operations that 
plant may be raised, the cost of _— se 7 — —— go into the maintenance of a plant, 
operating lowered, the expense of — 1S relatively page eR age wiped aia are frowned upon if they entail 
maintenance cut in half. Specialties tons of pipe and fittings will be used major expenditures. Thus special- 
do these last three jobs. during a certain period, but the num- ties which cut repair bills in half, 
Naturally, specialties therefore — ber of specialties that will be sold which maintain existing equipment 
carry a high profit margin, as com- during that period depends entirely at one-tenth the cost of re-installa- 
pared with the profit margin allowed upon the efforts of the sales force, tion, are welcomed with open arms. | 
; 





sell them. No ordinary price split- 
ting order taker can “‘put over” a spe- 
cialtv. Yet they carry so high a 
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It all goes down to a basic law. Spe- 
cialties are used to save money. 
When times are “tight” specialties 
which save money and the cost of 
expensive new equipment are eagerly 
purchased. 

A familiar illustration would be 
that of a city in which a building 
boom inflates the demand and causes 
serious competition in the sale of 
pipe and fittings. After a certain 
length of time the building boom is 
over. The city is “over housed.” 
Building business decreases. The 
sale of commodities used in piping 
boiler rooms and in setting up sani- 
tary installations sinks to an alarm- 
ing point. A really thoughtful 
distributor, however, immediately 
jumps into the sale of specialties at 
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this time, knowing that other people 
are affected by the deflation—that 
halt-filled office buildings and apart- 
ments are causing owners to be on 
the lookout for economical substi- 
tutes for expensive maintenance 
equipment. He instructs all his 
salesmen to push specialties, and 
though their general sales volume 
may not run as high as the volume 
during the boom, at the same time 
the profit, three to ten times larger 
than that on basic commodities, en- 
ables him to keep his profit-volume 
up to where it was before. He loses 
nothing. 

Just to sum it up, the specialty 
can be called, not only a money and 
time saver, but a salesman maker, 
and in times of stress a profit saver. 


From the Buyer’s Angle 


Speaker Tells Leather Belting Club of Chicago W hat 


He Considers in Purchasing Belting 


Factors that must be considered 
by the purchasing agent in buying 
leather belting were outlined by John 
Senger, of the U. S. Gypsum Co., in 

talk before the Leather Belting 
Club of Chicago following the regu- 
lar monthly luncheon at the 
Machinery club on April 12th. Mr. 
Senger used his own company’s 
methods as a basis for his talk, but 
what applies to his company prob- 
ably also applies to a large share of 
the other big industrial consumers. 

The principal factor considered by 
the U. S. Gypsum Co. in the purchase 

leather belting, according to Mr. 
Senger, is how much it will cost for 
work done. This cost is determined 

dividing the initial cost, cost of 
maintenance and loss due to shut- 
Iting repair, by 
he life of the belt, in terms of work 


lone, as distinguished from length of 


time used. 
1 Important points take! nt¢ 
onsideration by the purchasing de- 
irtment of his company in dealing 


vith leather belting, Mr. Senger 
id, are hides, proper selection of 
its, proper application, proper care, 
elt records and a sufficient length of 


test out tne emclency of a 


Belting may be examined or tested 
the buyer for many of the import- 
factors, such as tanning, stuffing, 
finish, stretch, laps, etc., but for in- 
formation regarding the source of 
the hide he must rely almost entirely 


onthe integrity of the manufacturer, 
Mr. Senger said. 

The U.S. Gypsum Company at- 
tempts to keep complete records of 
belts, containing such information as 
the number of times taken up, work 
done, and reasons for removal, 
whether from accident or other 
cause. One of the difficulties en- 
countered in maintaining proper 
care of belts, according to Mr. Sen- 
ger, is that care is a secondary con- 
sideration with most men operating 
the belts, their first interest being in 
production. The human element also 
makes difficult the keeping of accu- 
rate records, he stated, unless such 
record keeping is the principal job 
of the man. 

It sometimes takes months to de- 
termine the real efficiency of a belt, 
the speaker said. Salesmen some- 
times leave some of their belting for 
trial and return in a short time to 
nquire how it has worked, whereas 
it is impossible to give belts a thor- 
ough test in such a brief period, he 


stated. 


Versatile Salesmanship 
1 Firm Advertises Its Two-sided Salesmen 

as Equipped for Many Duties 
Advertisements sometimes tell the 
old story in a new way. The writer 
recently saw a unique advertisement 
picturing the “two-sided salesman.” 
One-half of him was dressed in the 
rough garb of an engineer mechanic, 
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with tools in hand; the other half 
appeared in the attire of a salesman, 
and he carried the usual brief case. 
The story accompanying the two- 
part picture was also in two parts. 
Part one explained that, in his ca- 
pacity of “engineer,” this particular 
salesman makes it his business to 
find power and other types of losses 
in his customer’s plant, and that he 
is trained to locate the causes of the 
loss quickly and to prescribe the 
remedies. Part two explained that, 
as a salesman, it’s his business to 
take orders that will prevent fuel 
and power losses, to give his cus- 
tomer all the information he can 
about the field in which he is in- 
terested, and to save that customer 
the dollars which he loses through 
wasted power. 

It is an old story that versatility 
is required of a salesman. He is 
order-taker and “engineer,” he is 
publicity man for his company, he 
sometimes even makes collections 
and deliveries, and it’s often his job 
to figure out how he will get the old 
customers back. If all these duties 
sometimes prove irksome, at least 
there’s the satisfaction that the job 
does not grow monotonous. 


Voise Won't Do It 

Being noisy and talkative won't 
help the average salesman much in 
this age of scientific selling and pur- 
chasing. The fellow who comes in 
with a roar like that of a windstorm, 
asks for the buyer in a voice that 
rattles the windows of the office and 
then proceeds to attempt to force his 
goods down the customer’s throat is 
likely to leave meekly, abashed and 
orderless. The idea of getting off a 
sales talk with scarcely a breath be- 
tween sentences and without giving 
the buyer a chance to say a word is 
all wrong. Leave little gaps now and 
then for the customer to fill. He 
might desire to say something. 


fnswer Questions Directly 

The salesman should be prepared 
always to answer questions directly 
and intelligently. The practice of re- 
plying in a broad, general way to a 
specific question asked, and then 
driving off on another angle is repre- 
hensible. When the customer asks a 
question, he wants an answer, and 
he won't be content with a bit of 
evasiveness. Remember that the 
average buyer knows his stuff just 
as well as the salesman, and some- 
times better. 
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Team Work Enters Into Salesmanship 


Each Representative Must Co-operate with the House and His 
Co-workers if Best Results Are to Be Secured 


One of the red letter days of my 
boyhood was when a good natured 
uncle came along and took me to my 
first circus. At that circus I saw 
the first professional strong man to 
come under my observation. I was 
born on a farm and was familiar 
with the work done with horses, and 
the strong man’s act interested me. 
Two fine looking teams of heavy, 
white circus horses were brought 
out, each dragging a whipple-tree 
with a heavy ring in its center. The 
strong man seized one of these rings 
in each hand and the two teams were 
headed in opposite directions. We 
were to see a man’s strength re- 
straining the teams as they were 
goaded on by their drivers. 

But what I saw was two teams of 
horses with a man between them, the 
whole outfit surging first one way 
and then the other. When one team 
went ahead, the other team backed 
up, and if the strong man had to use 
strength, it was only in keeping the 
slack pulled up so the sagging traces 
would not show that there was no 
strain on the connecting link. 

Was that team work? I'll savy it 
was! It was team work on the part 
of the two drivers and the teams, 
for either team was ready to vield 
ground when it was necessary for 
the other to gain. With the two 
teams working, each to make the 
best showing of its own strength, 
they would have made a fool of the 
strong man and it would have been 
a joke instead of an act that im- 
pressed a large proportion of the 
Neither team and_ neither 
driver could go ahead to show people 
what great strength it could exhibit. 


crowd. 


They were all working together to 
create a single impression. The 
horse-power and its effect was not 
the thing. The thing was the act 
and getting it across. 

Team work involves a willingness 
o make sacrifices as well as to work 
ide by side with others. The man 
who is so anxious for his own per- 
sonal advancement that he thinks 
more about that than the advance- 
ment of the whole organization or 
the business as a whole is not a man 
who can be counted on for team 
work. The mill supply salesman is 
not in a position where he must see- 
saw back and forth like one of those 
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teams of big, white circus horses. 
Nevertheless, he may have to sacri- 
fice sometimes for the advantage of 
the firm. 

The player who isn’t willing to 
follow the captain’s signal for a 
sacrifice hit is not of great value to 
the team. Since people pay their 
money to see Babe Ruth put all his 
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strength into his swing at the ball 
and since his batting average shows 
that he has an excellent chance of 
hitting it, it may not be good busi- 
ness to ask him to sacrifice, but, be- 
vond a doubt, when Babe Ruth is 
called upon to sacrifice, he does it. 
Otherwise he would not be a great 
ball player. 

Once in a while a manufacturer 
finds that success in selling his prod- 
uct demands that he put into effect 
with his sales force rules which are 
bound to be detrimental to the work 
of certain individuals, for any radi- 
cal change in methods, accompanied 
by the laving down of new rules, is 
likely to work a hardship on some 
individuals. Shall the beneficial 
changes be omitted on that individ- 
ual’s account? Shall trouble be made 
by making an exception of that in- 
dividual, or shall the individual who 
is the exc ption be expected to take 
his medicine, adjust himself to the 
changed conditions and try to make 
up for the lost ground? 

Evervone familiar with the execu- 
tive management of business knows 
that we must go ahead on the basis 
of plans that generally work out to 
advantage. As far as possible, in- 
dividual attention may be given to 
individual cases, and to some extent 
the exceptional problems of certain 


salesmen may be given exceptional 
treatment, but in the main the men 
involved must adjust themselves to 
the rule that proves best on the 
whole. 

I may be one of the little fellows, 
one of the minor points of contact 
with a minor territory. The methods 
that rule with the bigger fellows, the 
requirements from them in the way 
of reports, method of handling 
orders or routine system of cor- 
respondence, may be a burden to me. 
They may have little value to me. 
They may even hamper my activity. 
Still, for the house to make an ex- 
ception of my case and allow me to 
follow a method that may be admit- 
tedly better for me would probably 
involve so much extra work and so 
much special attention at the home 
office that they are better off to ac- 
cept less business from me and have 
it handled according to rule. 

If I am involved in a condition 
like that, I may accept the situation 
and try to develop my _ business 
rapidly so it will have enough volume 
to be suited to the system that now 
seems burdensome, or I may change 
to another house whose methods suit 
me better. I may do either of these, 
but I cannot afford to object to the 
rules laid down by the house and 
allow myself to be a kicker, a chronic 
objector, a disturbing element in the 
business, a member of the team, vet 
unwilling to play the game the way 
the rest play it. 

I have in mind one of the men in 
a certain organization who is habitu- 
ally a pleader for special privilege. 
He always wants an exception to be 
made for him. He can’t sell this cus- 
tomer unless he can quote special 
terms. He can’t get that order un- 
ial price. He 
wants his samples put up in special 
form, or he wants to be permitted 


less he can give a spec 


to carrv less than the standardized 


sample outfit. He wants his cata- 
logues and photographs put up in a 
special way. That salesman is more 
trouble than he is worth 1 


ana, 
whether he knows it or not, he is 
soon going to give place to a man 
with a team work mind. 

The man with the team work mind 
is always finding ways to work with 
someone else to advantage. He is 
seeking opportunities to exchange 








ideas with the other salesmen of the 
force. In any meeting or convention 
where ideas and suggestions are put 
forth by the men, you will find him 
taking the part of a giver as well as 
He will not sit through 


the meeting, 


a receiver. 
ideas’ ad- 
vanced by others, taking them up 
like a sponge, but giving nothing in 
return. He may be apologetic if he 
thinks his ideas are not very valu- 
ble, but he will give them for what 
they are worth, and he will not think 
he has done his part unless he has 
contributed. When he falls in with 


raveling men in other lines, men 


absorbing 


trips take them into territory 


ther than his own, he will listen to 


ist as keenly to pick up tips 


he mav send to his fellow salesmen 


‘ther territories as he will to se- 
ire tips about business in his own 
erritory. It never will be too much 

trouble for him to extend help to the 
he ellow. He will even help men 
neets who are selling other kinds 
icts, knowing that he will 

t at he sows 
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. ase and Frank Chance at 

; se Was so smooth that the 

‘ ers were a yne man ir 

. s where all th figured. 
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salesman the other day 
Vas Just turning in a fine bunch 
rders tor a specialty he handles 
id, “I’m sending these to 


manager Instead of direct 


the house. I lose only a day or 
two and it helps him a little. The 
house think a little better of him if 
he sends in the orders. It looks a 
++ l 


le more as if he were right on the 
job. I get my credit and my com- 
missions anyway, so it doesn’t do 
harm to follow that plan. 
When it’s a rush order, I call him on 
the long distance or telegraph him, 
and we rush the right 


me an\ 


business 
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through, but I always’ send _ it 
through him. Result? It doesn’t 
hurt me any with the house, they 
know where the orders come from; 
and it makes the district manager 
strong for me. I don’t have to do 
that and the other men don’t, but 
it’s just a little team work which I 
think pays.” 

Every salesman must figure out his 
own opportunities and ways for team 
No rule laid down for Tinker 
and Evers and Chance could fit any 
other three men on that team. The 
third baseman would have to develop 
some different combination and so 
would the pitcher and the rest. But 
each must, for the good of the team, 
work out the best available methods 
fellow 
The winning of games de- 


work. 


for co-operating with his 
players. 
pends upon team work. The winning 
yf a big business for the mill suppl) 
iouse likewise depends upon team 


Study Salesmen’s V tsits 
Waiting Time and Unnecessary Calls Con 
sidered by Purchasing Agents 
Leading purchasing agents of the 
Canada and Mexico 
} 


United States, 
are giving much study to the prob- 


iem oO} salesmen’s calls, as evidenced 


by the appointment of a committee 

of tne National Association of Pur 

chasing Agents to investigate the 
1b] 

Several of the more important 
acts having bearing on the cost of 
salesmen’s alls, according to the 
ssociation, are: The ultimate con- 


imer pays the cost of selling, includ 
ing salesmen’s calls. Waiting time of 
a 


alesmen should be 


reduced to tne 


owest possible minimum. Unneces 


iry calls should be eliminated 
Necessarv calls should be expedited. 
The problem is one in which sales- 


Interested. 


‘e equally 


The committee is now gathering 


statistics which will be used in an 
effort to help solve the 
Thus far the figures accumulated in 


salesmen’s calls are made 


there is no opportunity for business, 
and therefore are not warranted. Ap- 
parently the number of salesmen’s 
calls is increasing at the rat of 
Purchas- 
ing departments, large and small, re- 
‘elve on the average, thirty calls per 
Purchasers are 
concerned, too, with the cost of sales- 
men’s calls as reflected in the time 


twenty per cent per year. 


day from salesmen. 


required to interview them. 


One of the leading corporations in 


problem. 


e that twenty-five per cent of 
where 


the country, maintaining a national 
purchasing organization, has been 
keeping record of salesmen’s visits 
to its purchasing department, and 
has found that of approximately two 
thousand calls, the average wait was 
7.8 minutes. This may seem a long 
time to an impatient salesman, but 
considering the great number of calls 
made upon a corporation of such 
size, it is evident that salesmen are 
being handled in an expeditious way 
in that office. 


Help the Advertising Man 
Sales Force May Aid His Work by Sugges- 
tions for Direct Mail Publicity 
The salesman whose firm adver- 
tises by direct mail has a_ good 
opportunity to help his advertising 
otfice. A note to the advertising 
manager, giving hints about the 
peculiarities of the territory he is 
developing, is especially valuable. 
One firm reports a salesman who 
keeps his sales manager posted about 
details necessary to carry on a suc- 
cessful direct-mail campaign. “I 
cannot hope to sell prospects in this 
territory a complete line, as crop 
failures are limiting their buying,” 
“They 


want to maintain their plants at 


he wrote on one occasion. 


but they seem to buy 
The office 
can help me in a big way, however, 


high efficiency, 


only absolute necessities. 


by stressing the particular items | 
list below, items which are bound to 
sell in spite of poor financial condi- 
tions.”” He included in his list sug- 
gestions for letters that would take 
well with his prospects, the number 
to use and a follow up plan. 

In this way the salesman shows 
his interest in the publicity work his 


house is doing for him. Such a man 


er 


is well known by his firm. “Jones? 
says a correspondent in the advertis- 
ing office. “Yes, he’s the man who 
ives me explicit directions for di- 
rect-mail campaigns in his territory. 
I never work in the dark so far as 
his work is concerned. Sometimes 
he even takes the trouble to write 
out the full text of a letter, and tells 
me just how to circularize his terri- 
tory with it.” The salesman who 
gives such directions informs his 
superiors of all the interesting de- 
tails connected with his selling, 
makes his letters personal rather 
than of the “I beg to state’ type, 
and finds his house very glad to ac- 
knowledge the personality and _ ini- 
tiative demonstrated. 
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Enthusiasm Is Necessary 


This Important Quality Results from First “Selling” 
One’s Self on All That He Represents 


Before a mill supply salesman can 
sell successfully the items his com- 
pany handles, he must do another 
bit of salesmanship, with himself at 
the seller and customer. He 
“sell” himself thoroughly on his 
house and the goods it offers to the 
consumers. 


once 


must 


Confidence in the house and _ its 
goods will ordinarily beget enthusi- 
asm, without which the salesman is 


valuable as a 


about “as soldier 
equipped with a gun, vet ready to fly 
ut the sign of the enemy. No 
man can do his work as it should be 
done if he has no enthusiasm for it. 
He may do his best 


first 


under the circum- 
true, but his best is 
enough. If he 


stances, 1t 1s 


probably not sells 


HE HAS CERTAINLY SOLD 
HIMSELF ON HIS Goops, | 
THEY MUST BE OK. .-4 


I'LL HAVE TOGIVE | se 


s 
«: 


THEM A TRIAL) 2) 











He Sold H } 

. because the buver wants 
lace order, or because his 
natural ability as a salesman pro 
les him with enough stock in trade 

make sales in spite of himself. 
To gain the proper enthusiasm, the 
ilesman must study his job from 
ground up. He must know thor- 
oughly the products his house han 
dl their every feature, their ever) 
advantage. He must study his com- 


pany and prove to his own satisfac- 
tion that it is the organization he 
wants to for, that he will be 
loval to and boost at every turn. If, 
after 


work 


a thorough analysis of his job, 
not “sold” on it, then the only 
proper thing for him to av is to seek 
employment elsewhere. If he remains 
under such hin- 
drance to the company and a drag 
on himself. 


he is 


conditions, he is a 


“sold” himself on the 
company and its goods, however, he 


Once he has 


provided he 
has the other qualities of salesman- 


becomes a real asset, 


ship. He goes out into the field brim 
full of enthusiasm that cannot fail 
to impress buyers and often is a vital 
factor in influencing purchases. 

Let the salesman place himself in 
the position of the buyer for a 
moment. How would he feel toward 
the seller who enters his office half- 
heartedly, asks if there is anything 
on the boards today, rattles off a few 
suggestions and answers questions in 
a listless manner, or in a 
which discloses the fact that 
not know much about what he is sell- 
ing? On the other hand, what would 
be his impression of the man who 


manner 
he does 


enters smilingly, with a cheery greet- 
ing and sets about trying to sell his 
goods in a logical, enthusiastic way; 
whose every statement shows knowl- 


edge of and enthusiasm for his goods 


and his house? Other things being 
equal, would he not be infected with 
that enthusiasm? Wouldn’t he rea- 


son that the man who is so thoroughly 
sold 


have something to back 


himself must 
him up? 


and enthusiastic 


The value of enthusiasm 


brought out very clearly in a 


Was 
notice 
to the sales force issued by a depart- 
ment store in a large middle western 
i Referring to 


city. salesman 


+ tat 
the state- 


the 
possessed of enthusiasm, 
ment reads in part as follows: 
“He has intelligent 


his merchandise. 


knowledge of 
Objections have no 


terrors for him, because in his brain 


laboratory he knows he has enough 


information stored away to meet any 
objection and direct it to his advan- 
He knows that interest is bred 


tage. 
of confidence, and confidence can only 
educational and 
sensible presentation of one’s mer- 


ve secured bY an 


You'll hear him say some- 
thing like this, ‘It is 
to show 


chandise. 
a real pleasure 
is of 


this merchandise, as it 


such good quality we know it will 
give supreme satisfaction.’ 

“He closes the greater portion of 
his efforts. Why? For the 
that his genuine enthusiasm 


appeals to the customer, and carries 


sales 


reason 


her along until interest merges into 


a desire to possess that particular 
article.” 
What applies to the department 


store salesman or saleslady in this 
case also applies to the salesman of 


mill supplies. 


The belt you recommend and 
sell represents you and your 
belting department in the 
manner in which it “stands 
up” on the job, and the serv- 


ice it gives. 


Ir can only perform these 
duties well when “properly 


joined”. 


So a word or two at the time 


of sale, a recommendation 


that the belt be joined with 
Crescent Belt Fasteners will 
insure the belt’s best and 
longest service, and eliminate 


much of the unnecessary and 


. 


undeserved “grief” belting 


departments must contend 
with, due to improper and 


inefficient joining methods. 


CRESCENT BELT FASTENER CO. 
247 PARK AVENUE, NEW YORK, N. 
Sales Service! 
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OMPARED with the cost of 
horsepower, the price of good 
belting is an_ infinitesimal 

speck on the cost sheet. It pays to 
use Ladew Belting because it carries 
the full load from pulley to pulley 
as you'll discover if you try a Ladew 


Belt on your toughest drive. 


Just in passing! 


Read the Ladew ~“~Proot 
Book”—a few words and a 
lot of pictures of some re- 
markable performances by 


Ladew Belts. 


EDW. R. LADEW CO. Inc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street. New York City 




















ALLEN 


the 30% stronger Hollow Screw 


30° extra strength over broached hollow screws— 
the only other kind made Cold-drawn by a pat- 
nted process which increases the density of the 
steel around the socket-hole, and heat-treated 
scientifically according to size and style of point. 


I n process makes deep, perfectly formed socket-holes, 
vitl hit in the bottom The entire length of the 
Allen € i at the point, or 

I en A in stock 

t n ngtk oin ad. Al 

H ( Pp Pp = I nsions an 





The Allen booklet, with its charts of sizes and 
prices, will make itself useful 


Jealer who sends for il 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
<_™ 














May, 


The flux and alloy being melted together 
for the first time when used by the 


consumer, produces the following 
beneficial results: 


It flows as free as water. 

It saves 25 per cent in oil 

It saves power which is fuel. 

It leaves a bearing surface as smooth as 
glass. 

It has twice the life of any known bear- 
ing metal. 

It absolutely will not shrink away from 
the boxes or shaft. 

It produces a tough, durable metal, not 
hard and gritty 

It saves trouble and expense and prolongs 
the life of machinery. 

It produces the lowest co-efficient of fric- 
tion of any known metal. 

It produces a perfect and solid bearing 
with a grain the texture of steel. 

It costs less than any other, not by the 
pound, but by time. 


It is distributed exclusively through Mill 
Supply Houses. 


Associate Member National Supply and 
Machinery Distributors Ass'n 





Copper Goods 


We make a large variety of Copper Goods for all industries. 


Whene 





er you need a coil, a float, an expansion joint, special 
ttings, a kettle, 1 






pipe fi n pan, or anything else n € 
from copper or | sheet, tubing or casting, send us 
specifications. Below are several of our line 


Bronze Bars 


HarBronz is a bearing metal of 
the highest quality, made from 


all new metals Cored and solid, 
12” long, '2” to 5 diameter. 
In stock. 





1927 











A Radio Specialty 


8” Copper Balls with fittings. At 
tractive and efficient outdoor 











Copper and Brass 


Special Pipe Coils and Bends 
Pipe F copper and brass pipe and tubing 


Any shape for any purpose. State if for 


Fittings 














Engineers, Coppersmiths, Brass Founders and Finishers 


ARTHUR HARRIS & CO., 210-218 N. Curtis St., Chicago 
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Personals 





R. E. Buchholzer, formerly with the 
Fort Wayne Pipe & Supply Co., Fort 
Wayne, 


ales direc 
tor of the 
mill supply 
depart 


ment of the 


cnanges 
ind addi 


tions in the 





»ersonnel 
: ! and Supply Co. 
have been made. H. Lloyd Grosvenor, 


forme ly al membet ( 


f the mill supply 
sale taff, ha become advertising 
manager of the entire company. Glenn 


Cc. Ha vey, 


the Pennsylvania railroad, is now a 


formerly an engineer fo 
mill supply salesman in the company’ 
central Indiana territory, and John F 
Lohman, who has been an employe of 
the International Harvester Company’ 


motor truck plant, Fort Wayne, 


been appointed city salesman for th 
United Supplies Company, the plumb 
ing and heating division of the Wayne 
Belting and Supply Co 

D. K. Swartwout, president hie 
OWwa H Company, Clevelane in 


Mrs. Swartwout have returned from 

delightful Mediterranean cruise on the 
Lapland of the White Star line. They 
insite Madeira, Gibraltar, Algiers 
Monaco, Naple , Athens, Constanti- 
nople, Haifa (for Holy Land), Pales 
h, Alexandria (for Cairo 


id the Nile), and Syracu e, and 
topped at Paris and London in return 
ine. Pleasant weather and smooth sail 
ing were enjoved throughout the seu 
Vie alt 


Harry Ek. Dickerman, since 1908 with 
‘The Chishelm-Moore Mfg. Co., Cleve 
land, has resigned as vice-president and 
sales manager and will in the near 
future go into business for himself in 
Cleveland, specializing in the sale of 
hoists and trolleys. The location has 
not as yet been announced, so for the 
present his address is Park Lane Villa, 





st 105th street, Cleveland. Mr. 
Dickerman is very well known to the 
trade, a former president of the Amer- 
ican Supply and Machinery Manufac- 
turers’ Association, and a constant and 
active attendant at the various mill 
supply conventions for many years. The 
definite announcement of his location 
and line will be awaited with interest. 

H. W. Marshall, formerly associated 
with The Anderson Co., Gary, Ind., 
manufacturer of auto accessories, is 
now in the sales organization of the 
American Hammered Piston Ring Co., 
Baltimore. H territory will include 
Kansas, Oklahoma, Arkansas, and part 
of M ourl. 


’ ] , ’ 
G. | Konold has been elected presi- 


lent of 17 Warren Tool & Forge Co., 
Warren, Ohio, manufacturer of forged 
tool 

J H Coy orn \ uye ol 
engines to B v & Sp nee 

. ——" 





H. COYLE 





Hartford, Conn., is now in charge of 
the company’s sales engineering in the 
vew York, Pennsylvania and Nev 
England territory, with 





2 hea lquarters 
in Hartford. Mr. Coyle primarily rep 
resents his company on special contract 
forgings and drop forging — equip- 
ment, such as drop hammers, die sink 


ers, etc 


.. but may be called upon fo. 
engineering work in connection with 
any Billings & Spencer special drop 
forged tools. 

R. I.. Hicks, sales engineer, Atlanta, 
is now associated with the sales depart- 
ment of Victor Balata & Textile Belt- 
ing Co., 38 Murray street, New York. 
Mr. Hicks, who is a native of Georgia, 
has a very wide acquaintance with mill 


supply people, as well as with the in- 
dustrial trade, and because of his pre- 
vious engineering experience is espe- 
cially capable of rendering service 01 
conveying jobs. He will cover the 
southeastern portion of the United 
States, with headquarters in Atlanta. 


Sherrod E. Skinner, division super- 
intendent for Landers, Frary & Clark, 
New Britain, Conn., manufacturers of 
brass goods, was recently elected a di- 
rector of the Skinner Chuck Co., New 
Britain. Mr. Skinner, son of E. J. 
Skinner, president of the chuck com- 
pany, is a graduate of Rensselaer Poly- 
technic Institute. 

George W. Lawther, formerly with 
the Biddle Purchasing Co., New York, 
has joined the sales force of The Akron 
Barrow Co., Cleveland, and will have 
charge of eastern territory with head- 
quarters in New York City. L. B. Cole- 
brook, formerly connected with the 
Westinghouse Electric & Mfg. Co., has 
been appointed Akron Barrow salesman 
in charge of the company’s central ter- 
ritory, with headquarters in Cleve- 
land. The Akron Barrow Co. also 
announces that the Fulton Supply 
Company, Atlanta, is now its exclusive 
distributor in the Atlanta territory. 

J. K. Boreh of the Scandinavian- 
Western Importing Company, Ltd., Ne 
York, has been re-elected for another 





three-year term as a 


lirector of the 


Swedish-American Chamber of Com 





merce. The Scandinavian company, of 
which Mr. Borch is president and gen 


eral manager, specializes in the dis 
tribution of imported files, emery 
wheel dressers, torches, ete. 


John C pres 
Newark Wire Cloth Com 





ecu tive 
¥ OCH 2 n 
h wire 
cloth in 


A pprox- 
i mately 





sixteen of 
those fifty 
years have 
been with 








oe JOHN C. CAMPBELL 

his pres- 

ent company, and for about eight years 
previous he was with the American 
Wire Cloth Co., a partnership organiza- 
tion. Mr. Campbell resigned from this 
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AMERICAN SWISS 


rhe File of Precision, manufactured to a gauge 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. and other skilled workers. 


and with 


jew elers, 


re 


with wat of distributors and other interesting 
nost dealer 


ata sent 
qu S the forer 


pets Soden File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Mill Supply Houses 





Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 315 W. Easton, Pa. 





Austin Ave. Factories: 











RED DRAGON 
p | 





“No Clogging’ — 
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BULL ©»FROG 
WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design 
an construction are eng ineered into them Bull 
Frog No. 42, the great outstanding general purpose 
barrow, saves money on every job. ' Gther Bull Frog 
barrow carts, and scrapers for every garden, farm, 
mill, mine, contracting, and industrial use. Write 


) THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 















Branch Offices and Warehouses 


Philadelphia Chicago 
233 North {2th 69 E. Wacker 
St. Drive 


FORGED STEI | 
THROUGHOUT 












PROFITS to you 
from SALES and USE 


isk Your Nears 





st Jobber or Write 


THE LAWSON MFG. CO., Sta. B, Cleveland, O. 
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BAND SAWS 


“The “The Toots v in Lhe ! Pdi Cor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
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MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


IRKLE ‘MACHINE“Works 


coe NOT INC © 


456 N. Union Ave., Chicago 





























ers please mention Mitt Surp ies 
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the Newark Wire 
which absorbed the 
company in a year’s time. 
When the Newark company’s first fac- 


company to form 
Cloth Company, 
American 


tory was ready to operate, it consisted 
of three old-fashioned hand _ looms. 
These looms, however, eventually gave 
vay to new and automatic 
that 
Company’s 
most modernly 
industry. In 1923, with 
already occupying seven 
buildings, the company 
Morse & Whyte 
bridge, Mass., an old-established 
cloth manufacturing 
Among Mr. 
ments in 


improved 
machinery, and today it is 
the Newark Wire Cloth 
plant is one of the 
equipped in the 
its plant 


said 


purchased the 
Company of Cam- 
wire 
organization. 
Campbell’s new develop- 
cloth manufacture are 
“Newark” metallic 
filter cloth and a gasketed metallic fil- 
t which is 


wire 


tne spiral weave 


ter cloth 


tracting 


reported to be at- 
wide attention in the field. 

Hugh Bi; PP. succeeds N. I. 
Green, who recently resigned, as mana 
ger of the supply department of the 
A. R. Williams Machinery Co., Toronto, 
Ontario, Canada. 


Reardon 


George M. l)yke has been elected 
treasurer of the Sterns Conveyor Co., 
which was recently taken 
over by the Chain Belt Co., Milwaukee, 
hrough purchase of the entire capital 


=tock. W. H. Brandt succeeds Mr. 


Cley eland, 


Dvke as assistant secretary of the 
Chain Belt Co. 

Walter C. Allen, president, The Yale 
& Towne Mfg. Co., Stamford, Conn., 


recently stricken with appendicitis 


operated upon in Hamburg, Ger 
many. His condition reported to be 
mproving. 

Tell Berna, formerly sales manage) 


for the G. A. Gray Co., Cincinnati, 





ner manufacturer, is now general 
manager of sales for The Union Tw 
lyrill Co., Athol, Mass., manufacture 
f cutters and drills. 

Paul W. Newcomb, formerly with the 
Milton Mfg. Co., Milton, Pa., is now a 
ciated with the Graham Bolt & Nut 
Co., Pittsburgh. He is in charge of the 
company’s eastern Pennsylvania, New 
Jersey and Maryland territory. 

Martin Oberg, one of the founders of 
the Damascu Steel Products Corp., 
Rockford, Ill., manufacturer of small 
too has been appointed sales mana 
pe He w formerly western district 
ales manager of the corporation. 

R. J. Goldie has been chosen assistant 


and director of sales 


general manage} 
by the Nice Ball Bearing Co., Philadel- 
phia, manufacturer of bearings fo 
and industrial use. He was 
h the Ruggles Motor Truck 
Mich. 


succeeds S. 1). 


automotive 
formerly wit 

Company, Saginaw, 
G. G. Sutton 
outhern manager of the 
Waring Co., Philadelphia, 


Barr as 
Yarnall- 
manufac- 
team specialties and 
plant equipment. His headquarters will 
be in Atlanta. Mr. Barr has been trans 
ferred to the Cleveland district. 


urer of power 


lyaniel J. Murphy, present manager 
of the Dallas, branch of The 
Harnischfeger Corp., Milwaukee, manu- 


Texas, 


facturer of cranes and hoists, will be in 
charge of new offices to be opened at 
Baltimore. George W. Bimlich will suc- 
ceed Mr. Murphy in the Dallas branch. 

RK. FP. 


man in the 


Mitten, who has been a sales- 
southern 


Ohio district for 





R. F. MITTEN 


The Black & Decker Mfg. Co., Towson, 
Md., was recently made branch mana- 
ger of the Cleveland territory, filling 
the vacancy left by C. M. Hall upon his 


promotion to as 


manager. The 


-istant automotive sales 
company reports that 
Mr. Mitten has a very successful sales 
record in the 

Robert J. Frank recently joined the 
Baltimore branch of Pierce, Butler & 
Pierce Mfg. Corp., New York, manu- 
facturers of heating and plumbing 
good He will cover Maryland and 
Pennsylvania territory, with headquar- 
ters in York, Pa. Mr. Frank was form- 
with the National Radi- 


ator and American Radiator companies. 


automotive trade. 


erlv associated 


Georg l.. Bitting has been chosen 


np 


lirector of sales by The Bunting Bras 





Ohio, manutac 





BITTING 


GEORGE L. 


turer of Bunting phosphor bronze bush- 
ing bearings and cored and solid bars. 
Mr. Bitting has had a long and success- 
ful experience in selling to the indus- 
trial and mechanical markets, and for 
the last fifteen years has specialized in 
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the automotive field. He was formerly 
with the Standard Welding Company 
and the Eaton Axle & Spring Co., both 
of Cleveland. 

C. P. Kramer has resigned from The 
National-Acme Co., Chicago division, to 
establish a business of his own at 4554 
West Congress street, Chicago. He will 
manufacture screw machine products. 

R. H. Clore, formerly with the Na- 
tional Carbon Co., Cleveland, now repre- 
sents The United States Electrical Tool 
Co., Cincinnati, manufacturer of port- 
able electric drills, grinders and polish- 
ers. He will cover the Cincinnati ter- 
ritory. Another appointment of the 
company is that of Ralph J. Cook as 
special representative. Mr. Cook has 
had wide experience in the electrical 
tool field. 

ID. W. Widmayer, for the last six 
years assistant 
Asbestos 
Company, 


sales manager of the 
Shingle, Slate & Sheathing 
Ambler, Pa., manufacturer 
of asbestos shingles and a variety of 
other asbestos building materials, has 
been advanced to western sales mana- 
ger and manager of the factory now 
under construction in St. Louis. With 
the completion of the St. Louis factory, 
all business in the territory 
Columbus, Ohio, will be 
St. Louis. 


west of 
handled from 

Joseph E. Hodgkins, since 1898 in 
the Boston office of Jenkins Bros., New 
York, manufacturers of valves and 
packing, has been appointed manager 
of the New England branch, which has 
its headquarters at 524-530 Atlantic 
avenue, Boston. Anthony 1). Weber, as- 
sociated with the Bosten branch 
1908, has been made assistant manager. 
Jenkins Bros. John 





=1nce 


also announce th: 





I). Stiles, after almost forty years of 
service, with about thirt 
manager of the New Eng 






retiring from active se) 
continue as one of the 


ilrectors. 





Factory Additions 





The Red Oak Machine Co., Red Oak, 
Iowa, is building a machine shop addi- 
tion. 

Ohio Knife Co., Cincinnati 
turer of machine 
contract for the 
addition. 

National 
Springfield, 


manufac- 
knives, has awarded 
erection of 


a one-story 


Bronze Co., Shaw's Lane, 


Mass., has awarded con- 
tract for a one-story foundry addition, 
to cost approximately $21,000. 
Meurer Steel Barrel Co., Inc., 23 
West Forty-third street, New York, 
will build two one-story additions to its 
plant at Long Island City, to cost in 
excess of $25,000 with equipment. 
Union Cap Screw Co., 12609 Union 
avenue, Cleveland, plans to erect 2 one- 
story addition, 34x47 ft. 
ment will be installed. 
Union Carbide Co., Falls, 
N. Y., manufacturer of welding equip- 
ment and materials, is planning to erect 


New equip- 


Niagara 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








ELCO Wood Screws 


om pt ~_— nts are made Iron and Brass 


from our large stock of Iron Wu y 
and Brass Wood Screws and 1 
i 


Machine Screws. 


NI } } 
You will be pleased with the at 
tention given to your orders 
a instruct 


ELCO TOOL & SCREW CORP. 
Rockford, Ill F, 





Broadway at 13th 


NEW! 


The Wa E 








Hand Saw made by J. D 

Wa & Co., 

— ait ries hine ry 

It?s SAFE 
Wa 
aan Ss y 

J. D. WALLACE 2801 WILCOX ST. 
& CO. CHICAGO, ILI 


THE CORRECT 
Grinder and Buffer 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 


The 
Standard 


Ball Bearing Grinders 
Buffers i“ 
Made in Eight Sizes Write for 
up to 15 H. P Catalogue 
The Standard Electrical —_ 
Tool Co Established 
Cincinnati, Ohio 1912 


When writing to Advertisers 


LY 





SWACO OF — 
SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1.3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 








SKINNER Clamps 


Stop Leaks 





PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing— 

Drilling — Buffing—Rotary 

Filing—S c re w Driving— 
Nut Setting 


and hundreds of other useful 
operations, Several sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicage M6—'s H.P. Capacity 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


please mention Mitt Supp tigs 
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a one-story addition, to cost more than 
$45,000 with equipment. 

Graton & Knight Co., 344 Franklin 
street, Worcester, Mass., manufacturer 
of leather belting,-is erecting an addi- 
tion to its plant. 

Boston Machine Screw Co., Tudor 
street, Boston, has filed plans for a two- 


story addition to cost about $40,000 
with machinery. 

Gill Glass Co., Inec., Amber and 
Venango streets, Philadelphia, will 


build a two-story addition, to cost about 
$200,000 with equipment. 

The Precision Grinding Wheel Co., 
Inc., 8301 Torresdale avenue, Philadel- 
phia, plans to build a one-story addi- 
tion, to cost about $10,000. 

The Eureka Foundry Co., Gadsden, 
Ala., will build a one-story addition, 
60x100 ft., to manufacture iron castings 
for cotton mill equipment. 

The Container Corporation of Amer- 
ica, Nixon and Fountain streets, Phila- 
delphia, will erect a one-story addition, 
to cost about $50,000 with equipment. 

Rome Brass & Co., Rome, 
N. Y., has contract for the 
construction of a one-story addition, to 
cost more than $50,000 with equipment. 

The Rockford Fibre Container Co., 
Rockford, Ill., is erecting an addition, 
about $100,000, of which 


$65,000 will be devoted to 


Copper 
awarded 


to cost more 


than new 
equipment. 

J. P. Danielson Co., 
IN. Xs, 


othe) 


Inc., Jamestown, 
manufacturer of 


tools, 


wrenches and 

one-story 
addition, to cost approximately $40,000 
with 


plans to erect a 


equipment. 

Heddle Mfg. Co., 
and Allegheny avenue, Philadel 
manufacturer of textile mill 
a five-story and 


Steel Twenty-first 


ree 





1] 


equipment, lll erect 
basement addition, 95x100 ft. 

The Beardsley & Piper Co., 2621 
North Keeler avenue, Chicago, manu 
facturer of foundry equipment, will 


oon erect a one-story addition, to cost 
about 

The Porcelain 
4701 street, Chicago, manu- 
facturer of metal enamel products, will 
build a story addition, to 
about $35,000 with equipment. 

The Whiting Corporation, 157th 
street, Harvey, Ill., manufacturer of 
hoists, ete., is planning the erec- 
tion of a one-story foundry addition, 
70x160 ft., to cost about $35,000. 

The International 
Jamestown, N. Y 
window 


$45,000 with equipment. 
Aetna 


Augusta 


Knamel Co., 


three cost 


cranes, 


Casement Co., 
.. manufacturer of 
casements, etc., will build a 
addition, to cost approx- 
imately $40,000 with equipment. 

The Paper Co., Chappaqua, 
N. Y., is erecting an addition to its mill 
at Winsted, Conn. More than $75,000 
will be expended for new machine units, 
paper-twisting and other equipment. 

Link-Belt Company, Indianapolis, 
branch of the Chicago plant located at 
300 West Pershing road, has awarded 
contract for a one-story addition, 80x 
180 ft., to cost about $45,000. The ex- 


one-story 


Setag 


tension will be used largely for the 
manufacture of belt idlers, upon the re- 
moval to Indianapolis of this line, which 
is now produced in Chicago. 

Nash Engineering Co., South Nor- 
walk, Conn., manufacturer of compres- 
sors, pumps, ete., will build a one-story 
addition, 100x105 ft., a part of which 
will be used for distributing purposes. 

Boehck Machinery Co., 2404 Cly- 
bourn street, Milwaukee, distributor of 
machine tools, contractors’ equipment, 
mill supplies, ete., will erect a one- 
story addition to its service building, 
YOx7T5 ft. 

Newman Mfg. Co., 416-18 Elm street, 
Cincinnati, manufacturer of architec- 
tural bronze, and other metal 
products, will remodel for an addition 
the five-story building which it recently 
acquired. 


brass, 


Chicago Smelting & Refining Co., 
2457 South Loomis street, Chicago, is 
erecting a three-story addition, to cost 
about $90,000 with equipment. L. C. 
Robinson is one of the 
executives. 


company’s 


Crane Co., 836 South Michigan ave- 
nue, Chicago, will erect a one-story ad- 
dition to its factory branch at Bridge- 
port, Conn. The cost of the structure, 
the dimensions of which will be 60x350 
ft., will be about $80,000. 

The Company, Waterbury, 
Conn., manufacturer of belt lacings, set 
build 
addition, 
L-extensions, 


Bristol 


and cap screws, Ctc., plans to 
a two-story and basement 
40x145 ft., with 


10x58 ft., and ee respectively. 





A one-story gars ill also be erected. 





New Factories 





Oiler Co 
manufacturer of 
build its 
fire. 
The 


Folsom 


Cannon .. Keithsburg, Il. 
pump oilers, will re- 


recently destroyed by 


factor y; 


Pacific Gear & 
street, San 


Tool Co., 1035 
Francisco, is plan- 
ning to build a one-story machine shop, 
10x45 ft. 

The Lawrence Machine Co., 361 Mar- 
ket street, Lawrence, Mass., is planning 
to build a T-shaped plant, 75x122 ft., 
to cost $175,000. 


Otis Elevator 


Co., Eleventh avenue 
and Twenty-sixth street, New York, is 


planning to build a machine shop, 66x84 
ft., at its Yonkers, N. Y., plant. 

The Superior Cabinet Works, Inc., 
93 Newall street, Pawtucket, R. I., con- 
templates the erection of a new factory, 
to cost about $50,000 with equipment. 

Paul W. Bounds, 3100 Rosehill street, 
Philadelphia, operator of a cut stone 
works, will erect a new one and two- 
story plant, to cost $150,000 with equip- 
ment. 

Hills-MeCanna Co., 2025 #£Elston 
avenue, Chicago, manufacturer of lubri- 
cating and other metal spe- 
cialties, will erect two one-story units, 
each 60x200 ft., on a site recently ac- 
quired at Nelson street and Western 


devices 


123 
avenue. The new project will cost 
approximately $100,000 with equip- 


ment. 


Philadelphia Gear Works, Richmond 
and Tioga streets, Philadelphia, plans 
to build a new one-story plant, 135x400 
ft., to cost approximately $150,000 with 
equipment. 

The Iten Fibre Co., 2359 East Sixty- 
seventh street, Cleveland, is erecting 
the first unit of a new plant on a site 
at East Ninety-third street and Beck- 
man avenue. 

The Central City Machine & Tool Co., 
Syracuse, N. Y., has acquired a site, 
80x100 ft., at 503-505 West Belden 
avenue, and will build a_ two-story 
machine shop. 

American Hard Rubber Co., 11 Mer- 
cer street, New York, will erect a new 
power house at its factory at College 
Point, L.I., to cost more than $100,000 
with equipment. 

The Turner-Wax Screw Co., Kansas 
City, manufacturer of screw machine 
products, is building a new plant which 
will give the company fifty percent ad- 
ditional floor space. 

Midwest Steel & Iron Co., Larimer 
street, Denver, plans to build a new 
one-story steel fabricating plant, 
50x110 ft., at Pueblo, Colo., to cost 
about $40,000 with equipment. 

The Interstate Foundry & Mfg. Co., 
Longview, Wash., is building a one- 
story plant, 80x140 ft., and a one-story 
office building, 32x48 ft. Cost of the 
entire preject will approximate $55,000. 

Novelty Iron Works, Sterling, IIl., is 
building a new foundry and machine 
shop, the main structure of which is I 
shaped, 50x32 ft. and 92x32 ft. The 
dimensions of the foundry are 50x100 


f+ 
me 


The Watertown Auto Spring Service 
Co., will open a plant at 312 North 
Massey street, Watertown, N. Y., to 
manufacture wagon and automobile 
springs. Complete equipment is to be 
installed. 

The Schmutz Mfg. Co., 1204 West 
Main street, Louisville, manufacturer 
of printing equipment, dies, etc., has 
awarded contract for the erection of a 


one-story plant, 90x200 ft., to cost 
about $50,000. 
C. J. Patterson Corporation, 4050 


Penn street, Kansas City, proposes to 
erect a three-story plant at St. Louis, 
to cost $115,000. Ovens, power equip- 
ment, conveying and other machinery 
will be installed. 

The Braun Bearings Co., Inc., Port- 
land, Me., recently organized, has 
erected a plant for the manufacture of 
a new type of self-aligning, adjustable 
ball bearing. The factory will be in 
operation in a few weeks. 

The Bridgeman Machinery Co., Nor 
wich, Conn., recently established by H. 
Bridgeman Smith, head of H. Bridge- 
man Smith Co., 487 Kent avenue, 
Brooklyn, manufacturer of paper boxes 
and containers, will build a plant at 
Norwich to manufacture a new type of 
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20,000,000— 


S.A.E. and U.S.S. Thread 


CLEVELAND | 


CAP SCREWS = 











immediate shipment. 
Chicago, New York, 


Are always stocked for 
Sales offices at Detroit, 
Los Angeles, Atlanta, Boston, St. Paul, Cin- 
cinnati, Norfolk, and San Francisco. Ware- 
house complete stocks in first four cities. 


The Cleveland Cap Screw Company 


2921 East 79th st. 


A. L. Schultz & Son 


“The Friction Clutch Specialists” 


Cleveland, O. 


Service on troublesome 


We make Clutches 
Machinery 


Expert 
and extensive installations 


for oper- 
ating all 





Factory and Offices, 1675 Elston Ave., 


The preferred babbitt 


Magnolia Metal one 





ine Thousand f bearing 
ause of its unifor com 
andling, and cauk-oamaine 
Ww rite for prices and special dealer helps 


Magnolia Metal Co. 75 West St., New York 


MAGNOLIA 


ANTI = FRICTION 


MI Ahan 


he metal line, standardize on Magnolia Products 










will increase your 
vise sales 


Vo 31463 
SONY 10H 


pal Send for 
— Catalog and 
Terms 


HOLLANDS MFG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


When writing to 





Chicago, Ill. 


OLES 


Convertible Vise 





Besides being con- 
vertible from the 
continuous screw to 
the rapid acting 
type, all TOLES 
Vises have jaws 
drilled so that users 
can at will attach hardwood 
facings. Another reason why 
supply houses should stock 


TOLES Vises. A smaller stock suffices. 


CATALOG. 
W.C. Toles Company, Woodstock, Ill. 






WRITE FOR 











WE WANT JOBBERS 
\ WIZARD 











Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 
is sold exclusively through jobbers! 

Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


pan or - Outside 
Uniform Soldering Efficiency 


Inside work and outside work are 
all the same to the Everhot No. 50 
Blow Torch. Protected by its metal 
wind shield, the flame burns just 
as steadily outdoors in a blinding 
rain or snow storm as it does w it un 
the enclosure of a building. 

When you're equipped with an 
Everhot No. 50 you can always be 
sure that a soldering job will be 
regardless of what the 
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done — 
weather is doing 
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MANUFACTURING CO. Mar1000 1:05 


BARTON’S 
ELECTRIC ABRASIVE 
es CLOTH 


P is made from a very 

high grade. electric 
furnace abrasive, for the 
critical metal working trade. 
On tough hard metal it will cut 
faster and outlast any other abrasive. 


Manufactured by 
Stocked by 


leading Supply 
Houses, everywhere 


Holmesburg, 
Philadelphia, Penna. 


Advertisers please mention Mitt Surpries. 


H. H. BARTON & SON CO. 


——— 
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paper box-making machinery. The first 
unit erected will cost about $50,000 with 
equipment. 

The Fisk Rubber Co., 250 West Fifty- 
seventh street, New York, plans to build 
a new factory branch and distributing 
plant at Indiana avenue and Seven- 
teenth street, Philadelphia, to cost about 
$100,000 with equipment. 

The Marquette Metal Products Co., 
Waterloo road, Cleveland, has awarded 
contract for the erection of a one-story 
machine shop, to cost about $75,000 
with equipment. The company plans to 
build an additional unit later. 

The Edward F. Cumiskey Co., 126 
Clinton street, Milwaukee, manufactur- 
ing machinist, will erect the first unit 
of its new plant on Fond du Lac avenue. 
Approximate cost of the new building 
will be $35,000, including equipment. 

Quinn Brothers, 1615 North Second 
street, Philadelphia, metal contractors, 
are planning a new two-story plant, 52x 
95 ft., to cost about $40,000. It is re- 
ported that the present plant will be 
removed to the new location and addi- 
tional machinery installed. 

Roberts & Mander Stove Co., Eleventh 
and Washington streets, Philadelphia, 
will build two three-story and_ base- 
ment buildings, 66x220 ft., and 60x215 
ft., respectively, and one 
building, 41x110 ft. 


one-story 
The entire project 


will cost about $150,000 with equip 
ment. 

Nels J. Billstrom, Rockford, Il., 
manufacturer of wood-working machin- 
ery, Will build a new one and two-story 


lant, the combined area of which will 


be 80x15 ft. It will cost about $50,000 
with equipment. The present plant 
ill be removed to the new location, 
C3 reporte 

The South Hill Mfg. Co., Douglas 
avenue and Portland street, Port Non 
folk, Va., manufacturer of box shooks, 
crate et considering plans for 
ebuilding the portion of its plant re- 
cently destroyed by fire, the loss of 
vhich reported in excess of $150,000 
with equipment. 

The American Can Co., 120 Broad 


vay, New York, manufacturer of oil 
transfer pumps, plans to build a new 
$600,000 plant on a five-acre site ac- 
Pacific Grove, Cal. The en 
gineering department, New York, is in 
charge of construction. Pacific 
headquarters are in the Mills building, 
San Francisco. 


quired at 


Coast 





Field Notes 





James Geer Co., Forest City, N.C., 
mill supply and machinery distributor, 
is moving its headquarters to Spartan- 
burg, S.C. 

John |). Robinson Co., Savannah, Ga., 
mill supply distributor, recently moved 
from River and Drayton streets to 11 
West Bay street. 

Boston Woven Hose & Rubber Co., 
Boston, announces the removal of its 
Chicago branch offices from 332 South 





125 
Michigan boulevard to the Adams- Georgia and Florida, having recently 
Franklin building, 222 West Adams _ taken over this additional territory and 
street. opened up a new office. 
The Northern Fire Apparatus Co., The 


920 Eighteenth avenue, N. E., Minne- 
apolis, has changed its name to North- 
ern Pump Company. 

Anchor Post Fence Company, New 
York, has opened a branch office at 646 
North Michigan avenue, Chicago. W. R. 
Mills and C. B. Stillinger are in charge. 


The Philbrick-Booth Foundry Co., 
Hartford, and the Hartford Foundry 
Co., Wethersfield, Conn., recently 


merged as Philbrick, Booth & Spencer, 
Inc. 

The McKeage-Sell Machinery Cor- 
poration, 424 Broome street, New York, 
has been formed to deal in, rebuild and 
manufacture all types of wood-working 
machinery. 

Egyptian 
Thomas 


Supply Co., Inc., North 
street, Christopher, Ill., has 
discontinued its mill supply lines and 
will concentrate its efforts on plumbing 
and heating supplies. 

The Foundrymen’s Asso- 
ciation will hold its annual convention 
June 6th to 10th at the Edgewater 
Beach hotel, Chicago. R. E. Kennedy, 
909 West California street, Urbana, IIl., 
is secretary. 

The annual spring meeting of the 
Associated Machine Tool Dealers will 
be held in Granville, Ohio, May 25th to 
27th inclusive. Tyler W. Carlisle, of 
The Strong, Carlisle & Hammond Co. 
Cleveland, is secretary of the organiza- 
tion. 


American 


The Newark Fire Protection Equip- 
ment Co., Academy building, Newark, 
N.J., was recently organized a 
of fire 
devices for industrial 


municipalities and 


jobber 


protection equipment and safety 
organizations, 
miscellaneous agen 


cles, 


Kemp Machinery Co., manufacturer 


of machine tools, machinery and ma- 
chinists’ supplies, has moved from its 
former location, Calvert 


215 North 
street, Baltimore, to larger and more 
suitably located quarters at 211 Presi- 
dent street. 

Chicago Pulley & Shafting Co., 17-23 
North Desplaines street, Chicago, has 
been made exclusive distributor of the 
American monorail system, which is 
manufactured by The American Mono- 
rail Company, 1953 West Sixty-seventh 
street, Cleveland. 

The National Machine Tool Builders’ 
Association is conducting a survey of 
machine tool capacity designations, 
working for uniformity in determining 
these. The survey is being made to 
assist the United States War Depart- 
ment in its national defense plans. 

Dayvton-Dowd Company, Quincy, IIl., 
manufacturer of centrifugal pumps, 
announces the opening of a new sales 
office for the Carolinas, in charge of 
the Murphey Equipment Company, 212 
Wilder building, Charlotte, N. C., with 
William S. Murphey as district man- 
ager. The Murphey company also 
represents Dayton-Dowd products in 


April issue of MILL SUPPLIES 
stated that W. A. Bickel, formerly with 
the Automatic Maintenance Machinery 
Co., Chicago, was appointed sales man- 
ager of the Yost Manufacturing Co., 
Meadville, Pa. The correct name of 
his former connection is Automotive 
Maintenance Machinery Co. 

The Tri-State Mill Supply Co., Inc., 
Lockhart, Ala., has been organized to 
do a wholesale and jobbing business in 
hardware, mill supplies, electrical 
equipment and machinery. Its territory 
will cover southern Alabama, north- 
western Florida, southern Arkansas 
and northern Louisiana. 

The following supply houses have 
been appointed distributors for Bear- 
ium, the bearing metal manufactured 
by Bearium Bearings, Inc., New York: 
The Edwards & Chamberlin Hardware 
Co., Kalamazoo, Mich.; Pittsburgh 
Gage & Supply Co., Pittsburgh, and 
The M. I. Wilcox Co., Toledo, Ohio. 

R. H. Beaumont Co., Inc., 321 Arch 
street, Philadelphia, manufacturer of 
coal conveyors, announces that it has 
assumed the business of the American 
Manufacturing and Engineering Co., 
Kalamazoo, Mich. S. O. Nafziger, 
former president of the American com- 
pany, has joined the Beaumont organ- 
ization. 

The Lawson 
manufacturer of 


Mfg. Co., 


wrenches, 


Cleveland, 
moved in 


March from 6505 Carnegie avenue to 
its new home at 2720-24 East Fifty- 
third street. The company states that 
its new location gives it 300 percent 


increase in manufacturing space, and 
that additional equipment has _ been 


installed. 
L. B. Foster 
manufacturer of 


Company, Pittsburgh, 
steel rails and com- 
plete track equipment, which recently 
opened a Chicago office, has also pro- 
vided adequate warehouse and storage 
yard facilities in Chicago, and is erect- 
ing plants for the housing of fabricat- 
ing and reclaiming machinery so that 
a complete service can be shipped from 
this point. L. B. Foster Company is 
one of the largest distributors of rails 
and track United 
States, and has offices, plants and ware- 
houses in Pittsburgh, City, 
Hamilton, Ohio, Roanoke, 
Va., and Chicago. 


accessories in the 


Jersey 
saltimore, 


Construction is nearly completed on 
the new factory of the Merco Nord- 
strom Valve Co., Twenty-fourth and 
Peralta streets, Oakland, Cal. The 
building, covering 30,000 square feet, 
will be devoted exclusively to the manu- 
facture of plug valves for various in- 
dustries. Heretofore, the valves have 
been made on the Atlantic seaboard, 
with two factories operating. The 
company states that it will now be in 
a position to serve national trade 
economically. Merco Nordstrom valves 
are the invention of Sven Johan Nord- 
strom and were first used in mining 
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Specialties for Mill Supply Jobbers 
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E. A. POPHAL MANUFACTURING CO. 
Wausau, Wisconsin 


Builders of 
BENCH SAWS, BAND SAWS, LATHES 
AND JOINTERS. ASK FOR CATALOGUE 


“Usé-Ew-Up™ 
Sockets 
and Sleeves 






See hat flat? — 


————— 
€ 








oli 


One so 
AN ORDINARY 


1 piece—Standard except the flat 
DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 





or the shank breaks, the drill is useless in the ordinary socket 
BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a ‘‘Use-Em-Up” Socket, and it’s as good as a new drill 
Furnished in Sleeve or Socket Type. Specials made to order. 


Write for Jobber’s proposition. 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


T’S easier, and more satisfactory all around to 
| sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is dis- 
tinctive; every item in the line is simple, effec- 
tive, and proven by years of performance. 


Show the complete line in your catalogue, 
and take full advantage of the established posi- 
tion of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 


Who Makes the Best 
Fire Pot? 


Mechanics everywhere will unani 
mously say Clayton & Lambert 
The Plumber will say the No. 22 
The tinner says give me the No. 80 
or the No. 91, they can't be beat 
WHAT MAKES A _ FIRE POT 
GOOD? Ask for circular No. 165 


It's free and will save your dollars 


Jobbers supply at Factory price. 





CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICH, 


Ask for latest 
price. 6257 Beaubien St. 








The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. S52 catalog. 
Champion Blower & Forge Co. 


Lancaster, Pa. 


No. 40! 


BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 


Send for Latest Price List and Catalogue 








Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, IIL. 








None Genuine Without Trade Mark 


® “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
Ask your jobber or nickel plated. 


write us for a catalog. TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 





BROWNIE NOS 


BROWNIE MFG. 
CO., INC. 








The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 


sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 
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introduced to 
petroleum, gas, 
plants, ice plants, ete. The 
Merrill 


officers: 


ervice, but were soon 


other industric 


chemical 


such a 
company, a subsidiary of the 
Co., of San Francisco, has a 
varles C. Broadwater, president; Sven 
Johan Nord 


Herbert S. 


trom, vice president, and 
Shuey, secretary and trea 
r. include the officers and 
C. W. Merrill and L. D. Mills, former 
consulting engineer, 
respectively, of the Merrill Co. 
Walworth California 
closing its Los Angeles branch, opening 


recto 
president and 
Company 1s 
instead a factory warehouse operated 
by the Walworth Company, Boston, and 
Pacific 
division. This warehouse will be a dis- 
tributing center for jobbers only. E. A. 
Neupert, formerly general manager of 
the Walworth California Company, con- 
tinues as vice-president and manager 
of the Pacific division. I). B. Cruick- 
hank, manager of the San Francisco 
branch, has been appointed, in addition, 


under the jurisdiction of the 


general manager of the company’s 
branche in Oakland, Sacramento, 


San Jose and Fresno. 
Morse & Co 
have purchased the scale business of 
The Fairbanks Co., New York, thereby 


acquiring complete control of 


Stockton, 


Fairbanks, Chicago, 


the manu 

facturing and distribution of Fairbank 
les. In 1916, Fairbanks-Morse took 
ov I. and T. Fairbanks Co., ith 


factoric n St Johnsbury, Vt 
a Moline, Ill. The Fairbanl 
Co \ Ne Yor} etained 
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CLASSIFIED 
ADVERTISEMENTS 


SITUATIONS WANTED 

Young man, single, 32, college edu 
cation, 7 years experience selling tech- 
nical products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 891, care MILL 
Suppuiges, 537 South Dearborn Street, 
Chicago. 

Sales Manager of large midwestern 
manufacturing company desires to move 
South. Fourteen years experience as 
ales manager, branch manager, and 
advertising manager. Nine years ex- 


perience in contact with southern mill 
upply houses and railroads. Corre- 
spondence solicited. Address No. 889, 
care MILL SUPPLIES, 537 South 


born St., Chicago. 


Dear- 


Department Manager, at present suc- 
essfully managing mill supply depart 
house desires 
Married 
age 36, with 10 years experience In 
upply house line. Addr No. 888, 
care MILL SUPPLIES, 537 
born St., Chicago. 


ment of machine tool 


change to similar position. 


South Deai 

Service of experienced sales 
available. Knows selling from A to Z. 
Intimate with sales promotion plans. 
Knows the mill supply jobber from 
coast to coast. Acquainted with adver- 
tising and its application to sales prob- 
lems. Can direct harmoniously. Has 
tact, vision and personality. Age 39. 
Technical training. Wants to make 
connection with aggressive and grow- 
ing manufacturer. Address No. 886, 
care MILL Suppiies, 537 S. Dearborn 
Street, Chicago. 


manage) 


SALESMEN WANTED 





Salesman calling on industrial plants 
aad ] : 1], 
and mill supply houses to handle our 
line of Cotton Wiping Waste. Estab- 
lished house. Address replies to No. 
657, care MILL SUPPLIES, 537 S. Dea 
born street, cago. 





FOR SALE 
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PORTABLE 
WORKING 


W OO D- 
MACHINES 


" A quality line, includ- 

Be : 
ing band AWS, swing 
uws, saw tables, jointers 






and turning lathes. Sold 
S exclusively through deal- 
ere. Nationally adver- 
tised. Ask for our dealer 
proposition. Heston & 
Anderson, 611 S. Depot 
St., Fairfield, Iowa. 
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VOOD ROLLS 


b i i of « nee mall 
edium and large olls for any ind of wo! 
M im ed and = patented constructions. 
W info ation vivil 17 Rodney 

Hunt Machine Co., Maple St., Orange, Mase 


hop nec - 


The BURR PORTABLE SHAFT KEYSEATER 








for bulletins, pu 
and distributors’ 


121 Kent Ave., 





Ball Bear- 
ic drills and general use Now 
lipment on Black & Decker electric 
e installed on any electric drill. 
log and prices Eastern Tube & 
Johnson Ave., Brooklyn, N. Y 


DRILL CHUCKS 


ing, for el 
r 


“Ettco”’ Keyle 
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*‘BRAPACO” STEAM 
INGS—100° Manufacturers, all 
Asbestos, Cotton and Rubber Packin 
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— for dist ibutors’ prices. 
Wolverine Caster Co., Traverse City, Mich. 


“RAPID” SPRING WINDER—Makes coil 
springs, any lenet any lead, either expansion 
er compression Pays for itself on first job. 
Used in factories, machine shops, tooi rooms, re- 
pair shops, garages, hardware stores, ete. Sells 
for $12.50. A profitable specialty The Fostoria 








Screw Co., Fostoria, Ohio. 
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“Fortify for Fire Fighting” with 
Diener Safety Fire Appliances 






Diener Products are 
sol by Jobbers. 
Write for complete 
catalog of Waste 


Cans Safety Cans, 


te E CTIO On 
EXCELSIOR CAN 


mFo..© 
GOW. DIENER MES we 
sence AS and other Safety Fire 






Fire Extinguishers 





PERFECTION EXCELSIOR CANS 


Three Sizes. One, Two and Four Bales 





Every factory, store, warehouse or garage using waste, excelsior 
or wiping cloths has a vicious fire hazar rd if the material is loose 
i unprotected es: fection Exc selsior Can rrectly designed 
the purpose, ongly built and rea ene Pre priced. 








Manufactured By 


GEO. W. DIENER MFG. CO. 
400 N. Monticello Ave., Chicago 











Torrid’ Blow Torches 
are made with the great- 
est care and precision 
by experienced and 
highly skilled mechanics. 
Fine torches of highest 
grade, tested and in- 
spected under rigid rules. 
they cost no more than 


ys . other torches. 


400 N. Montiel Am, Chtemge, Ul, 














May, 1927 











oS IRS 


TT aM lie 





Von 


0 


sta 







m=) 









Seat and disc of Nicu- 
lanium — a _ hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 


verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 




















GENUINE 


Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
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a Ts Se eae 
Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
Shipments from stock made the same day. Jobbers—Send for our stock list. 
Mills and General Offices: Established 1891 Chicago Warehouse: 
; HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 
a ARE 
LEIMAN 
ios. ATR PUMPS 
Pressure or Vacuum from the same Few parts, and those large and strong, means long Also used for Fuel Oil Burning 
ee life for the machines. If you have had all sorts of TI ; z Nasi i wites ee 
ai ; ee trouble with other air pumps, you owe it to yourself ee os + bg Rete ag ng - 
T ie inlet gives the vacuum and the outlet to try Leimans because they are continually dis on goes and eo oe filling bot- 
Nee r Bacon ee ee 1 scenes pimcing ether makes in the most diicwlt service. all yee Phere . hintine yee with 
. x orce holds e wings Out agains < s 4 
the cylinder as they revolve, scooping up the These machines are very accurately made, each part oil, lifting and blowing all manner of stamp- 
air This centrifugal force is always present being furnished and fitted with skill such as to be ings, chips, etc., from machine tools and for 
and never wears out as springs do. 


found only with the highest grade products, hundreds of other uses. 


cates LEIMAN BROS “ara 


Makers of good machinery for nearly half a century 
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You Couldn’t Think 
of Anything Better 


than to decide right now—to eliminate the risk 
ofa complete shutdown in case something goes 
wrong with the boiler feed pumps—by equip- 
ping your boilers with 


PSE 


scien In jectors 














Their reliability is an outstanding feature—proved 
over one million times in practice 
Automatic 

The design is the result of over 37 years’ ex- Cellar 
yerience Simple, compact and mechanically Drainer 
ght down to the minutest detail. High suc- _ 

ion lift Handles hot water. Ask us for full 

etails of jts remarkable working range 14 


Send now for catalog 


PENBERTHY 
INJECTOR 
COMPANY 
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1262 Holden Ave 
Detroit, Mich. 





Canadian Plant - 
Windsor, Ont. \ W 
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is the day you May 
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Trap 





Class B, 1 to 20 Ibs. 





That’s every day 


We have a Bulletin showing 
this and the other 
Nason Specialties which have 


1841. 


>, 20 to 70 Ibs 


famous 
led since 


Write for it 


NASON MFG. CO. 


Steam Specialty Specialists 


71 Fulton St. New York 





Sidelug, 40 to 150 Ibs. 








Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 


Catalogs will be sent you free upon 
request. 
Catalog upon Standard Friction Clutches 


with single disc for moderate speeds. 


Catalog Standard Friction Clutches 
with double disc for moderate speeds. 


upon 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 


Split Pulleys 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 














CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 
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gauge glass guide shown at the 


right to get the Moncrieff PERTH OD 
which is best suited for the a 

tor steam pres- 
service sures up to 2 
Ibs. 





a 


% 
~ 
: 
= 
~ 
bd 
“he 
. 
© 
hae. 
= 


FS 












Can’t Stretch 


by 


PE OPAEAERPRED ORD RE PED AE IEPA ERE DDFS 


<e2 


All Moncrieffs have, however, 


fries rpeeepr he rerete Sada 


There is an unavoidable stretch in a belt 


r 








Phere te a common characteristic—all UNIFIC? 
which is the take-up of slack as it warms <y possess a combination of clear- , a a 
- 4 ce ~ . ~ , | or steam pres 
| up to 3 job. oe sa constant stretch- | £4 ness and toughness that makes sures up to 400 
ing and stretc : struc ‘ ; Ibs 
| g and stretching 1s taulty construction. > them exceptional value in their I 
The burden bearing strands in Stanley < work. They are the only 
| Solid Woven Cotton Belting lie out per- <3 genuine Scotch gauge glasses, WHITE ENAMEL @ 
fectly flat in line of the pull. Once they * made by J. Moncrietf at Perth © ctian iat adie 
pull up tight, there can be no more stretch. ls from special Scotch sand and enamelled back 
: ce ag es for steam pres 
There is no kick-back on Stanley. Cor- | under an exclusive formula. sures up to 150 
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FREE —-Write for 
“The Truth About 
Glue Heating’ 














“Cleveland Type” “smith Pype™ “Industrial Type” 
Oil Film Hill Friction spur Gear Speed 
Bearing~ Clutches Pransformers 





There's a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type’”’ Hill Friction Clutches 
“Cleveland Type” Oil Film Bearings 
“Industrial Type”? Spur Gear Speed 
Transformers 
““Steelarm’’ Automatic Belt Tighteners 
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DAD . 
Lead an €lephant 
Silk Thread! 


To heat quickly a cold batch of glue requires strong current 
(like an elephant). The thermostat (like a silk thread) must 
be sensitive enough to turn current on and off at only 5 degrees 
range of heat. 


” Electric Pots 
ta Warm and Heaters 


Like a cable of many silk 
threads, the Sta-Warm mul- 
tiple thermostat easily con- 


You Can't 












1 ibl li trols the elephant (current). 
F exible Coup ings = OnNw Two Less than one ampere of cur- 
CIRCUITS rent goes through each ther- 
; oe SHOWN mostat unit—giving you five 

Your customers’ wants mean more to us than so 


added merits: — 

1. No overheating possible. 

2. Cold pot heats quickly. 

3. Current turned on and 
off, not wasted. 

4. Thermostat always acts 
between 140-145 degrees. 

5. Not subject to vibra- 
tion. 


much material."” A careful study is made by Engi 


| one mt ot os me me oe 





neering Experts skilled in Power Transmission prob 


N 


lems. You receive the accumulated experience of } 
“half a century” serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 
Power Transmission Engineers Zs ELECTRIC 
General Office and Plant, Cleveland, O. PAL WAPI wenres LORPORATION 














WV. Chestnut St. RAVENNA, OHID 


























When writing to Advertisers please mention Mitt Surptirs. 








SHAPERS. WOODWORKING 
The Crescent Machins oO 


gor AVES, M: — “J AND oe > ROPE 
he Clute! I & Found Ce 
The Meds t ympany 
T. B. Wood Sons C« 
SHELY ING, STEEL 


ss STOS 





SHINGL ES Ss. 





M 
SHOVE Ls, HAND 
Wood Shovel & Too 
SLEEVES AND SOCKETS, DRILL 
Lovejoy »0l Works 
Morse Twist Dr & Machine Co 


SOLDER, BAR AND WIRE 


Division 

















Smelting & R gs Cc 
Hoyt Metal Company 
SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 
Chicago Sol r Company 
sp "EE D TRANSI ORMERS 
The ( Machine & Foundry Co. 
Ree ey | 
SPLITTERS, NUT 
H. 1 P In 
SP ROC KETS 
The M t Con 
A. l 5 t & 
oF ae _DRIL L 
The United St 1 Co 
ST ANDS, r ME RY WHEE L 
Bond Foun & M e Co 
ST EAM sP EC IALTIES 
American Injector Co 
The V. D. Andersor 
G. M. Dav I ) 
Detroit Lubr r 
Na Manuf or 
The I & Re ( 
The Pow 
Walw Con r 
T Cu sh 
Tr I I \ V 
STEEI 
R . 
STOCKS AND DIES 
Ar t 
M 
STUDS, MILLED 
STRAINERS 
ay 
STRAPS, LEATHER 
, Mf 
SWAGES, UPSET 
TABLES, SAW 
7 AT , 
rABLES, STEAM 
rAPE, FRICTION 
rAPER PINS 
rAPPERsS, ELECTRIC 
rAPs 
M 
TILING, RUBBER, INTERLOCKING 
rooLs s30RING 
Ar BT . - . 
rooLs. MACHINISTS’ 
| 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
= ae < i) 
T ¢ g M Cc 
Ww 
¥ t Mf 
TOOLS. SAW 
monds Saw & Ste Co. 
tg VALV E RESE ATING 
The Bla & I Mfc. Co. 


M. B. Skinner 
TOR oo BLOW 








ayton & Lambe Mfz. Co. 
Gee 4 iene tafe te 
E r Mfz Co 
Huf n M ifacturing Company 
\ Mf ° 
Scandinavian Western Importing Co, 
' Mfe. Supnlv Cc 


TORCHES, WELDING AND CUTTING 
Brass Mfg. Cc 


rhe I per Br 


When 


May, 1927 





BR. is KO ACCESSORIES 





I I Fost % 

TRAC kk 'Sy STEMS, OVERHEAD 
Atlas Chicaro Company 
The Chis m-Moor Mfg. Co. 
Kichards pg te Mtfx. ¢'o 
Mhie Towne Mfg. Co, 

TRAC TORS, INDUSTRIAL 

B eS ae Ee ae 


The Yale & Town 
TR ALLE Rs 
The le 


Ww Mf 
Th ANSMISSION, N ARI ABLE SPEED 
The Moore & White Co 
I Pulley Co 


AIR AND SEDIMENT 


= DUSTRE AL 


reeves 
TRAPS, 

Vv. D. Ar i 

] & Mueller, In 

( som pany 

RADI ATOR 





Swartwout 


TRAPS, 





Johns-Manville Corporation 
TRAPS. STEAM 

The V. D I k Ce, 

G. M. Davis I ut ‘oO. 

Tohns-Manville Corporation 

Kieley & Mueller, Inc. 


Nason ufa 
D. T. Williams 
he Swartwout 








Company 


TROLLEYS 





Atlas-Chicago Company 
The Chisholm-Moore Mfg. Cc 
Lovejoy Tool Works 
Rict is-W ox M ( 
Writ Mfx. C« 
The Ya & To Mfg. Co 
TRI Cc K C AST 
Pioneer te Mant turing Cc 
T RU ¢ KS, BARREL 
Rarret 
TRUCKS, 1s 
Barrett-Cra Comy 
_ TRU € KS, HAND 
AY 1 
T} \ 1 Pu pany 
TRUCKS, INDI <1 RI AL, ELECTRIC 
¥ ¥ & Towr M Ce 
TRUCKS, LIFT 
T .' & a 3 Mfc. Co 
rRUCKS, STATIONARY AND STEEL LEG 
rUBES, BOILER 
N y mr 
TUBING. RUBBER 
TUBING, STEEL 
TURNBUCKLES 
UNIONS, BRASS AND TRON 
\ Ww 
VALVE LEATHERS 
‘ Al VE-UNIONS 
VALVES, BALANCED, FLOAT 
VW 
VALVES, BLOW OFT 
Vv c 
VALVES, CHECK 
Vv 
VALVES, COLD WATER, BALATA 
VALVES, FLUSH 
VALVES. GATE, GLOBE AND ANGLE 
. Mf Iron ¢ 
7 ; 
Q \ M 
73 v v; 
‘VALVES, HIGH PRESSURE 
1 x 7 1 ¢ 
t Vv “Mf 
T} t T \ Vv: e Co 
Walwe 
r mt S n ( 


VALVES, HYDRAULIC 





Co 
n Ce 
ns Valve Co. 
VALVES, POP SAFETY AND RELIEF 
Netroit Li icator Co 
The W a. “0 
Seott Vals ’ 






Walworth iy 
PRESSURE REDUCING 


VALVE 
G. M. Davis lator Co 
Kielevy & Inc. 
Mason Fegt ‘o 


Walworth Company 


writing to Advertisers please mention Mitt 


VALVES, 
The Cincinnati Rubber 
Jenkins Bros, 
The Mechanical Rubber Co. 
New York ae & Packing Co, 
VALVES, QUICK OPENING 
Nason Manufa caren g Co. 
Scott Valve Mfg. 


rUMP. RUBBER 
Mfg. Co. 





VAL VE s, RADIATOR 
Lubricator Co 
s Bros 
Brass Co 
Powe Co 





tt Valve Mfe. Co. 
Ww alwi orth Company 
The D, T.. ¥ ms Valve Co 
oR: ADLIATOR CONTROI 





V _ VES, 

Johns-Ma ille ‘orporation 

‘ AL VEs, THROTTLE 

I ator Cu, 

is Valve Co 
BE NCH, WITH CLAMP 

Bonney Forge & — warns 
Goodell-Pratt Comp: 

VISES, DRILL PRESS 


oO 
VISES, MACHINISTS’ 
Forge & Tool Works 

an Vise & Mfg. Co. 

-Pratt Company 

Mfg. Co. 









VISE S. PATTERN MAKERS’ 


pany 





Co, 
VISES, PIPE 
ong Bros, Tool Co 
bian Vise 
3; Mfg. Co 





hreading Machine Co. 


(ompans 





RAPID ACTING 

WASHERS, BRASS 
. WW ASHERS “LE ATHER 
Edu Rn. e e vy Co Ir 

WASHERS, RUBBER 
‘ bi I ing Cc 

WATER ¢ SLOSE: TS, FROST PROOF 

; ; ms W ATE k LE VEL CONTROL 
snes ihe (WATERPROOFING 


WE LDING AND CUTTING EQUIPMENT 
M Ce 


" HEE LBARROWS 


w“ HEELS, | GRINDING 
WIN HES. 
A L. § 
WIPING CLOTHS, M ing HINERY 
= ne 
WIKRE ROPE 
=e Sted 
WIRE. SOLDER 
WOODWORKERS, VARIETY 
WRENCH SETS 
Art ng os. Tow 0. 
I n? : & T Works 
WRENCHES, ADJUSTABLE 
Ronne\. orge & Tool Works 
: ell-Pratt Compan 
lrimont M Co 
Walworth Company 
I. H. W Y & Co. 


wr EK e dee Ss, HOPPER CAR 
(or 


Ad 
Safet Wre ne} Appliance Co, 
WRENE HEs, OPEN END 
Arr ong Bros. Tool Co 
ge & Tool Works 
Co 


itt Comy pans 





in ( 
" RE NC HE S, PIPE 
; “& Took Ww orks 





Tap & Tie 
Mfg. Co. 
rim Mfg. Co 
Walworth Company 


Corporation 





J. H. Willlams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co 
Trimont Mfg. Co. 
J. H, Williams & Co 
WRENC HES, SOCKET 


The Allen Mfg. Co 
Armstrong Bros, Too) Co. 
The Black & Decker Mfg. Co 
Bonney Forge & Tool Works 
Goodell-Pratt Company 


Surpies. 

















Tan Are r TTR 137 


Twelve Hundred 
Maytag Washing Machines a Day 
Assembled with Black & Decker 

Electric Nut Drivers 


Assembling Motor to Frame 


This operation consists of running down four 5,’’ 
hexagonal nuts, and one man with a Black & Decker 
No. 2 Electric Socket Wrench takes care of this opera- 
tion on 200 machines per day. There are six men 
employed for this operation alone to take care of the 
total production of 1200 machines per day. 








RI TL 


















Assembling Legs to Tub 
This operation requires the driving of four 


’ 


3.’ cap screws and seven °;"’ cap screws and 





bolts. Each Black & Decker No. 2 Electric 

Socket Wrench takes care of 175 washing ; 

machines per day, or a total of 1,925 cap | 

screws and bolts per day for each Electric ; 

Socket Wrench j 

5 

: 

| 

| 

| 

| 

: 

i 

| 

i 

' 

| 

The demand for Maytag Washing Machines the Maytag Washing Machine economically is 

has gone to such a point that their production the use of Black and Decker Portable Electric | 
is now twelve hundred a day and the assembly Nut Drivers on the assembly line. 


of each one involves the use of a considerable If you have an assembly problem in your busi- 


number of bolts and nuts. ness which requires the use of nuts and bolts, 


One of the important factors in manufacturing it will pay you to let us consult with you. 


BLACK & DECKER 


Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 


Portable Electric Drills—Electric Grinders and Buffers—Electric Tappers— 
Portable Electric Screw Drivers and Nut Drivers 


Write for new 1927 catalog. 





Buy from your own supply house 
7ZHE BLACK & DECKER MFG.CO., 
TOWSON, MARYLAND 
Black & Decker Mfg. Co.. Limited, Toronto. Ont. 
Black & Decker, Limited, Slough-Bucks. England 


Branch Offices With Service Stations In 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE CANSAS CITY 
BUFFALO {PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVE! AND. < ud 
LOS ANGELES SEATTLE ; ‘sic , 
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Osborn Manufacturing Company, The 60 
Oster Manufacturing Co., The 33 


Pr 
Parker Vises ; 111 
Penberthy Injector Co., The 3 
Pophal Mfg. Co.’ . 2 
Porter, H. K., Ine | 
Powell, William, Co., The ° 
Prentiss Vise Company 
Pyrene Manufacturing Co 34 


Q 
Quaker City Rubber Company 11h) 


Quincy Compressor Company 


R 


Rahmann, Geo., & Co : 22 
Reeves Pulley Co - 
Republic Rubber Co., The o>» 
Richards-Wileox Mfe. Co 18 
Richmond Belt Dressing Mfe. Co 24 
Roper, Geo. D., Corp 108 
Royersford Foundry & Machine Co 96 
Russell, Burdsall & Ward Bolt & Nut Co 92 
. 


Safety Wrench & Appliance Co 

Saginaw Mfg. Co 

Scandinavian Western Importing Co., Ltd 
Schieren, Charles <A., Co 

Schultz, A. L., & Son 

Scott Valve Mfg. Co 

Simonds Saw & Steel Co 

SKE Industries, Incorporated 

Skin er, M. B., Co 

Standard Electrical Tool Co 

Stundard Vressed Steel 
Stanley Belt orpo 
Sta-Warm Electric Heate 
Stow Manuf 











Strand, N. A., & Co 122 
Superior Screw & Bolt Mfg. Co 44 
Swartwout Co., The Lie 


Timken Roller Bearing Co., The 14 
Toledo Pipe Threading Machine Co., The ; 
Toledo Wheelbarrow Co : 1 
Toles, W. C Co 1 


I 
"nited States Electrical Tool Co., The 


\ 


Valley tron Works 22 
Van Dorn Electric Tool Co., The 2 
Victor Balata & Textile Belting Co 120 
Victor Saw Works, In« Lie 
Vogel, Joseph A., Companys hy 
Vogt, Henry, Machine Co 74 


Ww 


Wallace, J. D., & Co L222 
Walworth Company { 
Watson-Stillman Co., The 94 
Whiting Leather & Belting Co Ri 
Whitman Barnes-Detroit Corporation 19-24 
Wickwire Spencer Steel Co stb 


Williams, D. T., Valve Co., The 
Williams, I. B., & Sons 

Williams, J. H., & Co 3 
Williamsport Wire Rope Co >} 
Wood Shovel & Tool Co ADD 
Wood's, T. B., Sons Co 9 
Wright Manufacturing Company 89-90 





¥ 
Yale & Towne Mfg. Co., The 1 
Yest Manufacturing Co. ‘ 
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Gold is Always 


in Demand 


O are Government Bonds. So is anything 

else of known, recognized value. The dealer 
who concentrates on products with an estab- 
lished, permanent market, backed by a manu- 
facturer whose standards, ideals and ability 
have stood the test of time—that dealer has no 
fear of dead stocks. So far as the merchandise 
is concerned, his turnover is certain. 


“American” Pressed Steel Products—Pulleys, 
Hangers, Hand Trucks and Shapes—have 
thirty-one years of continuous progress behind 
them, thirty-one years of successful interpre- 
tation of industry’s needs, thirty-one years of 








PRESSED STEEL 
STEEL SPuT 


HANGERS | PULLEYS 


AMERICAN 





~ wm PATENTED 


PATENTED 


adherence to the highest ideals of quality 
manufacture and service co-operation. 


We could not have held your confidence and 
your customers’ for all these years if “Ameri- 
can” products had not demonstrated their 
worth conclusively. Now that it has been 
demonstrated, “American” Pressed Steel Prod- 
ucts deserve their place among industry’s 
known and permanent values. 


A few good territories are still open on one or 

“cc ‘ ” . 
more American” Products. Perhaps yours is 
one of them and holds out an opportunity for 
you. Write or wire. 


The American Pulley Company 


Manufacturers of Steel Split Pulleys, Pressed Steel 
Shaft Hangers, Pressed Steel Hand Trucks 
and Pressed Steel Shapes 


4200 Wissahickon Avenue 


M 





ERIC 


PRESSED STEEL 


TRUCK 


Philadelphia 






PATENTS PENDING 
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When writing to Advertisers please mention Mitt Supewies. 





A Perfect Hexagon Head 


Each face clean cut, smooth and 
true. Made by the Ferry Patented 
Die Compression Principle— 


That’s a distinguishing feature 
of Ferry Cap Screws. 


Compare it with others. 
“If it's upset—it must be heat-treated” 


THE Ferry Cap & SET SCREW COMPANY 
Cleveland. Ohio 





PROCESS SCREWS 


INTED BY ATWELL PRINTING & EINDING CO., CHICAGO, ILL. 

















